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DEXTER 


Colonial Cabinet Hardware 


AUTHENTIC IN DESIGN + YET LOW IN PRICE 





Beautifully designed in etched 
metal, this brand new line of 
Dexter Colonial Cabinet 
Hardware includes H & L 
hinges, strap hinges, knobs, 
latches and pulls. Two finishes 
are available: antique black or 
antique bronze... and they 
match Dexter’s etched finish 


Lifetime locks. 


Dealers are now featuring their 
counter displays of this sure-to- 
sell new Colonial Cabinet 


Hardwar:. 


DEXTER LOCK COMPANY 


GRAND RAPIDS * MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 
in Canada: Dexter Lock Canada Lid., Guelph, Ontario 


In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., 
Monterrey, Nuevo Leon 
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MANUFACTURERS OF DEXTER felime Locks 





The league Lumber 
Company, Inc., is 
one of Baltimore's 
staunchest advocates 
of wholesale distribu- 
tion, This Company's 
reputation for being 
able to supply any 
item quickly and eas- 
ily is due in great 
part to the speed 
with which it can re- 
plenish its stocks 
from the wholesaler’s 
warehouse, Below: 
Harry W. League, Sr. 
(left), and his son, 
Harry W. League, Jr. 


‘Here is why we buy 
from wholesalers’’ 


-.. says Harry W. League, Sr., Vice President, 
League Lumber Company, Inc., Baltimore, Md. : 


“The wholesaler must serve an economic function or he 


couldn’t stay in business,” says Mr. League. “And he and we see no reason to bypass them,” says the younger 
serves some very important functions in our case, even Mr. League. “Also, they offer the same dependable 
though we normally buy in large quantities. Most of service to all, There are no special deals or preferential 
our builder customers like to buy all their materials as a treatment to any one dealer. 

complete package and have it sequence loaded for de- 
livery to the job. In order to put those packages together 
quickly and completely, regardless of the items ordered, 
it is essential for us to draw on our wholesalers’ large and 
varied stocks. 


“The wholesalers we deal with don’t compete with us, 





“The wholesaler saves us a lot of buying time, too, 
We know he handles only top-quality items, which means 
fewer complaints and less defective material,” 

Many building materials dealers today recognize the 
numerous advantages wholesalers can offer. By letting 
the wholesaler carry most of the stock, dealers can sub 
stantially cut inventory, warehousing, and handling costs. 
Costly obsolescence is virtually eliminated. In many 
cases, the dealer looks upon his wholesaler as his closest 
business friend . . . one who is always available to give 
management assistance, merchandising aid, or credit, all 
tailored to his individual need. 

These many benefits of wholesale distribution 
are important reasons why you'll find Arm- 
strong’s Building Materials sold only through 
reputable wholesalers. 


“The wholesaler simplifies our stocking problems, 
greatly reducing the need for capital investment in inven- 
tory. At the same time, his near-by location makes it 
easy to procure shorts and fill-ins, which means that we 
can give better service.” 

Mr. League’s management skill, as well as his business 
integrity, has built his company into one of Baltimore’s 
leading lumber yards. His son, Harry League, Jr., Man- 
ager of the firm’s Building Materials Department, makes 
some additional comments which reflect their attitude 
toward wholesale distribution. 


ARMSTRONG CORK COMPANY 
3708 Rieker Avenue * Lancaster, Pennsylvania 


Makers of Temlok” » M-67 Monowall” * Cushiontone® + Insulating Wool * Hardboards * Counter-top Cement 
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ANGLES rH AMERIC 
SEN TSIN SHAN KOW A 


PTE ROPES 


There's a Pittsburgh brush for 
every home and industrial use 


a ail 


Enamel ond 
Varnish Brushes 


Wall and e~ 4 


Floor Brushes 


Sash 
Brushes 


Maintenance 
Brushes 


bristle available today! 


The phrase ‘Pure Bristle’’ stamped on a paint brush doesn’t mean a whole 
lot nowadays. It doesn’t tell a thing, for example, about the source of the 
bristle—and we don’t have to tell you how the source affects quality! 


What can you go on? The Pittsburgh name... the Red Stripe label! You 
can be sure that when you sell Pittsburgh's pure bristle brushes, you're 
selling the best bristle obtainable today! Pittsburgh’s contacts are world-wide, 
and our buyers are constantly searching for the best bristle possible, Al- 
though bristle om today’s market is not always good enough for our Gold 
Stripe label (Gold Stripes in short lengths are still available), Pittsburgh 
buys the best of it and makes it into Red Stripe brushes. 


Make sure your customers understand this—post this ad near your brush 
department. And watch sales respond to the magic of the Pittsburgh name! 
For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH 
PLATE GLAss Company, Brush Division, Dept. C.g 3221 Frederick Ave., 
Baltimore 29, Maryland. 


PITTSBURGH 


Kd Stipe anusnes 


BRUSHES PAINTS ° GLASS ° CHEMICALS | * 


PLASTICS ° FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA; CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Vance 
PUBLICATION 


VANCE PUBLISHING CORP., 
EDITORIAL AND EXECUTIVE OFFICES, 
139 N. Clark Street, Chicago 2, Ill. 





PUBLISHER 


HERBERT A. VANCE 
A. W. BOULTON, Assistant to Publisher 


EDITORIAL STAFF 


ARTHUR A. HOOD, Editor 

RICHARD W. DOUGLASS, Executive Editor 
GORDON J. LAWLER, Managing Editor 
ROBERT Y. KERR, Washington Editor 
DONALD O. CARLSON, Associate Editor 
GEORGE F. VAN ZEVERN, Production Editor 
WALTER VENEIGH, Associate Editor 
ROBERT E. RUSSELL, Associate Editor 


BUSINESS STAFF 
W. G. SIMPSON, Manager 
GENE BURROUGHS, Advertisers’ Service 
LOUISE PLISKA, Advertising Production 
A. M. SCHWAB, Classified Advertising 


DISTRICT MANAGERS 


NEW YORK 17, Tom Lindsey, Bob Monetti, 
Room 5622, Grand Central Terminal, 70 E. 
45th St., Murray Hill 3-8333 


CLEVELAND 15, Hal Hursh, Room 405, 
2123 E. Mh St., Prospect |-3235 


CHICAGO 2, Clair Heyer, Duke Lynch, Bruce 
McGregor, Financial 6-5380 


ATLANTA, T. L. Williams, 1000 Bouldercrest 
Drive, S. E., Dixie 5829 


WEST COAST—Chas. W. Hoefer, 10800 Mag- 


dalena Rd., Los Altos, Calif., Whitecliff 
8-3237 


CIRCULATION DEPARTMENT 


ELMER O. OLIN, Manager 
E. 8B. CUNNINGHAM, Service 





AMERICAN LUMBERMAN & BUILD- 
ING PRODUCTS MERCHANDISER is 
published every other Monday 
American Lumberman, Inc. 189 N. 
Clark St., Chicago 2, Ill. Subscriptions: 
one year, U. 8. and Canada, $4 (26 
issues), $6 for two years, $8 for three 
years. Foreign $15 for one year. Single 
current copy, 50¢, back copies $1, except 
Dealer Products File which is $2. En- 
tered as second class matter October 2, 
1946 at the Post Office at Chicago, Ihli- 
nois, under the Act of March 3, 1879 
Copyright 1954 by American Lumber- 
man, Inc 
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Dealers’ News in Brief 


You Can Buy Super-Market Style Here 
Dealer Idea Cuts Light Bill 
American Lumberman Sj , ’ 
pan L an Sign Pushes Do-It-Yourself Sales 
Rack Sells Screens and Accessories papain 2 


Dealer Develops Two-Wheel Trailer 
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Dealer Makes Prefab Home Package 
Wallpaper Adds Profit, Appeals to Women 


Sends “Thank You” to Every Customer 
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New Literature 


Catalog Information ... 
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Keencraft Do-it-yourself furniture 








Your Profit is $116.30 


on this introductory dealer’s offer 


2 


2 
1 
1 
1 
! 
1 
1 
1 
1 
1 
1 


Cobbler's Benches @ $19.95 
Coffee Tables @ $19.95 
Captain's Chair (Solid Cherry) 
Drop Leaf Table (39” x 58”) 
End Table 
Night Stand (With Drawer) 
16” Bookshelf 
16” Spoon Rack 
16” Pipe Rack 
Gun Rack 
Fireside Bench 
Coffee Table (Assembled and Finished) 
Merchandising Package: 
1 display easel 
envelope stuffers* 
4 newspaper mats** 
Floor Display Stand, Finished Natural ($20 Value) 
Retail Value 
Your Cost 


$39.90 


Retail Offer Cost 

$25.90 
25.90 
22.70 
40.90 
12.30 
12.95 
5.80 
5.80 
5.80 
5.80 
14.25 
19.95 


Reg. Cost 
$27.90 
27.90 
24.45 
44.05 
13.15 
13.95 
6.25 


39.90 
34.95 
62.95 
18.95 
19.95 

8.95 

8.95 


$116.30 or 37% plus FREE DISPLAYS 


*For Coffee Table ond Cobbler's Bench 


Keencraft Coffee Table, as- 
sembled and finished. Length 
36", Width—18”, Height 
15" 


The beautiful Keencraft dis- 
play stand. Valued at $20.00. 
it comes free with this intro- 
ductory offer. 


**For Coffee Table and Cobbler's Bench, 


1 col. and 2 col. ads) 


K cencrarr FURNITURE is made of solid cherry and may be easily and quickly assembled, using only a hammer and screwdriver. Parts are pre- 


cision cut to insure a perfect fit and are finely sanded, ready for finishing in either cherry, mahogany, oak, pine, maple or natural. Complete instruc 


tions for assembly and finishing, together with all necessary materials (glue, screws, etc.) are included in every package. All materials are packed 


in moisture-proof plastic bags for full protection. Retail prices are one half or less than those of similar type furniture already assembled and finished. 


Merchandise prepaid on this assortment. Order by using coupon below. 





Bristol Cabinet Corp. 
Naples, New York 


Your Name 
Firm Name 
Number and Street 


City 





Please ship immediately prepaid your Introductory Merchandise Offer for 
$198.00 including the free display easel, envelope stuffers, newspaper mats 
and floor display stand. 








(To obtain more data on advertised products see page 128) 


August 9, 


WANTED: Established Wholesalers. 


bow 
Solid Cherry, —— 


- Reencratt 
= = Originals. 75 


BRISTOL CABINET CORP. 
NAPLES, NEW YORK 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


THE LUMBER STRIKE PICTURE. As we went to press the strike was still unsettlec 
and tempers were becoming a bit strained on both sides. Some violence 
was reported from scattered west coast areas. Lumber prices were 
beginning to soften in the face of growing buyer resistance and record 
production from mills not on strike that were working around the 
clock. Read the complete story on the market pages. And our thanks to 
the hundreds of dealers who cooperated on our mail survey on lumber 
stocks as the strike began. Because we are published every two weeks 
we were the only national magazine to fully cover the strike while it 
was still news. 


BUILDING CONTINUES AT RECORD RATE. June data on new construction shows a con- 
tinuation of the strong trend recorded during the first five months of 
1954. Private starts in June totaled 120,000, a 12% increase over 
May. Normally housing activity falls off each June. 

FORECASTS BOOSTED UPWARD. Because of the June performance Ewan Clague,commis- 
Sioner, Bureau of Labor Statistics, now says that if the June rate 
continues there will be 1,206,000 units built this year. The previous 
prediction of the Bureau was for 1,080,000 homes in 1954. 

ARE WE OVER-BUILDING? There is some fear that we may be over-building, but this 
is in the minority and the general impression is that the need for new 
homes is still very great. There is minimum fear of inflation. Few 


are buying homes in anticipation that the value of the dollar will be 
much lower. 


THE NEW HOUSING BILL. 








Even with modifications stimulated by the FHA "scandals® 


the new bill is one of the most liberal private enterprise pieces of 
legislation ever enacted. The down payments are easier and the tight- 
ening uw» on Title 1 will be welcomed by legitimate business. Under 

the new ground rules only financial institutions subject to supervision 
of a government agency and those qualified to make and service Title l 


loans are eligible. Items approved for loans must substantially pro- 
tect and improve the property. The days of quick and easy credit under 
Title l are over. 


PRIVATE ENTERPRISE TO BE TESTED. The new housing bill provides sufficient aids 
for a strong, independent construction industry. Builders who had 
expected that government would carry the entire load were dis- 
appointed. Private lenders pointed out that they had accumulated $40 
billion in liquid assets in just the years 1948-53 and they asked and 
were given the ball. The improved financial position of the mortgage 
market is a result of this record flow of savings. 

NORM MASON APPOINTMENT CONFIRMED. Congress has approved the permanent appoint- 
ment of Mason as FHA commissioner. It's a tough, thankless job and 
the entire industry wishes him well. 

OKLAHOMA ENDORSES ADSERVICE PLAN. The Oklahoma Lumbermens Association has turned 
to this magazine's advertising mat service in a joint promotion program 
with the Oklahoma Press Association. One hundred newspapers have 


received Adservice catalogs and are now working closely with lumber 
dealers in their communities. 








continued on page 8 
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NEWS 


Catch-All Housing Bill OKd 


President Eisenhower has signed 
the new general housing bill that 
materially lowers down payments 
on new homes insured by the FHA. 
The insured loan limit for Title I 
home repair and improvement 
loans remains unchanged and the 
legislation tightens up regulations 
to eliminate further scandals from 
the housing programs. 

The bill authorizes a much more 
restricted public housing program 

a maximum of 68,000 of the low 
rent units over the next two years. 

It will lower down payments 
on FHA insured loans and try to 
prevent further “windfall” profits 
such as disclosed in the recent 
housing investigation. 

The new formula permits an 
FHA loan on a new house of 95% 
of the appraised value up to $9,000, 
and 75% of the remainder up to 
the maximum mortgage of $20,000. 
For old houses the formula will 
be the same except the limit would 
be 90% of the first $9,000. 


New Home Loans 


Typical down payments possible 
under the new bill illustrate the 
liberalized provisions that in the 
words of Rep. Wolcott (R., Mich.) 
“should encourage a building in- 
dustry boom and provide for pri- 
vate construction of 1,250,000 to 
1,400,000 new houses a year.” 

Old FHA New FHA 
Down Down 
Payment Payment 
$2,400 $1,200 
$3,000 $1,950 
$3,600 $2,700 
$4,000 $3,200 


Appraised 
Value 
$12,000 
$15,000 
$18,000 
$20,000 


Provides 30 Year Loans 


Loans can be for 30 years, or 
three-fourths the estimated eco- 
nomic life of the house, whichever 
is less. They now range from 20 
to 30 years. 

The bill strikes out earlier plans 
to increase the amounts and repay- 
ment period of FHA loans for 
home improvements and repairs. 
It actually tightens up on this 
program by making private lenders 
take more of the risk in each loan. 

The bill permits, servicemen to 
get FHA insured loans on houses 
at only 5% cash down payment. 
It also extends veterans’ loans to 
cover repairs and improvements as 
well as for house purchases. 


Senate Probe Exposes 
Shady Applicator Methods 


Senate housing investigators, 
turning briefly away from million- 
dollar windfalls, heard testimony 
that home repair salesmen were 
“trained and schooled” in ways to 
defraud small home owners. 
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Andrew Nicol, an investigator 
for the Bergen County, N. J., prose- 
cutor’s office, said the schools 
were set up “all over the country,” 
and the home repair program, 
using Federal Housing Adminis- 
tration-insured loans, was oper- 
ated in some cases as a “typical 
confidence game.” 

Mr. Nichol said the schools 
train the salesmen in how to pre- 
tend to be mathematicians and to 
act like “factory executives, not 
salesmen.” 

One brochure put out by a 
school, he said, advised salesmen 
to “make yourself very busy talk- 
ing to yourself” when inspecting 
a prospect’s home, and to scribble 
so many figures over so many 
pieces of paper that the home- 
owner would be completely con- 
fused. 

Mr. Nicol said he found signs 
of a “racket” in the F.H.A. home 
repair program during an investi- 
gation he launched in January, 
1952. 

One method, Mr. Nicol said, is 
to send highly-trained salesmen to 
carefully selected home owners 
who are told they were selected 
“for advertising purposes.” After 


the home is fixed up as a “demon- 
stration,” the owner is told he will 
be paid a fee, perhaps $50, for 
every similar job done in his 
neighborhood. 

Actually, Mr. Nicol said, the re- 
pair firm does shoddy work on 
the “sample” homes, collects its 
money, and then moves on to an- 
other locality to repeat the per 
formance. He said some loan com- 
panies work closely with repair 
firms in granting the loans. 


Union Loses Battle 
To Outlaw Paint Rollers 


Unions cannot ban the use of 
paint rollers, the Michigan State 
Supreme Court ruled unanimously 
in an unprecedented opinion in- 
volving employer rights on the use 
of tools and methods. 

The State Supreme Court up- 
held a Wayne County Court de- 
cision of last August 10 that roller 
painting was not a menace to the 
health and economic welfare of 
workers, as AFL attorneys con- 
tended. Both courts have termed 
the attempted union ban an “un- 
lawful labor objective.” 

The Justices also denied an at- 
tempt to get the case into the Fed- 
eral courts. 





terms for them. 


when the contracts are signed. 


bill; for I think they woul 


defeat. 


trial of the idea. 





construction industry.” 


"It's Good Legislation .. ." 


Norman P. Mason, who has been heading the FHA on a 
temporary basis since last April, has been confirmed by the 
Senate without objection as Commissioner of the Agency. 
Mason made a number of comments to the American Lumber- 
man about the new housing act. 


“I think it’s good legislation, especially for 
individual citizens who want to repair or re- 
model houses they already own or to build 
or buy houses. Without omitting other vital 
factors, it seems to me the first thought 
should be about these people. The act does 
provide larger loans and more favorable 


My personal interest in the bill naturally 
centers in what it does for and about the 
FHA. It’s right that it should be drawn to 
prevent the exploitations that happened 
under section 608 and later under Title I. 
But, as I see it, the agency should and must watch for those things 


So I’m glad some of the proposed restrictions were left out of the 
fg eon made operations hard; might have 
frustrated the real purposes of the law. The F 
accept the responsibility in the future to see that the contracts are 
right. We think, with the act as it’s now drawn, we can do this 
without fouling up the real, creative intentions of the law. 
The public housing sections, I think, were intended to give this 
idea a further trial. They follow the President’s ideas, although 
some commentators have said the Administration suffered a serious 


It seemed to me the original plan was moderate and useful. It’s 
true that states without slum-clearance programs will find the law 
hard to apply. But a good many people think that a moderate pro- 
gram of public housing, under proper regulations, is a necessary 
part of public service. This program will make possible another 


So the housing act seems to me in the main to be good legislation; 
aimed primarily, as it should be, at serving individuals who need 
such service in getting proper shelter. That’s a service also to the 


HA is willing to 
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The Wertds Most Mesutiat Ft 


GOOD/YEAR 








EVERY 
ROOM 











This flooring invites 
the “do-it-yourselves” 


to 


Serve Themselves! 





OW FOR THE FIRST TIME, a flooring ranks with 
N such profit-makers as paints, brushes, wall- 
paper and traffic appliances — because Goodyear 
provides a complete merchandising unit to STOP 
’'n’ SELL your Do-It-Yourself trade! 


MERCHANDISED by an exclusive Self-Service Unit 
specially designed for lumber dealers’ showrooms— 
popular Goodyear All-Viny] Flooring can build real 
profits for you! 


EVERYTHING IS PROVIDED. Goodyear makes it as 
simple as 1-2-3 for your customers to plan, select 
and install their own new floors, walls and counter 
tops of famous Goodyear All-Viny] flooring. Unit 
includes: attractive display easel with complete 
range of styles, complete Self-Installation Kit, 
packaged tiles and adhesive, and graph for working 
out exact number of tiles needed! 


WRITE FOR DETAILS AND FREE CATALOG. Learn how 
Goodyear—a name everyone knows—can help you 
turn a handsome profit with a complete merchan- 
dising program that sells this great flooring for you! 


The Do-It-Yourselfers are going for it in a big way! 


Write: Goodyear Floorizg Department T-8322, 
Akron 16, Ohio. 


GOODFYEAR AllVinyl Flooring 


FLOORS+WALLS+>COUNTER TOPS —IN TILES AND 45-WIDE ROLLS 


We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE —every other Sunday—~NBC TV Network 
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June Contracts 43% Above Last Year 


The Dodge Reports of contracts 
or future construction in the 37 
tates east of the Rockies again 
mashed records in June after 
breaking numerous other monthly 
records within the past year, it 
was announced by the F. W. Dodge 
Corporation. 

The total of $1,733,264,000 was 
the highest for any of the 63 Junes 
in Dodge’s history and was 43% 
ahead of June 1953. 

It rounded out the highest first 
half of any year with a total of 
$9,251,149,000, up 17% from the 
first six months of 1953. It nar- 
rowly missed topping the total for 
the last six months of 1953, which 
was Dodge’s biggest half-year. 

“A record-breaking June and a 
record-breaking half year in com- 
mitments for construction expendi- 
tures should prove conclusively, 
commented vice chairman Thomas 
S. Holden of Dodge, “that vast 
thousands of Americans have had 
considerably greater faith in the 
business outlook than has been in- 
dicated in recent months by the 
more gloomy prophets of doom.” 

Individual six-months 1954 to- 
tals compared with the like period 
1953 were: 

Nonresidential, $3,408,009,000, 
up 15%; residential, $3,980,691,- 
000, up 22%; heavy engineering, 
$1,862,449,000, up 10%. 


June Sets Record 
For Gl Home Loans 


The highest single month’s total 
of GI home loan appraisal requests 
in nearly four years was received 
by the Veterans Administration 
during June. 

VA said it received 92,919 ap- 
praisal requests for proposed dwell- 
ing units and existing homes in 
June, the fifth straight month an 
increase was reported. It was the 
highest month since October, 1950, 
when appraisal requests for 119,734 
proposed and existing homes were 
received just become credit curbs 
were invoked. 

VA also announced that, for the 
third straight month, GI home loan 
applications submitted by lenders 
on behalf of veterans showed a 
sharp increase. A total of 46,239 
applications were submitted, an 
increase of 4,323 over May. 


Magazines Plan Rooms 
For Big NRLDA Exposition 


Twelve of the country’s widely 
read consumer magazines are plan- 
ning, finishing, and decorating a 
series of model rooms for the Ex- 
position and Merchandising Forum 
being planned for New York City, 
October 2nd to 10th, by the National 


10 


Retail Lumber Dealers Association. 

The participating magazines are: 
American Home, Better Homes and 
Gardens, House Beautiful, House 
and Garden, Life, Living for Young 
Homemakers, Look, McCalls, Par- 
ents, Small Homes Guide, Woman's 
Home Companion, and Woman’s 
Day. 

This preview of rooms for the 
home of the future will be one of 
the features of the exposition, 
where the public, dealers, and build- 
ers will see the latest developments 
in living rooms, dining rooms, 
kitchens, home workshops, bath- 
dressing room combinations, bed- 
dressing room combinations, studio 
rooms for family activities, com- 
bination laundry-play rooms and 
expansion attics. 


Do-It-Yourself Section 
At Builder Home Show 


The largest home show in the 
United States—the Philadelphia 
show — will bring an added new 
feature to Philadelphia families- 
a do-it-yourself section which will 
be included for the first time next 
year. 

The do-it-yourself section will 
be presented by the Home Build- 
ers’ Association of Philadelphia 
and suburbs with The Philadelphia 
Bulletin cooperating, it was an- 


nounced by Carl Metz, chairman 
of the home show, and Richard W. 
Slocum, executive vice president 
of The Bulletin. It is expected to 
be the largest do-it-yourself ex- 
hibit ever presented anywhere in 
the United States. 


Northwestern Sponsors 
Merchandising Clinics 


The Northwestern Lumbermens 
Association, with headquarters at 
Minneapolis, is sponsoring 30, one- 
day merchandising clinics at key 
cities in Minnesota, Iowa, North 
and South Dakota. 

The Minnesota meetings will be 
held at Minneapolis, Duluth, Hib- 
bing, Brainerd, Alexandria, St. 
Cloud, Marshall, Rochester and 
Worthington. Iowa meetings will 
be at Spencer, Sioux City, Ft. 
Dodge, Mason City, Council Bluffs, 
Creston, Des Moines, Ottumwa, Ce- 
dar Rapids and Waterloo. 

In South Dakota meetings are 
slated for Aberdeen, Watertown, 
Huron, Mitchell and Sioux Falls. 
The North Dakota clinics will be at 
Minot, Devils Lake, Grand Forks, 
Bismarck, Jamestown and Fargo. 

The courses conducted by R. F. 
Henrichs, association merchandis- 
ing director, will include data on 
selling the farmer, pricing tech- 
niques, advertising and promotion, 
financing and many other topics of 
interest to dealers. 


EMPTY BINS was a familiar complaint of dealers as the west coast lumber strike 
continued. Above, Herbert R. Haire, left, chairman of the board, N. C. Bennett 
Lumber Co., Minneapolis, views his limited supply of dimension lumber with his 
son James T. Haire, right, president of the firm. 
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CLARK’S L.P.-GAS 


with 


i 


Underwriters’ 
Listing 








en 
CARLOADER * 


reduces engine maintenance, eliminates obnoxious exhaust fumes 





1. Greatly reduces engine maintenance: 


eliminates unburned carbon deposits and crank- 
case dilution. 


eliminates fuel pump and complicated carbu- 
retor adjustments. 

2. Eliminates obnoxious exhaust fumes: 
L.P.-Gas provides almost perfect combustion, 
excellent for indoor operations. 

3. Provides safe, efficient operation: 
vacuum ignition switch is interlocked with fuel 


line and manifold, impossible to spill fuel or 
load-up engine. 
high compression head (8.5 to 1) gives maximum 
economy and power from high octane L.P. Gas. 
quickly demountable tank takes 3 minutes to 
change. 
Stellite valves and seats prevent burning from 
high flame temperature of L.P. Gas. 

*4000 Ib. capacity, available with standard shift, Hydratork or Dynatork. 














BUILDING Propucts MERCHANDISER 


Now you can have the advantages of liquified 
petroleum gas-powered (butane, propane) mate- 
rials handling, with complete safety. The Clark 
L.P.G. Carloader is the first lift truck to receive 
the all-important listing of Underwriters’ Lab- 
oratories. Field and factory tested for two years, 
Clark’s unit is specifically designed and metered 
for fork truck operation. For details, call your 
local Clark dealer, listed under ‘“Trucks, Indus- 
trial’ in the Yellow Pages. Or send the coupon 
for specifications. 
ee, 


eis Rn 


CLARK EQUIPMENT COMPANY 


+ g Uu ' pM E NT Battle Creek 40, Michigan 


{| Send details on LPG truck 





Firm 


Address__ 


| 
| 
| 
| 
Name_ sae ] 
| 
| 
| 
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Report from 


Washington, August 6 


The Housing Act of 1954, as 
fixed up by the conference com- 
mittee, had a tough time. 

There was, especially, the un- 
expected accident of getting boxed 
off by a filibuster in the Senate; 
a battle over the atomic energy 
revision bill. This legislative rhu- 
barb carried the Senators into a 
series of all-night, around-the- 
clock sessions. To find an earlier 
continuous Senate session as long 
as this one you have to go back to 
about 1915. 

During the small hours, while 
the debate trundled along, there 
was the clash of what passed for 
resounding oratory in the Senate 
chamber. In the neighboring cloak- 
rooms and corridors, solons parked 
on cots filled the night with rhythm 
of a sort as they slept fitfully— 
and out loud—between alarms. At 
the first warning, they stumbled 
sleepily into the Senate chamber 
to man the legislative barricades. 
Meanwhile a long line of pending 
bills was stopped cold; with the 
adjournment date coming up fast. 

The Housing Act conference re- 
port covered 89 pages and dealt 
with a wilderness of detail. For 
an extensive analysis, see the news 
columns in another section of the 
magazine. It’ll be enough to men- 
tion here a few items of rather 
special importance. 


Easier Title Il 


One is the liberalizing of Title 
Il FHA mortgages on existing 
houses. In an increasing number 
of instances the building of a new 
residence must depend upon the 
sale of an old one. It’s not quite 
as general as such transactions 
are in the auto market; where the 
purchase of almost everv new car 
turns upon the sale of a used 
machine. 

Nor are the reasons for the 
double transactions always paral- 
lel. The old house may be com- 
fortable and good looking, but 
without enough bedrooms for an 
expanding family. Or there may 
be too many bedrooms: with 
youngsters grown up and leaving 
home. 

In any event, more and more 
residence deals depend upon the 
sale of used houses. The Wall 
Street Journal picks out the lib- 
eralizing of mortgage terms on the 
second-hand items as of especially 
high value to the industry. It 
quotes a contractor as saying that 
“builders will be more ready to 
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accept an old house for trade-in 
on a new dwelling; which will 
spur the sales of both kinds of 
houses.” 


Act Reviewed 


A second important factor is the 
continuation of Title I. A third 
is a new FHA program, extend- 
ing mortgage insurance to farm 
houses, under special conditions. 
The NRLDA lists 14 items of the 
Act as being “of particular interest 
to dealers.” 

These things prove that despite 
the shock of “windfall” perform- 
ances Congress produced a Hous- 
ing Act that supports the industry 
in its honest efforts to provide 
shelter for the customers and to 
help sustain the national economy. 

Norman P. Mason talked with 
this page about the windfall ex- 
ploits of certain builders; said the 
FHA staff has asked the Justice 
Department to look into the possi- 
bility of criminal action. 

There’s been legal uncertainty 
about proving technical violation 
of law; so the first case referred 
to the Justice Department is in- 
tended as a test. If Justice brings 
action, it will probably rest upon 
a charge of fraud in filing the 
application for mortgage insur- 
ance. 


Moral Obligation 


Mason added that in his opinion 
every Federal agency having to do 


with mortgage insurance has a 
moral obligation, going beyond the 
technical terms of law, to see that 
contracts are fair to all concerned 
and that they support the real 
purpose of the agreement. Of 
course those purposes include a 
just profit to an efficient builder. 
They don’t include the exorbitant 
sums recently disclosed. 

Senate investigators plan to con- 
tinue the windfall hearings. 
They’re asking additional sums for 
a cross-country schedule of in- 
quiries, after Congress adjourns. 
They want to include New York, 
Chicago, Cleveland, Los Angeles, 
New Orleans and possibly other 
cities. 


Recession Over? 


The economic big wheels of the 
government say the recession or 
readjustment or whatever it is has 
run its course and will soon buzz 
off for parts unknown. Gabriel 
Hauge, of the President’s staff, 
brought this report to the Gov- 


ernors’ Conference; and he’s sup- 
ported by a good many other Fed- 
eral economists. 

Hauge thinks Uncle Sam is 
about to start a new era of busi- 
ness expansion; laid a large guess 
about gross national production on 
the barrel head. The annual dollar 
value of all goods and services 
stands now at $367 billion. Within 
five years Hauge thinks it ought 
to be $450 billion. That’s expan- 
sion at an annual rate of a little 
over 5%, using the present figure 
as a base. The theoretical expan- 
sion is about 3%. 

Well, most observers think eco- 
nomic lines are _ straightening. 
Even the gloomy sages guess these 
lines will not sag much more this 
year. The Department of Com- 
merce says the volume of business 
at present is impressively large; 
that conditions in the main are 
stable. Some business men who 
have stubbed their toes on declin- 
ing volume this summer have con- 
trary words to say. 

While private industrial an- 
alysts do rather expect an upturn 
after Labor Day, they don’t en- 
courage anybody to expect Beulah 
Land to show up all of a sudden. 
In fact the word from the cook 
house says it’s smart to keep the 
powder dry. Several things will 
bear watching. Nothing danger- 
ous, you know; but just don’t let 
them get behind you. 


Volume Declines 


Wages have increased steadily 
during the recession and until re- 
cently prices have pretty much 
followed the wage curve. It’s vol- 
ume, the third member of the trio, 
that has taken the recessional rap. 
Something odd here; since the 
three usually go up and down the 
elevator together. If they come 
into balance again, as they usually 
do sooner or later, will wages and 
prices come down or will sales 
volume go up? 

Steel makers give out worried 
sounds, because their expected 
sales increase hasn’t shown. They 
guessed August; now maybe Sep- 
tember. Automobile sales were 
high in June; not so much so in 
July. International Harvester has 
been laying off workers, because 
farmers buy less new equipment. 

The light ecnstruction industry 
looks to be in excellent condition; 
and almost everybody thinks we’re 
pulling out of the recession we 
didn’t have. 


R. Y. Kerr 
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We Vf, 4 
_... THE FINEST OAK GROWN! @ 
_... THE FINEST FLOORING MADE! 


SINCERITY OF CLOUD FLOORING COMPANY IN THE 
FLOORING BUSINESS IS REFLECTED IN BOTH QUALITY 
OF PRODUCT AND SERVICE TO CUSTOMERS! 












We who produce Lockwood Oak Flooring give Nature full credit for 
making available to us a FINER oak—grown in the Ozark Mountains. 


We are proud of our plant’s KILN-DRYING facilities, our TEMPERING 
treatment, our PRECISION-MILLING, and of the design of our flooring, 
including the NAIL-GROOVE feature and the DOUBLE HOLLOW BACK, 
which save up to 35% in laying and finishing costs. 

We even take pardonable pride in our fleet of giant vans, which affords 


TRANSPORTATION direct to the dealer, cheaper to the dealer, within 


trucking area, WITH THE NAIL GROOVE 
Go. eve 


We are proud of the people who work with us and for us, both executives and employees. 
Their sincerity in the flooring business extends through every step of manufacture and through every rela- 
tionship with every Building Material Dealer whom we supply. Through these individual and united efforts 
we are striving to give YOU the finest possible service. 











This humble dedication to efficiency, integrity and courtesy in business means satis- 
faction in every detail when you steck Lockwood Oak Flooring and have dealings with 
the folk at Cloud Oak Flooring Company. 












QUALI 
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Concealed hooks furnished unless exposed type specified! 


MACKLANBURG-DUNCAN Co. 


OKLAHOMA CITY 1, OKLAHOMA 





THRESHOLDS 
Every Type Door 


AVAILABLE IN ALACROME ONLY 
FOR SAFETY EXIT DOORS 


ORDER DIRECT TODAY! 


Your order will be shipped 
same day received! 





Exposed 
j 


Used in a 


UE Sigelivels 

shows exposed 
hook as used with 
Style F Thresholds 


2 2.42 @)) 49 O18) 


for Styles F, FFX, 
FX, FFT and FT 


Thresholds. Brass 
or Alacrome. 


CONCEALED 

5 @1@) Gay (om Eh 
Concealed Hook 
for Styles F, FFX; 
FX, FFT and FT 
Thresholds. 


Illustration 

shows concealed 
hook as used with 
Style F Thresholds. 
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For well over 50 vears Northern Wooas acve seen reccomizea tor their hign quaiity. The 
Northern Lumber Millis are better equippea tcacy tnan ever Sercre tc serve you with well- 
manutacturea, accurateiy-craaea Nortnern Wocas. Consuit tne nrms on this page for your 


requirements in Northern Wooas 


*THolt Hardwood Go, . =. « + « © © 6+) 6(OGonto, Wis. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, 
‘“‘erringbone, Parquetry types; all types Heavy Duty Flooring. 


“tJ, W. Wells Lumber Go. . . . « « Menominee, Mich. 


ag AEF. erringbone, Block patterns 
Custom film drying. Upper ae _" ard Map Maple and Birch lumber, 


Edward Hines lumber Co. «2 wt CwtCt.t«Y 


Mill si orreens, | Mic’ 
Hardwoods, Hemlock a White Pine. Planing Mill and ove Kilns 


Chicago, Ill. 


“Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. 


Miil: tche § a Mich. Mirs. Hardwoods. L.C.L. ts kiln 
od hardwoods from stock at Thiensville, 


Cadillac-Seo lumber Co. . . . Sault Ste. Marie, Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White Pine. 
Medern Dry Kilns. Facilities for & . Resawing, etc. 


*Abbott Fox Lumber Co. =... iron Mountain, Mich. 


Manufacturers and Concentrators of Hardwoods, Hemlock and White 
Pine. Planing Mills. Dry Eilns. 


Schneider Bros. Lumber Co. . . . . Marquette, Mich. 


Northern Hardwoods and Hemlock. Hardwood Dimensions. . ree 
Hardwood Turnings. soe, * er size. Planing Mill 


tMember Maple Flooring Mfrs. Assn. 


*C. M. Christiansen Co. . . =. =. =. =. Phelps, Wis. 


An outstanding Wisconsin lumber manufacturer — Hardwood, White 
Pine, Hemlock and Cedar Products. 


“Wm. Bonifas Lumber Co. ( oie “‘asen, ) Setet, Neenah, Wis. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


“Goodman Lumber Company . . . . Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


Wigan toed psa . . «  « Newberry, Mich. 


Northern Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINES. NORWAY A... ond Piling. Excellent Transit Mill- 


*Roddis Plywood Corporation ‘ Marshfield & Park Falls, Wis. 
site ‘es 


*fAhonen LumberGo, . . «we 


Northern Hardwoods, Hemlock, White Pine. 
—Modern Dry Kilns. “AAA” MFMA 
Hardwood and Sahoced Pallets. 


“Copeland Lumber Co. . ‘ Ly 
sa se a at Oey, 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 


ht) ee ee 
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Are YOU Satisfied with 


‘Minnow Profits? 


Why be satisfied with small “minnow” profits when 
dealers fishing in the same waters are pulling in “big 
whopper” profits? 

What makes the difference? Short discounts, excessive 
inventories, service problems, frequent model changes, 


name on too much retail paper . . . all these nibble profits 





LOOK AT THE FIGURES.....IT’S EASY 
TO SEE WHAT YOU SHOULD BE SELLING 


TODAY 


SATURATION OPPORTUNITY 


3%| DISHWASHERS 197% 


| 
7 
4% — DISPOSERS 196% 
} 
10% [— STEEL KITCHENS |90% 
| 
61% CONTE 297% 
697, AST T 37 7, 
79°, RATE 217%, 
: 
90%, TELS ESN 107%, 


! 
98% CT 27, 
! 
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on most lines down to minnow size. 

However, with American Kitchens the profit nibbles 
can’t get started... you make a full 40% profit and the 
profits you make you keep! 

Here's why: Large unsaturated market, no trade-ins, no 
yearly model changes, inventory only a display ... and 
financing with 3 years to pay on FHA insured loans 
which mean cash to you. 

American Kitchens is the most profitable line in the busi- 
ness... because it is easiest to demonstrate—easiest to 
sell ... with such work-saving features as seamless one- 
piece drawers, rounded contours for easy cleaning, 15% 
larger sink bowls! 

Write, wire or phone your American Kitchens distributor 
now and get your share of ‘‘whopping big’’ profits! 


MAKE MORE MONEY FOR YOU 


American Kitchens Division ( 4A} CO ) Connersville, Indiang 


Cabinets of steel for lasting appeal 
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How To Jump the “Slump” 
In Fall and Winter 
Sales This Year 


You can jump the seasonal “slump” in 
sales this Fall and Winter by catering to con- 
sumer customers. Home owners usually are 
busier in the Fall getting their houses ready 
for Winter. And Winter is the time for inte- 
rior improvements, especially among do-it- 
yourself home owners. How are you to get 
them into your yard?—HOME Maintenance 
& Improvement! 


It’s a full size magazine, of high quality 
and real beauty. Everything about it is de- 
signed to encourage readers to want to build 
onto, improve or maintain their property. It 
supplies essential home building information 

-how to do it, what to use and where to buy 
necessary materials, parts and tools. It’s the 
best salesman in print! 


HOME Maintenance & Improvement mag- 
azine service is available only to retail lumber 
and building products dealers. It was de- 
signed specifically to solve their local general | 





advertising needs. And each dealer subscrib- 
ing to its service is protected from any 
duplication of names in his trading area. SEPT, OCT. Nov. DEC. JAN. = FEB. 


It’s inexpensive . . . the total price per copy 
mailed is less than what it costs you to dic- 
tate and send a personal letter. And it’s 
simple to use. We imprint the name and ‘ ‘ 
address of your company prominently on the Is it tested? Over 1,500 retail lumber 
front cover of each copy you order. When dealers had us mail over 410,000 copies of 
your customers and prospects receive it, it the big Summer 1954 issue to their customers 
bears your name, therefore—it’s your maga- and prospects. It’s the biggest and best thing 
zine! Then, we address and mail—paying of its kind! 


nance & Improvement, without obligation? 
The result, of course, is that readers inter- We will gladly send you a free sample copy, 


ested in something shown in the magazine if you'll inquire as indicated below. 


HOME 


Maintenance & Improvement 


Service Manager, Room 2000C, 139 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 


























MAR. APR. 


are directed exclusively to you. You can’t 
miss! 





Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 
Products Merchandiser magazine. 
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One of a group of homes in Penn Valley, Pa. Builder: Albert H. Jacobs, Rosemont, Pa. 


Quality —at every price 


From the Steel Utility Window to the Alu- 
minum Awning Window, every product in the 
Lupton line features quality. Quality you can 
recommend, trust and sell. 


Modern construction and materials have 
speeded house construction in the 40 years since 
Lupton Metal Windows came on the market. 
But buyers still think of houses as a lifetime 
investment. Help them insure that investment 

. and your own good-will . . . stock quality 
products. Windows for instance, while a minor 
part of construction costs, have a major bearing 
on the “value” of the house, through appear- 
ance, comfort and efficiency. A growing list of 
builders and dealers have found that using and 
selling Lupton Windows pays off in satisfied 
customers and profits. 


Profits are built on repeat sales . . . there just 
aren’t enough new customers to keep a business 


(To obtain more data on advertised products see page 128) 


going. Repeat sales are built through confidence 
... in the product ... and in the seller. Quality 
builds confidence. The same quality that made 
sales for Lupton 40 years ago is still helping to 
make sales today. But, you need more than a 
good product to develop a profitable business 
. .. you need variety. In the complete Lupton 
line you'll find windows in steel and aluminum 
to fill any order that comes along. Why not get 
the whole profitable Lupton Metal Window 
story ... from your nearest distributor . . . or 
write direct. 


MICHAEL FLYNN MANUFACTURING CO. 
700 East Godfrey Avenue, Philadelphia 24, Penna. 


Member Steel Window Institute & Aluminum Window M/rs. Assoc 


LUPTON 


METAL WINDOWS 
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Lupton Casement 
Steel or Aluminum 

















Lupton Aluminum 
Double Hung Window 








Lupton Aluminum 
Awning Window 


MICHAEL FLYNN MANUFACTURING COMPANY 


Sales Offices and Sales Representatives 


MAIN OFFICE AND PLANT 
700 East Godfrey Avenue, Phila. 24, Pa. 


LOS ANGELES 
672 S. Lafayette Park Place, Los Angeles 57, Cal. 


STOCKTON (Warehouse) 
1441 Fremont Street, Stockton, Cal. 


WASHINGTON 


Bond Building, 14th St. & New York Ave., 
Washington 5, D. C. 


KANSAS CITY 

(Herb W. George) 

9209 Cherry rae Kansas City 5, Mo. 
NEW YORK 

51 E. 42nd Street, New York 17, N. Y. 


CINCINNATI 

De Sales Building, 1620 Madison Road 
Cincinnati 6, Ohio 

CHICAGO 

(Harry E. Heseltine, Jr.) 

2514 Burr Oak, Blue Island, Il, 


Partial List of Lupton Distributors 


ALABAMA: 
Birmingham 1: Virginia Steel Co., Inc. 
P. O. Box 1152, 1007 37th Place North 


ARIZONA: 
oenix: Mallco Distributors 
P. ot Box 3916, 315 South lIth Ave. 


CALIFORNIA: 

Burbank: Arrow Sash, Door & Mill Co. 
43 West Santa Anita Ave. 
Stockton: Michael Flynn Mfg. Co. 
Warehouse—1441 W. Fremont St. 
Whittier: Whittier Glass and Mirror Co. 
11434 E. Whittier Bivd. 


CONNECTICUT: 
W. Hartford: General Building Products Co. 
12 Brixton St. 


DELAWARE: 
Wilmington: Hance Hardware Co. 
#4 Stone Hill Rd.—Augustine Cutoff 


DISTRICT OF COLUMBIA: 
Washington 11: Cushwa Brick & Bldg. Sup. Co. 
137 Ingraham St. N 


FLORIDA: 
be yy Parr Supply Co. 
P. O. Box 152, 536 S$. Second Ave. 
St. hapten Veterans’ ‘Building Supplies 
P. O. Box 1559, 2700 22nd St. North 


GEORGIA: 
Atlanta 1: Henry Taylor & Son 
P. O. Box 1328, 1058 Amsterdam Ave. N.E. 


ILLINOIS: 
Chicago 13: Johnston Iron Works, Inc. 
1133-43 Cornelia Ave. 


KANSAS: 
Kansas City 10: Lusco Brick & Stone Co. 
1136 Southwest Blvd. 
Wichita 1: Lusco Brick & Stone Co. 
P. O. Box 1481, 342 N. Waco St. 


KENTUCKY: 
Covington: Tate Builders Supply Co., Inc. 
©. Box 27—Rouse Sta., 19th & Russell Sts. 
Erlanger: Tate Builders Supply Co., Inc 
47 Dixie Highway 
Lexington: Clay Ingels Co., Inc. 
347 E. Main St. 


LOUISIANA: 
New Orleans 19: Favrot and Pierson 
3511 Toulouse St. 


MARYLAND: 
Baltimore 3: Maryland Steel Products Co. 
P. O. Box 1997, Bush & Ridgely Sts. 


MASSACHUSETTS: 
Arlington 74: Boston Screen & Sash Co. 
91 Mystic Street 
Springfield: General Building Products Co. 
2 Albany St. 
Worcester: General Building Products Co. 
120 Grove St. 


MICHIGAN: 
Grand Rapids 7: Steele Bros. & Todd 
1050 Cottage Grove, S.E. 


MISSOURI: 
Kansas City: S‘usco Brick & Stone Co. 
. ©. Box 83 


NEBRASKA: 

Omaha: B & C Stes! Corp., Inc. 
508 Karbach Bidg. 
Scottsbluff: B & C Steel Corp., Inc 
Scottsbluff-Gering Highway 


NEW JERSEY: 
Camden: Camden Glass & Mirror Co. 
22nd & Federal Sts. 
Newark: Fireproof Products Co., Inc. 
183 Frelinghuysen Ave. 
Trenton: Industrial Engineering Works, Inc. 
7 Bloomsbury St 


NEW YORK: 
Elmira: LeValley Mcleod, Inc. 
215 E. Church St. 
New York 54: Fireproof Products Co., Inc. 
138 Bruckner Bivd. 


NORTH CAROLINA: 
Charlotte: R. J. Lock Steel Products Corp. 
P. O. Box 1763, 1200 W. Moorehead St. 


OHIO: 
Dayton 9: Hilltop-Dayton, Inc. 
Box R. #11 
Toledo 12: Mayfair lumber & Supply Co. 
5240 Lewis Ave. cor. Mayfair 


OKLAHOMA: 
Oklahoma City 6: Lusco Brick & Stone Co. 
. Klein St. 
Tulsa: Allied Hardware & Supply Co. 
7500 Sand Springs R 


OREGON: 
Portland 10: Mercer Steel Co., Inc 
2555 N.W. Nicolai St. 


PENNSYLVANIA: 
Allentown: United Materials Co. 
Gordon 
Bohrentes M. . Claster & Sons, Inc. 

Box 539, 197 S. Water St. 
bu Soin H. BAB. & Sons 
Du Bois St. 

Erie: Ralph A. Neff 
341 Shenley Drive 
Harrisburg: C. H. Hershock, Inc. 
1513 N. Cameron St. 
Lancaster: Charles E. Johnson 
x 293, 312 N. Lime St. 
New Castle: Fleming Stee! Co. 
Pen Argyl: Orrin E. Palmer 
402 Harding Ave. 
New Hollond: 
New Holland Coane Products Co., Ine, 
pean 6 22: Shannon 
Empire Bidg., 567 Thon Ave. 
Reading: Berks Building Block Corp. 
2210 North 5th St. 
Scranton 2: Anthracite Bridge Co. 
Genet Street 
Turbotville: Turbotville Block Co., Inc. 
Wilkes-Barre: William H. Pierce 
402 Bennett Bidg. 
Wilkes-Barre: F. N. Henry 
540 S. Main St. 
York: Atlas Manufacturing Co. 
Grantley Rd. & Pa, R.R. 


RHODE ISLAND: 
Providence: General Building Products Co. 
P. O. Box 415, 185 Charles Sf 


SOUTH CAROLINA: 
Columbia: Kline Iron & Metal Co. 
P. O. Box 1013, 1225 Huger St. 


TENNESSEE: 
Knoxville: Dealers Warehouse Corp. 
372 North 6th Ave. 
Nashville: McMurray Structural Steel Co. 
1504 Demonbreun St. 


TEXAS: 
Dallas: Gene Paige Co. 
P. O. Box 2428, 2434 §. Harwood St. 

El Paso: Electrical & Mechanical Su ply Co. 
P. O. Box 3247, Sta. A, 708-716 WN. Piedras St. 
Houston 7: Gene Paige Co. 

7620 Washington Ave. 


UTAH: 
Salt Lake City: Buehner Block Co. 
2800 South West Temple 


WEST VIRGINIA: 
Charleston 28: Fireproof Products Co. 
P. O. Box 2311, Suite 422—Professional Bidg. 
Martinsburg: Richard R. Feller Co. 
. O. Box 543, 900 Baltimore St. 


VIRGINIA: 

Bristol: Central Warehouse Corp. 
P. ©. Box 85, 512 Scott St. 
Richmond 21: Virginia Steel Co., Inc. 
any Station Post Office 
ffice—3122 W. Cary St. 


WISCONSIN: 
Milwaukee 13: Thomae Glass Co. 
6510 West River Parkway 
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REFER TO 
IDEA No. 424 








Al M for EASIER STRAPPING of bundles with 
Acme Steel Pneumatic Tools 


Case Edwards, Acme Steel Strapping methods are saving time, and material costs 
_ Acme Idea Man in and reducing employee fatigue at the Newark Plaster Co., 

New York City, South Kearny, N. J. Acme Steel Pneumatic Stretchers (Idea No. 424) 
helped work out tension the strapping on three-ton bundles of 4’ x 12’ wallboard 
this modern steel with a minimum of effort or delay. Under this modern method 

strapping method of strapping, there is no guess work. The pneumatic stretchers are 
set in advance for uniform, consistent tension. And, because 
the bundles of Old Newark Gypsum board are firmly secured, 

they are shipped without pallets. Board breakage is minimized. 
ask your : 
‘ Your Acme Idea Man is prepared to analyze your packaging and 
Acme Idea M an shipping operations and to give you a demonstration of 
hel l Acme Steel Strapping methods. Call him. Or write, 

to eip solve your Acme Steel Products Division, Dept. YA-84, Acme Steel Company, 
problems 2840 Archer Avenue, Chicago 8, Illinois. 





A i M For Safe, Lower-Cost Shipping 
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PLAN AHEAD... 
BE AHEAD with 


YLT 


WU 


All-Purpose 
WINDOW MATERIALS 
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THE LINE THAT KEEPS GROWING 


TO MEET Growing Demand / 


Top-quality products, consumer advertising and FREE 
dealer sales aids keep adding thousands of new customers 
for R-V-LITE and VIMLITE. New items .. . new types 


. .. hew, more convenient sizes—constantly creating wider 
appeal and bigger demand! 


ORDER NOW for the big selling season ahead! 


Available through leading wholesalers in the U. S. and Canada 
Exclusive Manufacturers of R-V-LITE and VIMLITE 


ARVEY@CORPORATION 


Since 1905 a 3462 North Kimball Avenue « Chicago 18, Illinois 


BUILDING Propucts MERCHANDISER 
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9 reasons why Jaeger Truck Mixers 
put more “pay”’ into payloads 


| « More payloads, less downtime. Side- 
by-side comparisons prove Jaegers produce 
more actual payloads — not only full legal 
payloads per trip, but more daily payloads 
with the same plant and payroll. Operating 
records also show fewer hours per week on 
routine maintenance, fewer days per year 
on major upkeep. 


4. Compare Jaeger’s open-end ‘Maxi- 
Loader”. Faster, cleaner charging — 5 to 15 
secs. per yd., depending on batcher and 
aggregates. Hopper has largest throat, deep- 
est reach into drum. No cement blow-back. 
No spillage either, even on steep grades, 
quick starts. Deep-lipped discharge blades 
also produce faster, steadier discharge. 


y Compare Jaeger's 3-piece ‘‘to-the- 
spot” chute, Places concrete where cus- 
tomers want it. Chute head, plus 2 quick 
coupling extensions, gives choice of 5’, 8’, 
10’ or 13’ lengths Chute head instantly 
swings to side for direct bucket discharge. 
No other truck mixer provides this flexible 
range of chute lengths. 


2. Compare Jaeger's exclusive ‘dual 
mix” drum. Produces uniformly higher 
strength concrete, gives fastest charging, 
mixing, discharging. Deeper, continuous 
spiral blades of special contour. Built for 
8 to 10 years’ service, with double 5/16” 
drum heads, 3/16” main cone and 10-gauge 
blades with exclusive bridge-truss feet. 


5. For maximum agitator payloads, 
compare Jaeger’s sealed end loader with 
perfected grout-proof seal. Proven over 8 
years. Takes fastest charge without blow- 
back and opens wide to discharge with one 
quick turn of a hand wheel. Built-in pres- 
sure system flushes seal with new lubricant 
whenever system is operated. 


oe 


8. Rugged, fast, dependable — both on 
and off the road. In a Jaeger “Mix-Plus” you 
can haul maximum payloads, charge, mix 
and discharge faster, and continue to enjoy 
these advantages through a life expectancy 
of 8 to 10 yeers, compared with the 4 to 5 
years average life expectancy of cheaply- 
built mixers. 





+ Perfected ‘‘Super-Comatic” hydrav- 
lically-actuated transmission —a Jaeger 
exclusive — provides single-lever control of 
clutches and brake, shock-proof shifting, 
automatic brake in neutral, positive clutch 
engagement. Dual (front and rear) levers 
give driver complete control of drum for 
mixing and discharge, speed operation. 


6. Faster, more uniform water distribu- 
tion. High pressure water jet injects 60 
gpm @ 65 psi to the mass of material in 
the head of the drum. Results in faster 
mixing, tempering, flushing. Jaeger 114” 
pump and patented grout-proof and clog 
proof jet insure unimpeded, high velocity 
flow at all times. 


9. Optional choices of equipment of 
widest range enable you to meet your local 
condition, payload requirement, weight lim 
itation and wet-mix or dry-batch operation 
with standard units readily mountable on 
standard makes of trucks. In all cases, 
Jaeger prices are based on furnishing a 
complete basic machine. 


See for yourself how Jaeger truck mixers can cut your time and costs, speed your jobs. Your Jaeger 
distributor can give you complete facts on these and other Jaeger advantages. Or write for Catalog. 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


LOADERS © AIR COMPRESSORS * PUMPS © MIXERS © PAVING MACHINES 
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nnouncing Hager’s New FIRST! 


T.™,. Ree 


TRUE ALUMINUM-COLORED STEEL THAT MATCHES 


ALUMINUM DOOR HARDWARE AND TRIM! 


The Rugged Strength 
and Durability of Steel— 





The Soft Lustrous 
Beauty of Aluminum— 





... At Less Than 4 
The Cost of Aluminum ! 


for an aluminum hinge within the price range 
of steel. Hinge manufacturers have tried time 
and again to supply, at reasonable cost, a steel 
hinge that has the looks of aluminum. NEW HARE? VERS ee 


[ices and builders have searched in vain Specify No. 1241—LS 


PERMANIZED ae C1771 FINISH 
Again, Hager sets the pace for the industry—now, 


a steel Hager hinge with new, permanized LUMA- 
SHEEN finish...the true aluminum color that 
matches other aluminum door hardware and trim/ 


Hager is the first to blend aluminum and steel 
successfully into a functional unit. The new Hager 
LUMA-SHEEN hinge costs /ess than solid alumi- 
num (actually, less than 4 the cost). Looks like 


any quality aluminum hinge, yet the hinge itself 
is steel/ 





Specify Hager No. 1241-LS on jobs that call for 
matching aluminum hardware... you'll agree 
Hager achieves the perfect union of beauty and 


strength: in the new permanized LUMA-SHEEN 
hinge / 


Ores C. HAGER & SONS HINGE MANUFACTURING COMPANY « ST. LOUIS 4, MO. 
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There’e $79 for YOU 

















in every DELTA SHOP 
you gell/— And NOW 


ig the time to sell 'em 


for the BIGGEST Summer modernizing and repair boom in history! 


High cost of professional 
repairing and modernizing 
and the unavailability of 
professional ‘‘handymen’”’ 
have created the tremendous 
‘do-it-yourself’? boom. Con- 
tinuing high costs and in- 
creasing home ownership are 
making it even bigger. 
Ama... 


Summer is BIGGEST 
“Do-it-yourself” 
selling season! 


Summer is when most 
major home repair and re- 
modeling jobs are done. 
Summer is when you sell 
most paint and “do-it-your- 
self’? hardware items. Sum- 
mer is when lumber dealers 
sell most lumber. That’s 
because (according to a 
recent survey ) 60% of home 
owners spend their vacations 
at home, fixing, remodeling, 
enlarging! 

And that’s why this 
Summer—right now—is 
your biggest opportunity to 
cash in on VOLUME SALES 
of the famous DELTASHOP—to make 
$79.00 plus on every sale of this 
nationally-advertised one-motor 
combination of the four most-used 
home repair and modernizing tools! 


Get Set For Your BIG SHARE! 


The rush on garden and lawn care 
tools is over—-so get a DELTASHOP 
up front now, where customers can 
see it, touch it, picture it in their 
homes. And don’t forget DELTASHOP 
Accessories--there’s big money in 
them, too. (See photo.) 


DELTA QUALITY MAKES .THE DIFFERENCE 


Talk to Your 
Jobber NOW 


This Summer can mean 
really BIG profits to you— 
if you get ready for it now. 
Get one DeltaShop ‘‘up 
front” right away, and make 
sure you always have at 
least two more for imme- 
diate delivery. Place your 
order for Delta’s new, exclu- 
sive ‘‘Accessory Selling 
Center” that pays for itself 
in one quick turnover. Your 
Delta Jobber will help you 
get set to display, demon- 
strate, and PROFIT—to 
the tune of $79.00 plus on 
every DeltaShop you sell. If 
you don’t know your Delta 
Jobber’s name, send the 
coupon today. 


Prominent “up front” display generates big $79.00 DELTA- 
SHOP profits for you. Exclusive Delta “Accessory Selling DELTA QUALITY POWER TOOLS 
Center” pays for itself in one quick turnover of accessories, 


keeps paying off month after month. ANOTHER PRODUCT BY 


SELL THE DELTASHOP rd k j i 
for this kind of profit: Oc we 
GAZ, 
picts yy Mar 





No, 34-530 


Complete DeltaShop $160.65 $229.50 $68.85 
No. 62-253 % hp Motor 35.96 44.95 8.99 
No, 49-188 


Belt & Pulley Group 3.15 4.50 1.35 

$199.76" $278.95* $79.19" 

PLUS: Big additional profits on the many DELTA- 

SHOP Accessories, and extra store traffic from 
accessory buyers every month in the year! 





Delta Power Tool Division, 
Rockwell Manufacturing Co., 
678H N. Lexington Ave., Pittsburgh 8, Pa. 


r 
| 
1 
! 
| 
PLUS: Extra sales of paint, hardwore, and re acer dagg the come oF te OMIA 
countless “do-it-yourself” items to every DELTA- | ‘ 
SHOP user! | 
1 
| 
1 
! 
1 
| 
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“Based on prices effective in most areas. Western Region Name 


prices slightly higher. 








Address 





City 


County 





“| even cut 
flashlight lenses out of 
scrap pieces of L-O-F” 


says FRANK W. SOMMERS, owner 
Sommers Hardware Store, 
Beverly Hills, Chicago, Ill. 


Mr. Sommers had just finished running several test-cuts on n 
four well-known brands of single-strength glass, labeled A,B, | al ' 
©, and D. He had not been told which brand was which 
until after he had selected the one that was easiest to cut. 
He picked “‘C” every time—and “C” was L:O-F. In 
fact, more than 9 out of every 10 dealers who took the 
same test picked L’O'F, 
“This L-O-F Window Glass gives you a smoother cut 
with no effort on the cutter,’’ said Mr. Sommers. ‘‘And if 
you have inexperienced fellows cutting glass, you can 
waste a lot of money if you don’t use L:O'F. ” 
L.-O'F Window Glass is easiest to cut into big or little 
pieces, angled or curved pieces. Even narrow 4” strips 
come off cleanly, with a light, easy stroke. 
LO-F cuts easier because it is annealed more slowly 
and patiently. That makes it less brittle and more “‘even” 
in structure—so it’s a safer buy for your customers, too. 


TP ee ee a eS Seer aw awe ee Sa 


I 
Tr the Cut L-O-F first, last, or in-between the der “Glass” in the yellow pages of 
y other brands. Run any kind of a cut phone books in many principal cities. 


“ a you want. You'll see why you have And send for your free booklet—'‘For 
Blindfold Test 


fewer bad cuts, less waste and more Greater Profits in Window Glass”. 


Call your nearest L-O-F Distributor. 608 Madison Ave., Toledo 3, Ohio. 
Yourself! 


i 
| l 
| I 
1 | 
| ! 
1 profit with L-O-F. Write Libbey-Owens-Ford GlassCo, 
These local businessmen are listed un- ; 
I t 
i I 
4 a 


LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 
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an © | (Sr -Top Ko oye ares ol product : 


it would be FIR PLYWOOD!" 





"We move lots of fir plywood. We make a good 


return on it, and we like to handle it." 


OA Bee 


CROSS LUMBER CO., Merced, Calif. 


How about you? Are you on the fir plywood profit band 

wagon? New building trends point the way to even bigger 

plywood profits. Feature fir plywood for built-ins and do-it- 

yourself jobs...for “bread and butter” sales in the new 

vorop atte able ete) ale- bate Mb a-diclels(-Jbbate MB ict 04.¢-1¢-tam Goll at -1-3 bats MET-IB of Vol ¢-1o! 

Johiam slohv db ant Mat telebat-UMr-lohi4-bast-p bale MEd atelbt-t- bale lle) ae ol-ta-tobet TMB St-T ic 

calls—plus effective, practical dealer sales tools. 

. / . / bese me 

REMEMBER-—your reputation/is on the line with , 
every panel you sell. Play it safe. Stock only DFPA 


Mer grade-trademarked fir plywood. 'EXT-DFPA” for 
| UR PLY/ANCL outdoor use, PlyPanel for interior finish, PlyScord | 
‘ fii = for structural use. Other grades for other jobs. - 
DOUGLAS FIR PLYW 


CIATION, TACOMA WASHINGTON 


REASONS WHY IT PAYS TO PUSH PLYWOOD 


1 easy to sell 2. hundreds of uses 3. fast turnover 4. bigger profits 5. nationally advertised 6. easy to stock 7. grade for every job 8. tested quality 
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Guardian 


In the lowest-priced class, yet 
loaded with extra-quality fea- 

’ ere tures! Solid brass, bronze or 
aluminum exterior parts. Rust- 

a : resistant interior parts. Screwless 
are t e knobs and roses for extra beauty. 
SELF-ALIGNING feature for easy, 

. . fast installation. ‘‘DURA.- 
hi all hts SMOOTH” action for extra cus- 
) g tomer satisfaction. Fully revers 


ible; fits any door 1%” to 1%”. 


CARE \\) Defender ' 


Medium-priced, yet designed for 
the finest homes, stores .. . any 
light commercial installation! Ex- 
clusive “VELVET-GLIDE” action 
from ball bearing latch retractor. 
Solid brass, bronze, or aluminum 
















exterior parts, rust-resistant inte- 
rior parts. Screwless knobs and 
roses. Easy, fool-proof installation. 


Call your Corbin Distributor TODAY ! 
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e Pressure-Cast Aluminum 
Trim Hardware 


® New, moderate-cost 
QUALITY Cabinet Hardware 


©Oe® 








This is the “luxury line at moderate cost’! Has a 
solid “feel” and rich appearance that adds the 
final touch of quality to cabinet doors. Available in 
Solid Brass or Pressure-Cast metal in rust-proof, 
non-tarnish polished chrome or brass finishes. 


Here’s the line that lets you give your customers trim 
hardware that’s STRONG . . . RUST-PROOF . 
and LOW-COST, TOO! Corbin Aluminum Pressure- 
Cast Trim Hardware has a handsome finish that 
stays handsome for years. Far and away your 
best buy. 


4 






we 





CORBI De. 


fhe ely used) 


pens 


is 






P. & F. CORBIN Division th Aaiar iio Eaiecten, Sow betas, Coan’ 


one sale leads to another 

















ONITE PRESDWOOD* 


/t works! Business-getting dealers tie in their own advertising plans 
with Masonite’s business-building national advertising. Counter and floor 
displays, samples and other Masonite promotion helps close the sale in 
the showroom. And, a sale of Presdwood automatically brings a sale of 
needed related items. Result: Satisfied customers, repeat customers—~ 
and happy profits! 


Get in touch with your MASONITE man—NOW! 


NATURALLY STRONGER WITH LIGHIN 


MASONITE’ 


CORPORATION 
Dept. AL-89, Box 777, Chicage 90, tll. 


“Masonite” signifies that Masonite Corporation is the source of the product 


the business-buliding line of hardboards 
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Consistent 


national advertising 


helps you sell screening of Alcoa Aluminum 


Month after month Alcoa advertisements are telling your customers that 
non-staining screening of Alcoa® Aluminum is the best they can buy. National 
magazines like The Saturday Evening Post, Life, Better Homes & Gardens, 


American Home, House Beautiful, House & Garden and Sunset Magazine are 


carrying these messages ... with special emphasis in the spring and fall. 


ALCOA © 
ALUMINUM 


ALUMINUM COMPANY OF AMERICA 








ORDER YOUR SCREENING Now! 


DISPLAY THE ALCOA LABEL! 


It’s available now! 
Insect wire screening woven by the following manufacturers from Alcoa 
Alclad 56-S Aluminum Wire conforms to National Bureau of Stand- 
ards Specification CS 138-49 and Federal Spexification RR-S-1 41a. 


Alabama Wire Co., inc. 


American Wire Fabrics 
Corp. 

Chase Brass & Copper 
Co. 

Clinton Wire Cloth 
Company of 
Clinton, jowa 

Cyclone Fence Division 
(American Steel & 
Wire Company) 

Dixie Screen & Wire 
Products, inc. 


Gilbert & Bennett Mfg. 
Co. 


Gulf Screen & Wire 
Co., inc. 
Hanover Wire Cloth Div 


(Continental Copper 
& Steel Industries, inc.) 


Heilig Bros. Co., inc. 

The C.O. Jelliff Mfg. Co 
Keystone W ire Cloth Co 
New York Wire Cloth Co. 


Pacific Wire Products 
©., inc, 

Pennwoven, inc. 

Phifer Aluminum Screen 
Company 

Spargo Wire Cloth & 
Screen Co. 

Standerd Wire Cloth & 
Screen Company 

Whitehead Woven Wire 
Co 

Wickwire Brothers, inc. 

Wire Products, inc. 
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WITH A RULE AND A SCREW DRIVER 
ANYONE CAN INSTALL A GETTY OPERATOR 





Two measurements, six screws. 
That’s all anyone needs to replace 
an obsolete wood casement oper- 
ator or staybar with a new Getty 
Operator. 


There is a tremendous replacement 
market—right in your neighbor- 
hood—for Getty Operators. One 
independent survey shows an aver- 
age of two casement windows in 
every home. 


You sell Getty Operators proudly 
and profitably. They are used on 
more casement windows in America 
than all other operators combined. 


4 a 


And when you sell a dozen you 
make about $10 profit. 


A wide-open market! A leading 
product! A tidy profit! Customer 
satisfaction! What more could you 
ask? Write Getty for complete 
information now. 





- 


Getty * 4706-H ee 
For Metal Casements 


With the Getty 
#4706-H you could 
replace 95% of all 
metal casement opera- 
tors now in service. The 
perfect replacement 
cperator for you to stock 
strong, well built, 
attractively priced. ' 











H-S-> Gee TTY & Co., Inc. 


3348 NORTH 10th STREET + PHILADELPHIA 40, PA. 


Canadian Representative 
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. 23 Scott St., Toronto 
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Pressure-creosoted products 
are a consistent money-maker 


IGH turnover rate and a minimum of rehandling make 
pressure-creosoted products a highly profitable item for 
Jesse Newsom. They accounted for 96% of his lumber sales 
last year, and he gives them credit for building up sales of 
related items like fence, roofing, staples, nails and the like. 
Mr. Newsom’s supply store, located on a busy highway, 
is one of the largest hardware and farm supply businesses in 
Washington County, Ga. The store carries a complete line of 
pressure-creosoted posts, poles and timbers at all times. 
The average individual sale of these products is about $75. 
Promotion and advertising has played a big part in build- 
ing sales of pressure-creosoted fence posts. Mr. Newsom him- 
self writes a column for the weekly newspaper in Sandersville, 
filling it with comments on local people and events and often 
showing and describing installations of pressure-creosoted 
products. 

Classified advertising keeps his customers informed on sizes 
and prices of pressure-creosoted products in stock. And copies 
of United States Steel’s “Fences that Pay’ go out with 
Mr. Newsom’s statements several times a year. 








A we ~ , 
JESSE NEWSOM hands one of his customers a copy a 

of the folder “Fences That Pay.’’ Part of his : > A ~z 

stock of pressure-creosoted posts can be seen in 

the rear é bie a 

MR. NEWSOM and another customer inspect ap : : ho > Va 
bunker silo made with pressure-creosoted posts \ ; 

and pressure-creosoted 2’’ by 6’ tongue-end- 
groove siding 
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MAIL THIS CARD TODAY—NO STAMP NEEDED 
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; TE © United States Steel C ti 
CRM TCV IMU AA TMIIER | Roorn 4435, 525 Wilinin Penn Place 


Pittsburgh 30, Pennsylvania 


| I'm i : . " 
DEA RACAIN OIG: send'me sore aformntion std sat ms in wreck cist eases, Please 
: Aono —~aly aaae And include a copy of your new guide, 


Hardware dealers, lumber dealers and build 
ing supply houses all over the country are . Name 
cashing in on the demand for pressure-creo 
soted wood products. If you'd like more in - Address 
formation, send in the self-mailing card on - 
this page. But first, turn the page to see the ; City 
merchandising help available to you ; 


State 








“I expect my Pressure-Creosoted Fence Posts to last 
a good twenty years” 


WHERE WOOD IS USED IN FARM CONSTRUCTION, BE SURE IT’S PRESSURE-CREOSOTED 


SAVES YOU LABOR. Pressure creosoted posts and 
poles are straight, emooth, easy to set. And they're 
available in sizes of various lengths and dimensions so 
that, whether you want pressure creosoted wood for 
fences, pole barns, corrala, or any other type of farm 
building, you ll find a size that fits your needs exactly 


SAVES YOU TIME — Pressure creosoted wood con 
struction is trouble-free construction. Many farmers 
tell about installations of pressure-creosoted wood 


which have required almost no maintenance to keep 
them in good shape for forty or more years. 


SAVES YOU MONEY -— Because it's so resistant to 
termites, fungi, dry rot, and other agents of wood de 
struction, pressure-creosoted wood lasts up to seven 
times as long as untreated wood No more continual 
replacement of fence posts, no more continual repair of 
rotted buildings. Think how 

much actual cash this can save 

you over a period of years! 


says Ben Catalina of 
Clarksdale, Mississippi 


“Last year I used pressure-creosoted posts to 
fence in my pasture land. I haven't had to re- 
place any of the posts, and I expect them to last 
for a good long time I also used pressure 
creosoted wood to make repairs in my barn and 
to put up a shelter over the water trough.” 


Steel Corporation 
Room 4270, 525 William Penn Place 


Pittsburgh 390, Pa. 

Please send me your booklet, “Fences that Pay j 
scribing the use of pressure wood for 
construction 

I would like to know the name of iny nearest 

of pressure creosoted wood 


U'S*S CREOSOTE CONTAINS OVER 150 CHEMICAL COMPOUNDS 


You can be sure ot dependable service when you order wood posts and poles which have 
been pressure treated with U-S-S Creosote, a quality product of the United States Steel 
orporation. For the name of your local dealer, mail the coupon. We ll also send you in 
formative literature on how you can save money with pressure creosoted wood construction 





United States Steel is a major producer of Creosote used by many 
producers of pressure-creosoted wood products. To help you build a 
steady volume on these products, we maintain an advertising and pro- 
motion program that sells your farmer-customers on the advantages of 
pressure-creosoted wood. 

Advertising in leading state and regional farm papers tells the story 
of the long life of pressure-creosoted wood in terms of actual experiences 
of actual users. A free fence construction guide has been prepared for 
distribution to your customers. And advertising mats are available for 
your own use. 


MAIL THE CARD BELOW 


We will put you in touch with pressure-treaters in your area who can 
supply you with pressure-creosoted wood. Get the facts today on this 
profitable line. 


eee Hee eee eee eee 
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You've heard about them! 
You've read about them! 


We sell them / 
PRESSURE-CREOSOTED fence posts 





FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R) 

Pittsburgh, Pa. 

















BUSINESS REPLY CARD 


No Postage Stemp Necessary If Mailed in the United States 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 


Room 4435, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


@ You've heard about pressure- 
creosoted posts from your neigh 
bors you've read about them 
in leading farm magazines. Pres 
sure-creosoted posts mean fewer 
posts to buy over the years 
less labor in setting and reset- 
ting longer life fram the 
fencing itself 

Why are pressure-creosoted 
posts your best buy? Because 
they are the engineered pro 


ducts of modern wood treating 
plants. Just the right amount 
of Creosote is forced deep into 
the wood to give it the longest 
possible life. There's no guess 
work involved 

Over the years, you'll find 
pressure-creosoted posts cost you 
far less than any other wood 
post you can use. Come in and 
get prices and other information 
today 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 











ANOTHER WAY YOU SAVE WITH FORD TRIPLE ECONOMY 


FORDOMATIC DRIVE is available at worth-while extra cost on all Ford Truck series from F-100 to F-350, ; 


How Fordomatic Drive saves time 
on and off the road 


Test Drive a new Ford Pickup 
with fully-automatic 
Fordomatic Drive! See how it 
gives you all these advantages! 


There’s big power in the new Ford 
“light duty” models. You get fullest 
advantage of this power to haul 
heavy loads off the road with Fordo- 
matic Drive. 


Fordomatic gives you double the 
engine starting torque for starting 
in heavy going. It shifts at just the 
right point without loss of truck 
momentum. Engine, drive line and 
rear axle are protected from the 
shock and strain of even full-throttle 
starts . . . burned out clutches are 
a thing of the past. 


BUILDING Propucts MERCHANDISER 


On the road, Fordomatic gets you 
there faster by cutting time from 
full stop to road speed—a big ad- 
vantage for men who haul through 
traffic. And gone is the fatigue of 
constant clutch and gear shift han- 
dling. The driver stays alert. He can 
concentrate on driving the truck . . . 
avoid costly traffic mishaps. 


For complete details, see your 
Ford Dealer today! Or write: Ford 
Division, Ford Motor Co., Dept. 
T-24, Box 658, Dearborn, Michigan. 


SAVE WITH ALL THREE 


1. Gas-Saving Power! 

2. Driver-Saving Ease! 
3. Money-Saving Capacities! 
And... 

Ford Trucks last longer, too! 


FORDOMATIC DRIVE takes up to 90% of 
the work out of driving. New Safety- 
Drive Selector has convenient settings 
for full safety and ease of operation. 


FORD 


TRIPLE ECONOMY 


TRUCKS 


MORE TRUCK FOR YOUR MONEY! 
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Modernizes sinks Dresses up tables 


Brightens cabinets Adds beauty to 
and shower stalls... and walls... 


Turns bar tops 
and shelves... worn counters... 


into showpieces. . . 


® 


THE NEW PLASTIC LAMINATE 


FOR A HUNDRED HOME USES 


Anyone can cover tables, counters, sink tops, window sills or wall 


panels with Conolite and be sure of beautiful results every time. SELLING AIDS 
This hard-surface laminated plastic goes on easily without special AVAILABLE TO YOU 


tools and bonds to wood, metal, press board or plaster surfaces with Sane ae Re ot 


; e or r of instructions ever 
a lasting grip. You can offer your customers an exciting variety of written . . . how 


to 
; i i i { A i fold h 1 
colors and patterns, including wood grains. For all of its special Se ee 8 apply 


. ‘ ‘ . ideas for use. .. CONOUTE 
features and convenience, Conolite still sells for a sensationally low 
price. Don’t send customers away disappointed when they come to 


you for Conolite — look into this new decorative laminate NOW! 


Comes in convenient roll form... 
Sell it by the yard 


FACTS ABOUT CONOLITE: 


® Conolite is easy to clean, dent-proof, flexible 
enough to form curves and coves. 


® Full-resistant to boiling water, acids, grease, 
alcohol, temperatures up to 350°F. 


® Comes rolled in a choice of several colors, 
widths and any desired iength to eliminate 


extra seams Compact display has handy sample squares for 


customer's inspection ...extra samples are 
Send a post card today for full details included in a protected compartment. 


SPACE ON BOOKLETS FOR YOUR IMPRINT 


CONTINENTAL E CAN COMPANY 


CONOLITE DEPARTMENT 


T6th AND LOCUST STREETS, WILMINGTON 99, DELAWARE 
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Editorial 


COMPETITION IS MORE THAN SKIN DEEP! 





15 Types of 
Competition 


Other lumber dealers (Legiti- 
mate) 


Lumber dealers outside the 
trading area 


Newcomers, who do not know 
their costs 


Cooperatives 
Cash-and-carry yards 


Applicators and specialty 
houses 


Mail order houses 
Chain stores 


Class “B” jobbers and manu- 
facturers 


Office wholesalers 
Department stores 
Itinerant truckers 


Operative builders and contrac- 
tors 


Prefabricators 


Other industries out for the 
consumer’s dollars 


BUILDING Propucts MERCHANDISER 


In trying to solve any problem it is a good idea to find 
the real problem that lies underneath the apparent one. 


A group of 30 lumber yard owners met the other day 
and decided their No. 1 problem was competition. 


Fifteen types of annoying competition were listed (see 
left). The question was then asked “why and how are these 
competitors capturing business that should be the rightful 
province of the local lumber dealer?” 


Here are 42 answers provided by the dealers in their 

own words: 
1. Giving discounts—prices lower than ours. 

More aggressive outside selling. 
Doesn’t know his cost and thinks they are lower than ours. 
Better merchandise and better merchandising. 
Better use of consumer credit and financing. 
Own supply of building lots. 
Willing to take responsibility for contract workmanship. 
Too liberal extension of credit. 
Better hookup with building trades. 
Too liberal discount to contractors. 
Providing free services which we charge for. 
More and better advertising. 
Better community service and public relations. 
Uses reciprocity more in selling. 
More flexibility in price. 
Greater spur of necessity. 
Head start on us. Harder selling. 
Better management education and training. 
More sincere interest in customers. 
Better sales training of personnel. 
Sold contractors stock in company. 
More complete and varied stocks. 
Juggling grades and cheaper materials. 
Willingness to finance contractors. 
Use of leaders and more and better promotion. 
Able to get financing we cannot get. 
Better ability to cultivate important friendships. 
Better related and tie-in selling. 
Attraction of city markets. 
Misleading advertising and crooked contracts. 
Irresponsibility—here today, gone tomorrow. 
More convenient shopping hours. 
Concentration on specialty selling. 
One stop service—selling the complete “end-use” package. 
Know more ways to chisel than we do! 
High pressure selling that we’re not willing to do, 
Better use of displays and selling tools. 
Precutting in yard. 
Better parking facilities. 
Better location. 
Catalog convenience. 
Willing to put in longer hours—more thought and energy 

harder work. 
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It looks like these dealers uncovered the real problems 
that underlie this mean old debbil—competition, 


The answer to many of these underlying problems is 
self-evident. 


Henry Ford, Sr., said one time that “there is no problem 
that can’t be solved if it is broken down into its logical 
parts which are solved one at a time.” 


These dealers have broken down the problem of competi- 
tion into its component parts. If competition is your head- 
ache, shouldn’t you start solving these parts one at a time, 
especially those to which the answer is rather obvivus? 





Fs 
TREE-SHADED HEADQUARTERS of the Briggs Lumber Company, Oneonta, N. Y. 


Northeastern’s 
was won several times by Briggs yards 


“clean-yard contest” 


Some Secrets of a Small-Town Dealer 


Here are some operating guideposts for every dealer— 
large or small. They have helped keep the Briggs Lumber Company, 
Oneonta, N. Y., in the deep black for many years. 


‘My experience has convinced 
me that there is no substitute for 
work. A lazy competitor is the easi- 


alternative 
Roscoe C. 
the chapter, 


seek his cooperation.” 
Briggs, excerpt from 
“Looking Backward,” 


If you were to select three good 
reasons—and there are many more 


est mark you can have and the man 


who never counts the hours or days 


pany, Ine. 


can’t be beat, so there is only one 


history of the Briggs Lumber Com- 





ROSCOE Cc. 
BRIGGS, 
dent, shows son, 
Duncan, 


tory of the Briggs 
Lumber Company, 
which he com- 
piled. 





presi- 


vice- 
president, the his- 


Country yards often shame their big-city brothers 
in net operating profits. Their unpretentious exterior 
oftentimes camouflages the shrewd management 
found behind the scenes. One such organization is the 
Briggs Lumber athe Inc., with headquarters 
in Oneonta, N. 


All but two of the seven yards now operated under 
the Briggs name are found in towns under 3,500 in 
dairy and farming country. A history of the 71-year- 
old family firm has been written by its president, 
Roscoe C, Briggs, senior past president of the North- 
eastern Retail Lumber be salers Association, who at 
75 still has a hand in the management of his firm, 
although his son, Duncan, is vice-president of the 
Northeastern Association and his own company, too, 
is the active manager. 


Next Thanksgiving Day, Mr. Briggs will have com- 
pleted 55 years with his company. 


The 124-page illustrated history of the Briggs 
Lumber Company was more than a year in prepara- 
tion. It is a record of the successes and failures of 
the past and a guidepost to the future. This article 
is a capsule of some of the successful ideas and 
methods used by Briggs. It is based on the written 
history of the firm and on-the-spot interviews in One- 
onta with president Roscoe C. Briggs and son, 
Duncan, 
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for the operating success of the 
Briggs Lumber Company, they 
might be listed under three “P’s”’: 

1. Personnel 

2. Promotion 

3. Pricing 

In selecting employes, the Briggs 
management searches for men who 
can be trained into managerial jobs. 
The responsibility of yard managers 
in the Briggs organization are rela- 
tively the same as for the dealer who 
owns and operates his own yard: it 
is up to the Briggs manager to 
make a profit for his yard. He can 
buy what he wants, promote what 
he thinks is best for his area, hire 
and fire. 

Of necessity, this means that a 
Briggs manager must be of high 
caliber. To secure men of this qual- 
ity, the Briggs have turned to col- 
lege sources, especially the Syracuse 
University School of Forestry. A 
new Brigys employe slated for a fu- 
ture managerial post is usually a 
college graduate. Other Briggs em- 
ployes attend Northeastern’s short 
course for intensive training. 

Monthly meetings of yard man- 
agers afford an opportunity to talk 
over common problems. The memo 
on the May meeting asked managers 
to bring information with them to 
enable a decision on purchases of 


1954 AMERICAN LUMBERMAN & 





seven different specified items; 
seven additional topics ranging 
from the plywood market to collec- 
tions were also listed for discussion. 

Biographical sketches and 
photos of the principal employes, 
as seen in the Briggs history book, 
including a special section for men 
in World War II service, is evidence 
of the feeling of the Briggs firm 
for its people. Sick leave, vacation 
time, health and accident insur- 
ance are tangible employe benefits. 

Promotional methods explained. 
Briggs spends about 1% of sales 
for advertising and promotion. The 
advantage of dry, quality stock is 
fully exploited. For example, 
Briggs maintains an_ insulated 
room in one shed for the storage 
of kiln-dried stock. The room was 
originally planned as storage space 
for oak flooring, but knotty pine 
paneling and casings are now in- 
cluded. 

The room is equipped with an 
electric dehumidifier and a _ hu- 
midoguide. Briggs find that the 
humidity in this flooring room 
averages 38% while the closed 
shed averages 46%. Readings were 
made at same hour on various 
days. The closed shed humidity 
varied from 56% to 39% while the 
flooring room with the dehumidi- 
fier only varied from 35% to a 
high of 39%. 

Controlled humidity in this room 
guarantees better storage of kiln- 
dried stock. It is not needed dur- 
ing the dry winter months. 

“Many contractors come miles to 
our yard to get flooring they know 
is dry,” declares president Briggs. 


BUILDING Propucts MERCHANDISER 


: 

“Upriogs 
LUMBER 
NV, 


BRANDED LUMBER carries Briggs 
name, inexpensive method of identify- 
ing name with quality. Dealers inter- 
ested in obtaining the source of this 
branding iron may write to American 
Lumberman 


MECHANICAL EQUIPMENT, which is 
versatile and inexpensive, is preferred 
by small yards. This belt conveyor cost 
$450 and enabled Briggs to use 10 more 
bins in second-story warehouse. Man- 
ual tip-trucks are used to move pal- 
letized bag goods, asphalt shingles and 
rock lath. 


4 


THIS MODERN TRUCK with roller 
bed is one of 18 vehicles operated by 
the seven yards, plus a half-ton pickup 
and a station wagon, 


SIX TELEPHONE UNITS, battery- 
powered like this one, are located in 
strategic points in the yard and ware 
house. Privacy is an advantage of this 
system. 


4] 
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Here are more 
promotional 
Briggs. 
1. Classified 
regularly 
Star. 


and 
by 


advertising 
ideas utilized 


(with 
the 


ads 
in 


price) 
Oneonta 


Illustrated catalog of scores 
of products, new homes and 
home-improvement ideas, 
all priced. Over 50,000 
these catalogs were mailed 
this spring and more direct 
inquiries were received than 
from any other media. 


of 


Nail bags imprinted with 
firm name and trademark. 


Carpenters’ 
company 


aprons with 
imprint, given 
without charge to custom- 
ers, and also loaned to 
church fairs, large picnics, 
etc. 


“Briggs Free Sales Service” 
for farmers. Items for sale 
by farmers listed on back of 
sales letter. (Good idea for 
slack season.) 


Personal solicitation by 
carefully chosen housewives 
on house-to-house basis to 
determine need for home re- 
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WESTERN PINE ASSOCIATION 
WEST COAST LUMBERMAN'S ASSOCIATION 


INC. 


30 Church St., New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portland, Oregon 
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pairs. These callers did not 
quote prices, only turned in 
leads. (Another good slow- 
season idea.) This produces 
inquiries at very low cost. 


Special promotion of mate- 
rials useable by manual 
training classes. This has 
led to sales of material for 
school maintenance jobs. 


Arranged 125 contractor 
dinner meetings with speak- 
ers on topics ranging from 
building materials to civic 
affairs. 


Promoted school essay con- 
tests, bird house building 
contests and poultry-raising 
contests. 


Red danger signal flags with 
Briggs Lumber Company 
imprint made available to 
truckers. 


Pricing is important. The Briggs 
yards are one-price yards. All 
customers — contractors and con- 
sumers are allowed a 2% cash 
discount on bills paid before the 
15th of the month following pur- 
chase. A good selling job and first- 
rate service to contractors has met 
the discount bait offered by com- 
petitors. 

“Our pricing policy,” explains 
Roscoe Briggs, “has been to care- 
fully figure out costs and set our 
selling price to produce not less 
than 6% net. Over the years, our 
record has given confidence to the 
one-price system.” 


Future of small yards. Here are 
some conclusions regarding the 
future of small yards, not all of 
which may be accepted by some 
dealers, but they are based on the 
operating experience of one suc- 
cessful dealer over a 55-year span. 


1. Location. If possible, locate 
on good roads. Parking 
space is very necessary. Lo- 
cation on railroad switch is 
not important. 


One-price yards. The 
amount of trouble and dis- 
satisfaction coming from 
discounts to a selected few 
will bring more and more 
dealers to a one-price plan. 


Non-competitive yards. 
Trend is toward closer af- 
filiation. The reserve yard 
may become more impor- 
tant. 


New items. Few country 
yards can afford specialists 
in items like plumbing and 
heating that require serv- 
ice. Trend toward lumber 


(continued on page 44) 
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NEW oftonar coon 


h register! 


Pays for itself with money it saves! 
aa 


Faster, better customer service . more money- 


making information. National’s new “51”’ has 


features never before combined on a cash 


register to benefit merchants, customers 


and employees. New speed! New ease! 


beauty! 


New simplicity! New quietness, 
Easier operator training! 
New light-touch key 
ever! Electrified keys-—no 
motor bar to press! Electrified Total Key 


no levers to pull! Multiple-item sales are 


action easiest 


department 


mechanically totaled—saves mental effort 


and time, stops mistakes. Due to the “eye- 
angle”’ register top, the customer sees more 
easily each price as it is recorded and the 
total. Large 


figures are secn from greater 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


distances, wider angles. This “publicity” is 
the basic protection of a cash register,” 

Store owner gets better control, more 
money-making information... has a 
locked-in detailed sales journal . . . knows 
up-to-the-minute total sales and number 
of customers in each department can 
quickly figure profit or loss and operating 
percentages by departments has better 
inventory control gets other daily in- 
formation he needs. 

Your nearby National representative will 
gladly show you how this new National can 
save you money and give 


you money- 


making information. 


ame tnformation printed , wstome s receipt 


949 OFFICES IN 94 COUNTRIES 


Propucts MERCHANDISER 


Customer's 
“take-home 
proof” of 
accuracy. 


*TRADE MARK AEG. U.6. PAT, OFF. © 


Customers see each 
price...and the total 
...@t che top of the 
register. 
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STATEMENT 


RECORD OF ADJUSTMENTS 


Debtor 


Interest 


City or Town 
Expense 


< 
state 


your overdue account 


Ledger Page Amt. of Claim | 


ls 
Interest Expense Total 
This claim must be paid with paid by 

in the specified time. Cost of | diate adjustment on this claim 
suit will be avoided by prompt 


settlement 


Demand A Mailed 








| 
i 
| 
! 
| 
| 
Due 
| 
| 
i 
| 








Collections, Credits and Reports 


You have entirely ignored our two previous requests for payments on 
Demand is hereby made upon you for the payment of 


195 


to the undersigned 


If said amount is not 


we shall proceed to enforce imme- 











SUCCESSFUL COLLECTION FORM is used for 
mailed in non-return envelope. Briggs feel that 
months old drastic action 


accounts under $10. Interest and 25« 





Roofing. Again too much 
overlapping. We advocate 
just one brand and just as 
few colors and weights as 
possible. 


TRADE SECRETS 
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stores carrying items that 
need service will lessen. 


Insulation. There are too 
many different kinds. Every 
effort should be made to re- 
duce overlapping items. 


Brick. Necessary, but poor 
profit and high-cost item. 


Sewer pipe and drain tile. 
Good items, but only 4” in 


service 
an account two months old needs immediate attention, an account three 


fee is added. Statement is 


stock. 


Flues. Only 8x8 and 8x12 
stock. To get right price, 
must be purchased in cars 
not mixed with sewer pipe. 
Cinder chimney blocks in 
8x8 and 8x12 are good items 
and help sell flues. 


Advertising. Budget 1% of 


sales as a rule of thumb. 


MANUFACTURERS OF QUALITY LUMBER PRODUCTS 


For Homes and Industries 
NOW AND ALWAYS, BECAUSE 
WE GROW 
at Oe Sh Z 
fe 5 


> 


Bay 
oe 
4 
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SOUTTLBRN LUMBERS 


Producers of rbrhkansas Soft Pine. Hardwood Plooring. 
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ILDING Propucts MERCHANDISER 


ot juste 
‘ 


Lots of YOUR Customers will read this ad! 


Some of them will read it in Business Week. 
Some in American Builder or Practical 
Builder. Some will see it in the architectural 
publications. Chances are, many of them 
will want the Fenestra* Industrial Steel 
Windows the ad talks about. Some will 
want the Fenestra Commercial Projected 
Window because the vents form protective 
canopies over the openings and offer pro- 
tected ventilation even when its raining. 
Some will want the Fenestra Security Win- 


dow because of the strong integral steel 
grille that guards against burglary. 

They will probably insist upon Fenestra, 
no mattez what fyf2 they want, because they 
know that only Fenestra Steel Windows are 
available Super Hot-Dip Galvanized. 

Will you be able to take their order? 

Write to Detroit Steel Products Company, 
Dept. AL-8, 2246 East Grand Blvd., Detroit 
11, Michigan and ask about Fenestra 
Industrial Steel Windows. +e 
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Here’s a “new look”’ 
paint merchandising pro- 
gram that jumped sales 35% 
for the Badger Lumber Co., 
Kansas City, Mo. 


Increased floor space is just 
one of the reasons for a 35% rise 
in paint sales at Badger Lumber 
Co.’s yard in the Fairmount shop- 
ping center at Kansas City, Mo. 

Martin Carlson, manager of the 
yard, and Howard Ferril, paint 
department manager, have devel- 
oped an integrated sales cam- 
paign for more paint business 
that can be duplicated by almost 
any dealer. 


Move Up Front 


When the Badger yard was re- 
modeled early this year the paint 
department was enlarged about 
30% and moved near the front 
window where it could receive 
abundant natural light and top 
customer visibility. The 30 feet 
of shelving holding paint was 
custom-designed and made from 
select hardwoods. 

Just in front of the paint shelv- 
ing is a specially-built counter 
with a hardboard top that is used 
exclusively for the display of ex- 
terior paints. The counter is also 
used for the paint mixer which 
has proved especially valuable in 
the Badger store. 

“Paint buyers are impressed as 
the mixer performs smoothly in 
front of them and it gives the de- 
partment a more _ professional 
look,” Carlson says. “And it has 
another value. If a man buys a 
gallon of outside paint, he has 
five minutes or more to _ look 
around the store to see if there is 
anything else he needs. Our em- 
ployes have this additional time 
to suggest sandpaper, brushes, 
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SWINGING PANELS are used to display color swatches at the Badger Lumber 
Co., Kansas City, Mo. Above Howard Ferril, paint sales manager, demonstrates 
how the panels are removed and shown to customers. 


builder’s 
items.” 


hardware and _ other 
Swinging Panels 

Carlson is especially sold on 
his system for selling color with 
removable swinging panels. 
Widely used by dealers for doors, 
wallboards and other bulky build- 
ing products he believes they are 
ideal for paint merchandising. 

“The swinging panels are espe- 
cially valuable in discussions re- 
garding color blending. We can 
remove the panels and allow the 
customer to inspect the color 
closely. If the color isn’t of inter- 
est the swatch is laid aside and 
another color is considered. This 
plan streamlines sales by elim- 
inating colors that aren’t desir- 
able and it makes it possible to 
concentrate on the colors that at- 
tract the customer.” 


Other Sales Aids 


Color charts and other sales 
aids are kept handy and in order 
for immediete reference by sales 
personnel. One of the most suc- 
cessful pieces of literature at the 
Badger yard is a_ pocket-sized 
painter’s guide which has 10 ma- 
jor colors that combine to pro- 
duce 92 different color combina- 
tions. 

“Color cards, charts and book- 
lets,” Carlson explains, “are not 
only helpful in dealing with the 


Auqust 


amateurs, but we find that more 
professional painters are stop- 
ping in as a result of our im- 
proved color-blending service. 
Since the average purchase by a 
professional is about $65 to $70 
we consider this very worth- 
while.” 

Badger gives away a variety of 
items to build goodwill and in- 
creased paint busjmess. One gad- 
get combines a pop bottle opener 
and a paint can opener. Another 
is a metal paint paddle that ap- 
peals especially to the do-it-your- 
self customer who rarely has a 
good paint stirrer in his home. 
Everyone entering the depart- 
ment is presented immediately 
with a color card “just to get 
them in the mood to shop for 
paint,” according to Carlson. 


Related Selling 

Products that tie-in with paint 
sales have been placed nearby for 
added business. Wall tile, for ex- 
ample, is regarded as a logical re- 
lated sales item and a 3x12’ dis- 
play is near the paint department. 
In Carlson’s own words “when 
the average housewife is remod- 
eling her bathroom or kitchen, 
she thinks of tile and a tie-in sale 
is often made by simply display- 
ing this merchandise near the 
paint display.” 
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7,045 


successful dealers 
can only be 


Palle US 
owe RIGHT! 


7,045 Gold Seal dealers have taken advantage of the 
tremendous new ‘Do-It-Yourself’ market to increase 
profits. And they did it the easy way ... with the Gold 
Seal Tile-O-Matic! Just take Bill Levy, of Louisville, for 
example. Since the first day Bill lined his Gold Seal resili- 
ent tile up front on the Tile-O-Matic . . . he’s averaged 
300 square feet of Gold Seal sales a day ... and at full 
mark-up! $3,500 in Gold Seal sales the first 45 days con- 
vinced Bill he had an amazing, powerful sales aid in the 
Gold Seal Tile-O-Matic! 

You can do the same terrific job in the “Do-It-Yourself” 
market with the help of this smart-looking, self-service 
unit that stocks, displays and sells Gold Seal Linoleum 
Tile, Gold Seal VinylTile, Gold Seal Vinylbest Tile, 
Gold Seal Rubber Tile and Gold Seal Asphalt Tile. 


MAIL THIS COUPON NOW TO 
T ' LEARN WHAT THE GOLD SEAL TILE-O-MATIC 
\ CAN DO FOR YOU 


a en 


“air Congoleum-Nairn Inc. 
. Customer Service Dept. 
INSTALL GOLD SEAL TILES YOURSELF Ke N.J 
AND SAVE AS MUCH AS ‘hI earny, N. 


| am interested in the Tile-O-Matic. Please send details. 


mow Gold feat toe of veo : 4 ; Name 
waren TF a 








Store 


| Di ¢ : 
¢ a 


4 See 


Address 


Zone No. State 


» GOLD SEAL’ 


FLOORS AND WALLS 
CONGOLEUM-NAIRN Inc., Kearny, N. 5.01954 





See how easy it is to display and sell 24 patterns of 
resilient tile in only 5 square feet of floor space! 


ad 
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TRIPLE YOUR 
METAL LEG 
PROFITS! 





y 

Here is the one | 
DISPLAY 

/§ MERCHANDISER 

that really makes 


customers 
sell themselves! 








Available to retailers . . . this point-of-sale 
display is a true “Silent Saleeman”! Hand- 
somely finished table, made from slab deor, 
shows at a glance how easy and inexpensive 
it is to make beautiful furniture. Assortment 
of “Do-It-Yourself” metal legs attractively 
mounted on peg panel. Folding 
legs mounted on table top, to demonstrate 
easy operation. You can paint in your own 
name or sales message on the upper sign 
pane. Convenient storage space for 30 sets 
ocated out-of-sight, behind pegboard panel. 
This unique display really makes sales, can 
easily triple your volume in the fast-moving 
metal leg market! 


ABOUT OUR LEGS... 


Brewer metal legs include a complete selec- 
tion in both black and bright metal finish. 
Black wrought steel legs are especially de- 
signed for use on hollow core doors. Hand- 
some dull black finish is bonderized and 
baked . . . satiny smooth . . . the smoothest 
finish on the market . . . guaranteed not to 
snag stockings! Hairpin legs in heights from 
6” to 29”. Cocktail table legs in heights from 
12” to 16”. Folding legs, of tubular steel, 
are finished in bright zinc, come in 2 heights, 
16” for benches and 29” for tables. The 
Brewer line offers quality that can’t be beat 
at competitive prices that make it a popu- 
lar seller in the big “Do-It-Yourself” field. It 
will pay you to check on the Brewer line to- 
day, including details of how to get your 
- “Silent Salesman” Display Merchan- 
ser. 


E.F. BREWER CO. 
Mfrs. of Tubular Furniture 
* Tube Fabricators - 
4835 N. 124th Street + Butler, Wis. 


if your jobber does not handle, 
Send for free detalls and prices 


&. F. BREWER CO. 
4635 N. 124th Street + Butler, Wisconsin 


Please rush me details, prices of Brewer 
metal legs, and how to get my own ‘'Silent 
Salesman'’ display. 


Name 
Address 


eee rT 
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Courtesy, insulite Division, Minnesota and Ontario Paper Co. 


DIRECT MAIL ADVERTISING is addressed by owner Al Mansfield while Mrs. 
Mansfield runs off post card announcements on a duplicator. 


Splits Advertising 


Budget Three Ways 


California dealer spends 2.26% of gross sales for 
newspaper space, radio time and direct mail. 


What makes a successful adver- 
tising program? Al Mansfield, own- 
er-manager for Universal Supply 
Company, Santa Cruz, Calif., boasts 
a well-rounded campaign — news- 
paper, radio and direct mail. 

“We have boosted sales 25% to 
30% and added up to $7,000 addi- 
tional revenue each month with our 
new program,” he reports. With 
2.26% of gross sales directed to ad- 
vertising, the total cost of the 
overall program varys from $400 to 
$500 per month. Mr. Mansfield 
states, “It’s a sizeable sum, but, re- 
sults show that advertising has 
more than paid its way.” 

Mansfield says that 30% of his 
sales are made to contractors, the 
rest to homeowners. 


The promotion budget has three 
main phases: 

1. Newspaper advertising 60%; 
single column ads run six times a 
week with a three-quarter page, 
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special promotion ad run every two 
months. 

2. Radio advertising 25% ; do-it- 
yourself jobs and materials are fea- 
tured three times a week. 

3. Direct mail 15%; this in- 
cludes calenders, HOME Mainte- 
nance & Improvement, and manu- 
facturers literature. Direct mail 
pieces are hand-addressed by the 
office force for a personal touch. He 
also sends out post-card advertising 
specials which are run off on a 
duplicator. 

The direct mail list totals about 
4,000 names and is regularly edited 
to keep it current. It includes 250 
HOME magazine subscribers. 

Mansfield feels that his over-all 
advertising program accomplishes 
more than just a selling job. 

“Our customers are educated 
through advertising media. The re- 
sult is better construction with im- 
proved techniques and materials 
and at lower cost!” 
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Show customers 


How to! 
Cut 
Costs 


with Upson All Weather Sheathing 


Upson All Weather Sheathing is super strong, adds tremendous 
bracing strength. Save, eliminates costly corner bracing. 








Only Upson offers king size sections. Work time cut 50%. 
Windows cut out after application, pieces used in gables. 


Everything about Upson All Weather Sheathing reinforces this 
main point: your customers save and save plenty! Here’s why. 


Upson All Weather Sheathing costs less to buy, yet offers 
highest quality. Check price lists. Compare, You'll discover 
Upson All Weather Sheathing does a better job at less cost. 


Super strong. Made from 6 plies of true-individual wood 

fibers, laminated and scientifically welded together. Elimi- 

nates costly corner bracing. In fact, Upson All Weather we ae 

Sheathing meets and exceeds requirements of FHA Technical There's virtually no waste with Upson All Weather Sheathing. 
Circular No. 12. Algo accepted by the Veterans Administration. oe phon Ten wale Geen On a 
Slashes application costs two ways, 

First, king sizes cover large areas with a single panel section. 

Now two men can sheathe a house as quickly as four men. 


Second, exclusive Upson CuraSeal process waterproofs thru 
entire thickness, permits continuous work, even in rain or 
snow. Absolutely safe to store outdoors. 


Ten different sizes mean material wastage pared to almost 
nothing. Now one or two panels cover an entire wall area. 
Sell as soffits, too. Large orders, Upson will cut to size. 


Standard sizes: 2 x 8, 4x 8, 9, 10, 12. 


King sizes: 8 x 12, 14, 16, 18, and 20. 


Apply building paper then siding. No weoiting for good 
. 1" . ' weother. Sell your customers on Upson All Weather Sheathing. 
More. Upson cuts soffits to size. Think what this means. No . ° . 


cutting on the job. No waste. Save time. Cut costs. 


Sell Upson All Weather Sheathing for your customer’s next job. 





THE UPSON COMPANY 


: : 148 Upson Poin?, Lockport, Nuw York 
For full FREE details, mail coupon today! Please rush me FREE Folder ond Application Instruction Sheet on 
Upson All Weather Sheathing. 


NAME 


UPSON | AV Water | SHEATHING |S" 


city 
JOBBER'S NAME 


PROVEN QUALITY YOU CAN TRUST JOBBER'S ADDRESS 
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each island labeled. Lighting is a combination of natural sunlight and 
fluorescent 


] From self-service islands . . WIDE AISLES encourage consumer shopping. Items are price-marked and 
. 





. Key personnel Do-it-yourself adviser 


» 


KEY PERSONNEL at Whiting-Mead are H. L. Miner, president, seated; BUILD-IT- YOURSELF FENCES are 
left to right, F. E. Miner, sales manager; John Kyncy, assistant merchan- described to potential customer by one 
dising manager; E. P. Ervin, manager of super-market store; Glen M. of four do-it-yourself advisers, who are 
Miner, general manager; R. F. X. Smith, manager, home builders’ depart- always available on the sales floor. 
ment 


You Can Buy Super-Market Style Here 


Promotion Dramatized Official Opening ui! 
Nearly a in southern California knew about Whiting-Mead's WELCOME 


new super market by the time it opened. Newspapers, radio und tele- TO OUR OPENING 
vision were used to tell the public about the new store and its services. 


|. Newspapers—display space was taken in the San Diego and Im- WHITING MEAD CO. 
perial ae papers. Customers were offered a trellis kit with f san bu 
each $5 purchase and a knock-down redwood chair with each $25 © s 
purchase. IT-yourst 


THE HOME OF . 


Radio—commercials carried on-the-spot interviews, previously IDENTIFICATION BADGES 
tape recorded, from the planing mill, sales floor and model home. like this one were worn by all 


> 2 P P . Whiting-Mead employes dur- 
Television—used movie shorts showing the most prominent features ing open-house week. Badges 


of the new super market. were fitted into clear plastic 
frames. 
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to check-out counter CUSTOMERS BRING THEIR PURCHASES to check-out counter, where 


cashier rings up sales and wraps pur 
carry purchases to check-out counter. 


Tool expert 
as 1g i aT 


| 
} 


mT a 


7h, 


Pet etatees! i 


“a, 


SECTION OF BIG TOOL DEPARTME 
board is used to keep the displays neat 
to a minimum. 


Customers have their choice at southern California’s 
newest and biggest department store of building products: 
they can either serve themselves or experienced do-it-your- 
self advisers will help them buy wisely. 

Displaying building materials Signs advise customers to serve 
super-market style is getting to be themselves and bring their se- 
an old story in the retail lumber lected items to the cashier, who 
industry, but the Whiting-Mead rings up the sale and wraps the 
Co., San Diego, Calif., has given purchases. Customers use metal 
the old story some new twists in push carts in super-market tradi- 
their gigantic new store opened tion to carry their purchiuses to 
last month. the cashier. 

Every item is not only price- eo . : 
marked and displayed to encourage Special Do-It-Yourself Staff 
self-service, but each island is tealizing that not all customers 
identified, Sears-Roebuck style, by have a_ sufficient knowledge of 
cut-out letters mounted on minia- building materials to serve them- 
ture billboards high enough above selves, Whiting-Mead has sta- 
each island to be visible anywhere tioned four men from its do-it- 
in the store. Each island is num- yourself staff of advisers to help 
bered. these people. Each adviser is as- 
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‘chases. Shopping carts are used to 


NT is shown here. Perforated hard- 
, helps keep housekeeping problems 


signed to a special group of depart- 
ments. They are not salesmen in 
the accepted sense, but provide 
customers information on instal- 
lation and application techniques. 
Departments in the super-mar- 
ket section of the 10,000 square- 
foot sales room are devoted to 
lumber, millwork, wallboards, ce- 
ment and plaster; hardware, elec- 
trical and plumbing equipment; 
appliances; paint and floor cover- 
ings. A planning department is 
located near the main sales area. 
There homebuilders and craftsmen 
will find plans, specifications and 
expert construction advice. 
Do-it-yourself customers will 
find everything they need in the 
new store. They can buy plans for 
simple redwood patio furniture or 
a complete home. Whiting-Mead 
has carried on a major program of 
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PLENTY OF PARKING SPACE (34 cars) is available for Whiting-Mead customers 


terior is two-tone green stucco with split-brick trim. 





Se. 


SHOWROOM LAYOUT PLAN shows location of most of 11 major departments. 
was designed and built by Virgil W. Cash 


two full blocks 


help for the do-it-yourself home 
builder, especially since the war. 
A three-bedroom model house 
erected on the firm’s parking lot is 
visited on the average by nearly 
100 prospective customers on Sat- 
urday morning. The paved parking 
lot is also used to display various 
types of fencing, which can be 
erected by home craftsmen. 
Exterior of the impressive new 
building is two-tone green stucco 
with split-brick trim. Brick plant- 
ers flank one of the two store en- 
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fr SES VICE ARCA OF SALES FLOCK OF WHITING MEADE £O 


in this neatly marked-off lot. Store ex- 





trances. The wood-paneled en- 
trance foyer is indirectly lighted 
with both nacural and artificial 
light pouring through an attrac- 
tive wood lattice ceiling. Foyer 
paneling is in fir, gum and striated 
plywood. Executive offices on the 
first and second floors are paneled 
in ash, rotary and ribbon mahog- 
any, birch, walnut and gum. 


Fast Service from Warehouse 
A 15,000 square-foot warehouse 
is located adjacent to the main 
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STREET SAN VIEGG 


Store 


Total area of Whiting-Mead plant is nearly 


sales floor. With the aid of me- 
chanical handling equipment, 
stock can be moved from ware- 
house to sales floor in less than 
two minutes. Adjacent to the main 
store is a thrift yard and bargain 
annex. 

The week-long open house was 
preceded by a preview by 225 
Whiting-Mead employes and their 
families. Ten manufacturers set 
up special exhibits and demonstra- 
tions. Some 5,000 people visited 

(continued on page 123) 
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Coll the floor thats NATURALLY beaatiful ! 


BRUCE BLOCh 
Honduiood Floor 


Perfect combination for extra profits! 


When a prospect wants something really distinc- 
tive in floors, tell him (or her) about Bruce Blocks. 
This floor is smart and modern in design, yet 
has all the age-old beauty and durability of solid 
oak. You can sell Bruce Block Floors for homes 
“under $10,000” or those “over $50,000” . 
wherever the owner wants a floor that gives a 
luxurious effect, yet is durable and easily main- 
tained. Another feature for modern homes: this 
floor can be laid over concrete or wood subfloors. 
For extra profit, sell Prefinished Bruce Blocks. 
They save time and money on the job. . . and give 
the owner a more beautiful, longer-lasting finish. 
Write for prices, color literature and sales helps. 





E. L. BRUCE CO., MEMPHIS 1, TENN. 


Hedrich-Blessing Photo 
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Filling a customer's order for Trinity white cement at W. J. Bailey Co., San Diego, California 


THIS IS ABOUT all there is to our story: We make + - 

a very excellent white cement... we tell and 

re-tell the white cement users about it... we 

supply the dealers . . . the dealers supply the users samen 
whit 


... the jobs turn out beautifully . . . and everyone up 


and down the line is happy. If we are not now ie dinette PRR os ue 


es 
serving you--mMay wer SY Y 


...plain or waterproofed 


a 5 ee oe _ ; 7 
_ A Product of GENERAL PORTLAND CEMENT CO. + Chicago + Dallas - Chattonooga - Tompa - Los Angeles | 
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Pointers 








Dealer Idea Cuts Light Bill 


“One of the ways we have found 
to cut operating costs,” says Don- 
ald H. Schank, manager of Mead 
Lumber Company, Ashland, Nebr., 
“was to have the overhead light 
fixtures wired so alternate units 
could be turned on during cloudy 
and dark days. In this way we 
avoid turning on all the electric 
lights and doubling our power 
bill.” 

He says that often the lumber- 
man who is remodeling his display 
room, has so many things on his 
mind, that he forgets ways of sav- 
ing on such items as electric costs. 
Simple items like having two over- 
head circuits, can mean consider- 
able savings in the future. In this 
way, he continues, for the majority 
of daytime lighting needs only 
half of the overhead units need be 
turned on. Then for full needs, 
such as night hours, both circuits 
can be turned on and all the 
fluorescent units lighted. 


nm, 
Save * 
on \O01 Home Jobs p” 


it OY im 
| DO IT YOURSELF! i A 












Rack Sells Screens 
and Accessories 


Located just inside the entrance 
of the Lyons Lumber Co., Clinton, 
la., this combination screen rack 
and display is an excellent warm- 
weather salesman. 

“Customers can’t miss the 
screens,” says manager Glenn 
Sheeley, “and the rack accounts 
for scores of impulse sales all 
summer. Once people buy screens, 
they start looking for paint, nails 
and other accessories. Almost 
every customer who buys screens 
also buys one of our eraser-type 
screen painters.” 























American Lumberman Sign 
Pushes Do-It-Yourself Sales 


Copied from the American Lum- 
berman’s Do-It-Yourself Kit, this 
design promotes do - it - yourself 
sales for the American Lumber 
Co., Waterloo, Ia. American Lum- 
berman’s promotion kit contains 
consumer literature and sugges- 
tions for handling all phases of 
advertising to attract do-it-your- 
self business. The kit is being used 
successfully by hundreds of deal- 
ers all over the nation. 
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can sell, 


plywood is 





standard building items. 
wood in a type, size and 
grade for every construction 
need, including the exciting, 
new Roseburg-brand Texture 
One-Eleven. 


ORDER FROM YOUR NEAREST 
ROSEBURG WHOLESALER 
OR JOBBER 


(if you don’t have his name and 
address handy, just clip and mail us 
the coupon below.) 


For the best lumber products you 
specify Roseburg 
brand. Source of our lumber and 
Douglas 
Oregon, which has the largest 
stand of virgin timber in the U.S. 
today. This superior old-growth timber, carefully manu- 
factured in new, modern plants, is available in Doug- 
las Fir, Hemlock, Ponderosa and Sugar Pine in all 
Also quality-produced Ply- 


BRAND 


LUMBER 


AND 


PLYWOOD 











County, 





Firm 
By 


Street 





City 


ROSEBURG LUMBER CO., ROSEBURG, OREGON 
C] Please send us name of the nearest ROSEBURG Lumber Wholesaler or Jobber. 
(] Please send us name of the nearest ROSEBURG Plywood Wholesaler or Jobber. 





State 
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Handsome, sturdy, 
trouble-free 
and low-cost! 











SEE “MISTER PEEPERS,” starring Wally Cox, Sundays, NBC-TV Network 
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Here’s the quickly installed, trouble-free, profit-making garage 
door that builders have been looking for. An entirely new idea, 
there’s nothing else to match it! In operation and in installation, 
it's simplicity itself, With the help of a piece of two-by-four, 
one man can install this amazing new garage door. All the tools 
and gauges you need come right in the package! 

For quality of construction, ease of operation and *.cetime 
freedom of maintenance, the REYNOLDS ALUMINUM Se/f- 
Lifting GARAGE DOOR has no equal. Heavy-gauge embossed 
aluminum sheet on frames of sturdy aluminum extrusions— 
welded for additional strength! Unique combination of torsion 
spring and spiral cable drum assures permanent self-lifting 
action! Cable, pivot shafts and permanently lubricated rollers 
are of stainless steel! Precision lock is recessed in a cast aluminum 
housing. Quality through and through—at an amazingly low cost! 

See your dealer or mail the coupon for complete information. 
Reynolds Metals Company, Building Products Division, 
Louisville 1, Kentucky. 












SIMPLIFIED INSTALLATION saves ti:zne and money. Delivered com- 
plete in one carton, size 3%” x 47” x 98”, ready to install. Weight 
less than 100 Ibs. Contains simple installation instructions, wrench, 
width gauge—everything you need. Standard size is 8’ wide x 7’ high. 


ALUMINUM 


BUILDING PRODUCTS 
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N Ei W. wy and it checks out best on every count! 
REYNOLDS ALUMINUM 


SELF-LIFT/ING- 


GARAGE DOOR 





EASY TO OPEN and close in any 
weather, even when “iced up." 
Opens inward—no obstruction, 


OIL IMPREGNATED ROLLERS are 
rustproof, permanently lubricated, 
for smooth, trouble-free operation. 


}| NEEDS ONLY 6” CLEARANCE be- 
hind bumper and 6” head room. 
» 
WEATHERSTRIPPING along sides 





and bottom provides weather-tight 
fit, cushions closing, compensates 
for irregular driveway surfaces. 


PRECISION SPIRAL CABLE DRUM 
and strong spring equalize torsion 
through entire open-close cycle. 


RECESSED LOCK operates adjust- 
able latches. Door can be unlocked 
and opened from inside garage 
without using key. 


MAIL THIS COUPON! 


Pere eee 


Reynolds Metals Company, Building Products Div., 
2002 South Ninth Street, Louisville 1, Kentucky: 


Please send full information on your new Self-Lifting 
Garage Door. Also on the following... 


C) Insulation [) Gutters C) Windows 





Address__ 
City Zone a Se 


Uoawenenenenunasmnenabtadiibandsiaeodeball 











(To obtain more data on advertised products see page 128) 


GRIP 1S BEST 


AND COSTS LESS 


In any plastic laminate installation . . . the 
adhesive is the least expensive item, yet it 
can be the most expensive if it fails to hold. 


GRIP is manufactured for quality —using 


only the finest raw materials available 
which are compounded into the exclusive 
GRIP formula. There are 3 all-important 
reasons why GRIP is best—and least ex- 


pensive—for every job. 


pomatt> 

m romped PLASTIC t rr ere 
yw tS peers > " 
wir yaesee” 


Attention: Wholesale Distributors 


Franchises are now being awarded from coast to coast 
to tie in with the extensive national advertising 
campaign of this wonder adhesive 


DON’T DELAY — 
WRITE TODAY! 
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GRIP’S 
brush 
consistency 
spreads 
farther. 





IP has never failed 
~~ instructions were 
followed. This means 
you never have the 
expense of costly _ 
call-backs and repairs. 








GRIP COSTS LESS PER SQUARE FOOT OF 
TROUBLE-FREE WORK THAN ANY OTHER 
ADHESIVE — BECAUSE !T’S THE FINEST! 


ROYAL SALES & MANUFACTURING CO. 


1224 S. SANTA FE AVE., LOS ANGELES 21, CALIFORNIA 
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Ss” High Winds 
KS” Rain & Sleet 
IS” Heavy Snow 
Kes” Cold Wave 


---add up to BIG DOOR CLOSER VOLUME 


BE 
READY 
WITH THE 


BEST... LOCIYOOD 


Each year automatic door | Ball 
control gains wider ac- ee > 
ceptance, more users... € 

in commercial, industrial 

and institutional 


establishments... and 
this year will set a record. 


As we head into the season 

when the weatherman 

becomes your star door closer 
salesman, you won’t miss a sale 

if you’re stocking the leader of 
them all . . . LOCKWOOD’s famous 
rack and pinion ball bearing closer. 


@ Ball-bearing suspension 


@ Leak-proof gland and splash ...in homes, too — for combination doors 
chamber 


@ Oversize 1-piece shaft and pinion 





@ Super powered spring 


@ 2-year guarantee 
LOCKWOOD's Combination Door 
Closer... powerful, weather-resistant. 
Totally enclosed main spring. Built-in 
shock absorber. Made in 3 grades. 


Set OE 5 LOCKWOOD HARDWARE MANUFACTURING COMPANY 
FITCHBURG, MASSACHUSETTS 
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The paint 
thats causing 


a big stir 


among dealers because... 


NATIONAL LEAD COMPANY: New York 6; Atlanta; Buffalo 3; Chicago 80; Cincinnati 3; 
Cleveland 13; Dallas 2; Philadelphia 25; Pittsburgh 12; St is 1; n a 
Boston 6 (National Lead Co. of Mass.). 
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Mr. and Mrs. America are taking to the new — the 
completely new — “Dutch Boy” WONSOVER in a big 
way. 

“This new paint’s got everything the public 
wants,” dealers say, “— everything!” 

It’s got class — it’s “Dutch Boy.” 

It’s a new Nalkyd flat wall paint. Made from 
special “Naicolyn” resins—exclusively “Dutch Boy!” 

As a “Dutch Boy” Nalkyd, it’s odorless. Fast- 
drying. Really washable. Once-over with WCNSOVER 
—that’s all you need for most repaint jobs. In a word, 


WONSOVER is as close to being foolproof as paint 
can be. 


And the colors, they're something new... 


... something entirely different in a ready-mixed, 
ready-to-use wall paint. 

And, what makes them spectacularly new and 
different, they’re all hand-picked by popular de- 
mand. They’re all pre-planned for perfect harmony 
—one with the other. No wonder this new paint is 
causing such a big stir! 


National advertising breaks in October! 


Fast as it’s moving now, new “Dutch Boy” WONSOVER 
is really going to whip paint sales up when full-color, 
national advertising breaks in October issues of 
SATURDAY EVENING PosT and AMERICAN HOME. 
November issues of BETTER HOMES AND GARDENS, 
FARM JOURNAL and AMERICAN HOME. 


So get set to see this completely 
. ver" new big-volume “Dutch Boy” 
For a quick once-0 wall paint give your profits 
{ WONSOVER, a quick boost. 
0 


just mail this coupon! 





NATIONAL LEAD COMPANY (Address nearest office) 
Gentlemen: 


I want a quick “once-over” of this new, big-volume profit- 
maker of yours. Please rush me full information and 
tell me if there is a “Dutch Boy” dealer franchise avail- 
able in my area. 


eS cae 
EAS nen 


py ee Lee 





City Zone 
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Promotion 


PERFORATED WALLBOARD makes an excel- 
lent background for window and store displays 


of small accessories. 


| 


e+ 
\¥ 
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FREE ACCESSORIES offer helped 
boost paint and accessory sales for 
the Young Lumber Co., Waterloo, 
Iowa. 


Step Up Your 


Eleventh in a merchandising series 





Right 


c 


‘* : 


nh, Z., 


Demonstration 


| 

2 
STORE DEMONSTRATIONS, like this 3 
at Hechinger’s, Washington, D. C., r 
are an excellent way to stimulate do-it- 4 
yourself interest in paint accessories. 


one 








How to Ask the Right Questions 


1. Will you need brushes, rollers or other 
accessories? 
May | show you our paint accessories dis- 
play” 
How are you fixed for accessories? 
To make your job easier, you may need 
some accessories. Here's our display. 


by ae Wrong Ways: 
n 4 + 


Ways: 


And, what else? 

Got a brush? 

Nothing else, is there? 

You won't be needing any brushes, eh? 








wa 














ae! 





Reminders 


Suggest. That’s all the average 
lumber dealer has to do to increase 
sales of paint accessories by $20 
per selling day—a maximum vol- 
ume increase of $6,000 each year. 
And, progressive dealers have had 
no difficulty doubling and tripling 
these figures by devoting some ad- 
ditional attention to service, dis- 
play, promotion and advertising. 

The market potential for paint 
accessory sales—created mostly by 
women in the do-it-yourself move- 
ment—is phenominal. Today, more 
than 80% of all paint sold goes to 
the ultimate consumer, according 
to a recent American Lumberman 
survey. Women spend more than 
$140 million for paint and acces- 
sories each year. In addition, keep 
in mind that women influence pur- 
chases of about 90% of the paint 
and accessories sold by lumber 
dealers. 


Seven Out of Ten Buy 

Secause many of the men and 
women in the do-it-yourself move- 
ment are green, they are prime 
prospects for suggestive selling. 
“As a conservative estimate, at 
least seven out of ten customers 
who buy a can of paint will also 
buy one or more accessories if the 
dealer will only suggest them,” 
says William Disch, of Thomas 
Products Co., manufacturers of 


rollers and accessories. 
Some dealers will fret when a 
new woman customer exhausts 30 


REMINDER POSTER located at the end of the acces- 
sories island in the Young Lumber Co., Waterloo, 
lowa, saves salesmen’s time and promotes self-service, 
bigger sales. 
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Just suggesting paint rollers, brushes, scrapers and turpentine will 
lead 7 out of 10 customers to buy. This article tells you how to 


Paint Accessory Sales $6,000 Annually 


minutes of a salesman’s time to 
buy a pint of paint and a brush. 
One dealer says, “I don’t object to 
sales of this kind because I believe 
I am training a customer. Chances 
are the lady will return because 
of the help and courteous service 
she got—and she will make her 
future purchases more efficiently 
because we've taught her the 
ropes.” 

“It’s hard enough to get a cus- 
tomer into your store,” says Ed- 
ward R. Heater, Steel City Lumber 
& Supply Co., Gary, Ind., “. .. so 
while he’s there, it is important to 
make as many sales as possible 
without offending. Customers will 
spend money for paint accessories 
it you can show them something 
they need.” 

Signs are used by the Young 
Lumber Co., Waterloo, lowa, to 
carry some of the suggestive sell- 
ing load. Located near the paint 
accessories island, the placards 
warn, “Don’t Forget’”’—then a list- 
ing of accessories. 


Service Boosts Sales 

“If you give a customer quick 
delivery service on a can of paint, 
the customer will think of you 
when he wants to discuss a new 
home,” says Glenn Sheeley, man- 
ager, Lyons Lumber Co., Clinton, 
Iowa. Glenn, who chalks up an 
above-average volume of paint ac- 
cessory sales to farmers and home- 
owners, bases his program on good 







Advice SUGGESTING ACCESSORIES 


Sa 
means added sales to seven out of 
ten people who buy paint. Sales- 
woman Georgia Donald, Peterson- 
Huston Lumber Co., Vinton, lowa, 


tells customer Ray Kratzer about 
paint rollers. 


service. 

“We give the paint customer free 
advice, free delivery, maintain an 
agitating machine and rent floor 
sanders and other tools,” he says. 
“Also, we try to keep up with 
trends of consumer demand and 
the individual plans of our cus- 
tomers—and it all pays off. 

“We keep a file of our customers’ 
remarks about planned improve- 
ments and we offer to help them 
with their projects. We feel that 
the opportunity for sales of paints 
and accessories to school children 
in manual training classes is often 
overlooked. Although volume of 
such sales is low, good service 
often leads to a steady adult cus- 
tomer in a few years,” he adds. 


Display Will Sell 


The old adage that materials 
well displayed are half sold applies 
especially to paint accessories be- 
cause most are impulse items. A 
good spot to locate some accessory 
displays is near the cash register. 
Island displays of accessories 
should be uear the paint displays. 
The impulse nature of accessory 
merchandise requires that it be 
easy to reach. 

Don Elder, manager, Eclipse 
Lumber Co., DeWitt, Iowa, has a 
large sign over his paint acces- 
sories island labeled, “Home Re- 
pair Department.” This island is 
strategically located between the 


(continued on next page) 
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mrtesy Macklanburg-Duncan Co., 

Oklahoma City, Okla 

HANDY CALKING COMPOUND con 

tainers are stocked by thousands of 

dealers as part of their home repair 
departments, 


billing 
shelves. 
Eclipse also has an auxiliary 
display of brushes and rollers near 
the front entrance. “Even if cus- 
tomers are in a hurry, they can’t 
help seeing this display as they 
approach the door,” says Don. 
You can utilize the dead wall 
space between door lintels and 


counter and the paint 


ceilings with perforated wallboard 
displays of accessories. The Crest- 
line Lumber Co., Cedar Falls, lowa, 
has a display consisting of round 
shelves supported by a central 
bearing post. Some displays of 
this type revolve. 
Here’s Promotional Tips 

Promotion in the paint and ac- 
cessories field is limited only by 
your imagination. Within the 
store, signs and banners may be 
used to emphasize the easy, money- 
saving methods of painting. Paint 
and paint accessory prices become 
relatively unimportant if a dealer 
will tell his do-it-yourself custom- 
ers what their job would cost if 
done by a unier painter. 

Richard Wedin, professional 
painter, Santa Ana, Calif., re- 
ports that several builders in the 
Los Angeles area are offering 
homes for uo down payment if the 
buyer will do the painting. The 
price of the paint job—which may 
range from $300-$500 on small 
homes serves as the down pay- 
ment when performed by the buy- 
ers. This system builds good vol- 
ume for local dealers. 

A good promotion idea is to ar- 
range a large step-ladder display 
with a can of paint on the top and 
various accessories placed on the 
steps below. White, cardboard 
signs stapled to the sides of the 


ladder can list the items and the 
prices, 

The Pinellas Lumber Co., St. 
Petersburg, Fla., promotes its 
paint and accessories department 
with an outside testing rack. The 
colorful rack, located in a parking 
lot near the showroom, attracts 
attention and enables salesmen to 
give customers complete details on 
outside paints for the local cli- 
mate. 

Some dealers offer free rollers, 
brushes and other accessories with 
purchases of paint. This has 
worked successfully for two Iowa 
dealers, Pay-N-Taket, Cedar Rap- 
ids, and the Young Lumber Co., 
Waterloo. For obvious reasons, 
most manufacturers frown on this 
practice. 

Maintaining a well-stocked lit- 
erature section for paint and 
accessories will save hours of 
salesmen’s time. Virtually every 
manufacturer will furnish dealers 
literature at little or no cost. The 
Thomas Products Co., Detroit, 
Mich., has a well-illustrated re- 
print from the American Lumber- 
man’s HOME Maintenance and 
Improvement magazine. The re- 
print tells homeowners how to 
paint with rollers. 


Advertise Your Accessories 
Probably the most important 
(continued on page 114) 





Increase your Flooring Profits with 
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(Within 600 mile radius) 
Coast-to-Coast Rail Shipment 


P.S. Here is beautiful top-quality 
flooring that is manufactured from 
genuine Ozark Mountain Oak. 
End-matched, NOFMA graded and 


BETTER SERVICE 


BETTER QUALITY 


carefully seasoned makes Padgett-Smith 
Oak Flooring easy to sell at a nice profit 
for you. It will pay you to investigate. 


Representatives in most states. Write or phone for particulars. 


Pancerr- Omit FLOORING COMPANY wevntcin view, me 


View, 
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Boost Payload, Get Rugged Power 
WHITE TANDEMS . 
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WHITE TANDEMS are really on the move... bi | d b 
wherever building materials need to be moved! Dou es Pay oa y 

Their rugged power and ability to take it * : 
speeds hauling, grading and excavating. They Switching to WHITE 
last longer on the tough jobs, the big loads! e 

But the big extra which is exclusively White Tandem Dum p Units 
is the payload earning power... the extra profit 
because of White Specialized Design. 

Tailored to exact working conditions, White 
Tandems get more work done... in Jess time... 
at lower cost. 

You are losing money by the truckload if you de- 
lay getting facts from your White Representative. 


... DE VINCENTIS CONSTRUCTION Co. 
Philadelphia, Pa. 


This White Model WC-2264 Tandem has nine cu. 
yd. dump body, It’s light enough to carry 13-tons 
of building materials within legal limits... rugged 
enough for the tough “off-highway work”... 
powerful enough to improve your schedule time. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


For More Than 50 Years The Greatest Name In Trucks 
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SHIPLAP can be handled with trailer 
as shown in this picture. The trailer 
has a load of 2,500 feet 


FITTED WITH cross stringers, lum 
ber can be hauled on the trailer. 


TRAILER SHOWN at its full eight-foot 
width. Axle can be telescoped to handle 
8-10-12-foot wide buildings up to 20 feet 
long. 


Dealer Develops 
Versatile Two-Wheel Trailer 


Ideal for hauling small buildings, the trailer features 


a telescopic axle. 


By M. O. Strand, Manager 
Mead Lumber Company 
York, Nebraska 


The two-wheel trailer we have 
developed is the result of a long- 
time need for equipment to haul 
portable buildings. In the past, we 
hauled these buildings with our 
regular trucks; consequently, we 
were limited to the hauling of 
smaller buildings. 

Larger buildings, like grain bins, 
gave us trouble getting under 
power and telephone lines. Also, 
our load was so top heavy that it 
created a dangerous condition. 
Last summer we had a grain bin 
on our truck, which upset when we 
came to unload it. After this we 
decided to figure out a less hazard- 
ous way to haul portable buildings. 

This two-wheel trailer, which we 


built of structural steel, has a tel- 
escopic axle which will adjust so 
that one can haul an 8, 10 or 12- 
foot wide building up to 20 feet 
long with a maximum weight of 
5,000 pounds. After you have de- 
livered the building, it only takes 
three or four minutes to make the 
adjustment so that the wheels are 
only eight feet wide at the outside. 
This permits you to drive back to 
town at a good rate of speed. 

Used tires can easily be pur- 
chased for the heavy duty ball 
bearing type of wheels with a 7x15 
commercial size tire. 

The trailer can also be used to 
haul lumber and other commod- 
ities. Using a *4-ton pickup truck 
and the trailer, a dealer can haul 
a load of 3-31-tons. 

We have also used it as a good 
piece of rental equipment. We have 


oe; med 


SHOWS HOW TRAILER can be used 
to haul a 9x20 house addition. 


TRAILER EASILY moves 12x14 grain 
bin as indicated in this picture. 


rented it a number of times to 
farmers who want to move port- 
able buildings from one place to 
another. We charge $7.50 per day 
and at this rate it doesn’t take long 
to get the price of the trailer back. 
We found we could drive the 
pickup truck and trailer empty up 
to 60 miles an hour; loaded with 
lumber up to 50 miles an hour. 
(Any dealers interested in fur- 
ther information on this trailer are 
asked to write Mr. Strand directly. ) 
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CORN CRIB and 
TEMPORARY SILO FENCE 


Get ready for the corn season ahead with NORRIS fence! 
NORRIS fence has bern used for y.ors as portable 
CORN-CRIBBING and temporary SILO fence! NORRIS 
fence is a quality product made from fine materials! 


CALL! WIRE! WRITE! 
for 


Carload prices or name of nearest distributor! 


manufacturers of complete line of 


woven picket fence for 


CRIB « SILO © SNOW FENCE « LAWN ¢ GARDEN « FLOWER BORDER FENCE 
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There’s nothing like a 


‘length, 




















OF mirror 


o be really useful, so that everyone 
‘Ee the family can get a head-to-toe 
view comfortably, a door mirror should 
be full-length. And to give clearest 
most accurate reflections, a door mir- 
ror should be made from plate glass. 
That's why all Pittsburgh Door Mir- 
rors are 68 inches high . . . manufac- 
tured from the brilliantly-polished 
plate glass for which Pittsburgh is 
famous. 














Point out these facts to your cus- 
tomers who are shopping for a door 
mirror. Point out to them, too, the 
familiar Blue Label which is the mark 
of a quality product. You'll find that, 
when you emphasize features like 
these, your sales will be quicker and 
easier. 

Pittsburgh Door Mirrors simplify 
your inventory problem, too, Just one 
Door Mirror “package” of 5 standard 
sizes—16, 18, 20, 22 and 24 inches wide 
—will fit over 90% of all interior mill- 
work doors. 





For a line that’s easy to handle . 
that will bring you increased profits 
with very little effort . .. you can't beat 
Pittsburgh Door Mirrors, Merchandis- 
ing aids, including an attention-getting 
displayer, are available from your 
nearest Pittsburgh branch. 


PAINTS - GLASS - CHEMICALS + BRUSHES - PLASTICS + FIBER GLASS 


Sar SCeUeeahM PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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WINDOWALL of four Andersen Gliding Window Units— Donald Grieb, architect 


THE PLEASING View of an attractive yard 


WINDOWS is fully captured through effective use of 


these Andersen Gliding Windows. In 
homes you plan or build, count on 
STYLED FOR Andersen WINDOWALLS to bring warmth 
and beauty to design, coupled with weath- 
PLEASANT erproof protection and insulation that will 
save dollars during both heating and air 
conditioning seasons, 
LIVING For more information see your WIN- 
DOWALLS distributor or write Andersen 
Corporation. WINDOWALLS now available 
from distributors chroughout the United 


Fi \ndersen a ee 
\ indou alls: wore (Andersen Corporation 


BAYPORT, MINNESOTA 
COMPLETE WOOD WINDOW UNITS 


acne pend 
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YOUR AD OF THE WEEK 





No. 15 of a Series 


ADVERTISING TO HOMEOWNERS 


Your advertising is most effective when it is inte- 
grated with your over-all merchandising program. 
For example, if you are going after increased volume 
to homeowner trade, that objective should be reflected 
in the style of your ads, the way they’re written, the 
media used, and the merchandise and services fea- 
tured, 

One of the jobs of homeowner advertising is to im- 
press prospects with the variety of merchandise you 
sell. This can be done with the “multi-item” or 
“catalog” type ad such as shown at right. Note how 
it combines the following to create an effective sales 
message: 


1. Headline of broad appeal applies to all items in 
the ad, promises owner-benefits. 


2. Includes both products and completed projects. 


8. Good layout permits use of many illustrations 


without “crowded” feeling. 


1. Illustrations sustain interest from top to bottom 
of ad. Orderly, balanced arrangement made possible 
by using ADservice mats of standard size and style. 

5. Space provided for description and price of 
every iter. 

We strongly recommend that some “multi-item” 
ads be included in your campaign for homeowner and 
do-it-yourself business. The same type of layout and 
copy is adaptable to direct mail broadsides and hand- 
bills as well as newspaper ads. 


THIS FREE BOOK 

SHOWS HOW TO 

IMPROVE YOUR ADS 
Scores of layouts, ad ideas, sug- 
gested copy, plus reproductions 
of 254 ADservice mat illustra- 
tions available only to retail 
lumber dealers. Send coupon 
below today! 


(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 





Rush my free copy ef the 48-page ADservice book. 








All illustrations in this suggested 3-col. ad are available 
from ADservice. Your newspaper will set type and your 
ad can look just like this. Or you can substitute other illus- 
trations from the 254 shown in book offered below. 


YOUR NAME OR SIGNATURE CUT HERE 


15 Home Improvements 


2 for added comfort, convenience, 


and increased property value => 























ADD A ROOM 





‘00 PER MO. 




































































MODERN KITCHEN 












































YOUR NAME 
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onty Miarlite  orrers Att THREE! 





4 Marlite Planks 


Marlite Blocks } 


16” square 

10 “companion colors” 
4 wood patterns 

Soft lustre finish 


€ 


16” wide x 8’ long. 

10 “companion colors’ 
4 wood patterns 

Soft lustre finish 


Marlize Panels 


In sizes up to 4’ x 8’. 
Plain-Color, Horizon- 
taline and Tile in 
Hi-Gloss finish. Also 
available in 8 
Woodpanel and 5 
Marble Panel finishes. 











RUILDING Propucts MERCHANDISER 


e Any room in any building 

e Any decorating scheme 

e Building ¢ Remodeling 
© Do-It-Yourself 


New Marlite Plank and Block—easy to 
handle, easy to install, easy to sell. Smart 
“companion colors” styled for every room. 
Building, remodeling or do-it-yourself. . . 
there are new sales opportunities every- 
where for Marlite Plank and Block. 


For details, write Marsh Wall Prod- 
ucts, Inc., Dept. 841, Dover, Ohio. 
Subsidiary of Musonite Corporation. 


Marlite 
a oe 


WALL and CEILING PANELING 


(To obtain more data on advertised products see page 128) 





AMAZING 
PULLMAN 


Powerful 
Pigmy 


with rust-proof 


stainless steel 


spring 








World's 
gmallest 
true 
gounter- 
halance 
for double 


hung 
windows 


Set of 4 weighs 
only 12 oz 





Position of balance 
installed in sash 





Sash morticed . . . no head 
or side room needed 


Lowest-priced true counterbalance 
on the market—plus extra saving of 
installation time, shipping and han- 
dling 
Pigmy 


Pullman's Powerful 
utilizes the 
constant-load negative spring. No 
moving parts—nothing to go out of 
adjustment. Spring and all exposed 
portion is rustproof nickel-bearing 


Write for full details. 


costs, 
revolutionary 


steel 


MANUFACTURING CORPORATION 
125 HOLLENBECK STREET 
ROCHESTER 21. NEW YORK 
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FIFTY PALLETS A DAY are produced by this two-man assembly crew. A 
third man precuts members and predrills holes for nails to keep the hardwood 


irom splitting. 


...+» Prove Profitable Sideline 


Industry demand for wooden storage pallets provides 
business for the Foley Lumber Co., Jacksonville, Fla. 


Fabricating and selling wooden 
storage pallets is proving to be a 
natural and profitable sideline en- 
terprise for the Foley Lumber Co., 
Jacksonville, Fla. 

“As more and more industries 
and warehousing firms go in for 
fork-lift handling and storage of 
products and raw materials, the 
market for made-to-order pallets 


expands,” says H. H. Grant, execu- 
tive vice-president. 


Here’s how the firm’s pallet plan 

works 
1. A crew of three men produces 
about 50 pallets per day. One man 
pre-cuts members and drills holes 
for fastening. Hardwood, generally 
(continued on page 125) 





FINO IT FIRST AT , 


MADE TO 
ORDER 











36TH and MAIN 32-1211 








SMALL DISPLAY ADS, two columns wide and three inches deep, 
are used in the local newspaper every other week. Ads appear 
once a month in other cities’ newspapers. 
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SELL the Unlimited 


Market for ARMSTRONG 
Sealing Compounds 


Anyone can apply 
them... every home 
aceds them { 


IN 
Be eat) 33 GLAZING 


rs COMPOUND 


“Do-it-Yourselfers"’ are using tons of 
ELASTIC “'33"' Compound annually. Great 
favorite for glazing windows, patching 
nail holes before painting, setting plumb- 
ing fixtures etc. Does not crack, crumble 
or chip off. Easy to apply. Outlasts ordi- 
nary putty many times over. Comes in 
1, 5-lb. and larger containers 


KWIK-SEAL 


BATH TUB 
SEALER 


Big 6-fluid oz. tube: 50% more mate- 
rial — 21% lower price. Home owners 
prefer Kwik-Seal 6-to-1. Easy to apply. 
Adheres to any surface and dries quickly 
to a smooth, hard, white finish. 


The average home has a score of 
places which need caulking. Sell them 
this top quality, gun-grade compound at 
a very attractive price. It's ELASTIC — 
won't crack or crumble. Comes in both 
bulk and cartridge containers. 


ae 


ORDER FROM 
YOUR JOBBER 


The ARMSTRONG COMPANY 


CHICAGO DeTRott DALLAS CHARLOTTE, N.C 
RICHMOND, CALIF 
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for 


contemporary fireplaces 
that draw... 


stock 


Let Donley experience brighten your sales future. Today, 
the building trend is to modern ranch style . 
homes. Fireplace needs have also BLE 
“gone modern”. To meet the r 
demand, Donley Brothers have 
engineered double-faced r Z 
fireplaces ... projecting 
corner fireplaces... 
and three faced fireplaces 
all incorporating the 
finest in contemporary design. 


Donley furnishes all the necessary metal - 

components ... complete plans, drawings and other helpful 
information, to assist your customers in successful fireplace 
building. For fireplaces that draw .. . specify Donley. 
DONLEY PRODUCTS IMPROVE THE HOME 


FREe TO DEALERS inquiring on com- 
pany letterhead...a 74 page book 
telling all about indoor fireplaces. a 





THE DONLEY BROTHERS COMPANY 


24%6-DB 13928 MILES AVENUE . CLEVELAND 5, OHIO 
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KEY EMPLOYES 


play a friendly game of cards with the boss (center) following their weekly sales meeting. 


After years of experience, this Pennsylvania dealer has 
evolved what he believes is the ideal profit sharing plan for his 
organization. You can profit from Mr. Andrews’ experience by 


reading 


Working Details of My Profit-Sharing Plan 


By M. Dale Andrews, president 
M. Dale Andrews Lumber Industries, Inc. 
New Castle, Penna. 


Part Il 


This is the second of two articles 
by Mr. Andrews. The first article, 
which starts on page 22 of the July 
26th issue, is entitled, “How My 
Salesmen’s Compensation Plan 


W orks.’ 


| believe that profit sharing in 
business, industry, agriculture and 
distribution is as necessary to 
American free enterprise as was 
the removal of slave labor. 

The time is near when labor will 
share in the profits of business 
and industry on a dividend basis 
and a guaranteed minimum wage. 
One result will be a higher stand- 
ard of living. 

It is the combination of better 
education and the sincere desire 
for betterment that will lead to a 
definite need for profit sharing in 
our economy. I am not thinking 
only in terms of management, since 
we cannot all be managers or pro- 
prietors. All men will work to- 
ward greater profits for their 
companies when they share in 
those profits. 


74 


Answer in Profit Sharing 


Most of the men in my organiza- 
tion have homes of their own and 
are striving to improve their posi- 
tion. They are continuously de- 
manding bigger returns for the 
business and for themselves. They 
get those demands because they 
work and create the business that 
makes it possible to share in the 
extra dividends. There is a trend 
to share in proportion to services 
rendered and this takes shape in 
the form of profit sharing. 


Profit Sharing Works 

We started in 1947 with a profit- 
sharing plan developed from ideas 
obtained from other industries. 
That basic plan has been revised 
and broadened until now we feel 
it is beginning to accomplish its 
purpose. 

A profit-sharing plan must be 
introduced carefully. I discovered 
that our employes did not see the 
possibilities and in the beginning 
the plan boomeranged. This I 
blame partly on my own manage- 
ment. We dove in, instead of wad- 
ing gradually into the plan. 

I believe-that I, as well as the 
employes, became confused as un- 
foreseen problems developed. Be- 
fore any steps are taken, manage- 
ment should become very well 


acquainted with profit-sharing 
methods. Company discussions will 
help to clarify profit sharing to 
employes before the plan, or any 
part of the plan, takes effect. 


Start on Small Scale 

My advice would be to start 
slowly. Develop a plan that covers 
only the key personnel at first. 
Avoid employe jealousies by main- 
taining clear levels of authority 
and management—avoid too many 
bosses. 

As the ideas grow, let the plan 
include more and more employes 
until it includes everyone. Let the 
plan sell itself, for if you push it 
on your employes, it will soon be- 
come the master and its advan- 
tages will be lost. 

Following is the form of the 
profit-sharing plan we are develop- 
ing. The entire plan is included, 
bit only portions of it should be 
used by the concern developing a 
profit-sharing program. 

After seven years of trial and 
error, we have started over with 
just top management participating 
in the dividend sharing. It is my 
hope that after we iron out trou- 
bles such as union shops, that we 
will be able to extend the program 
throughout our organization. It 
takes time. 

(continued on page 76) 
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THRU THE SCREEN 
WINDOW OPERATING HARDWARE 


Dept. Y-8, 612 N. Michigan, Chicago 11, Ill. 


BuILpI? 


FOR HORIZONTAL 
AND VERTICAL 
AWNING WINDOWS 


Qislancing 


IN THE WINDOW 
HARDWARE FIELD 


Win-Dor, America’s standard of 
quality since 1906, offers a newly de- 
signed complete set of correlated 
operating hardware for awning win- 
dow assembly. This fine hardware 
features the famous Win-Dor worm 
and gear operator with removable 
handle that securely locks sash in 
any position through screen ur storm 
window from inside the room. 

The new Win-Dor sliding hinges 
with brass rivets and nylon slide 
blocks in heavy metal track, assure 
a lifetime of friction-free operation. 

Yes, this Win-Dor correlated hard- 
ware is newly designed throughout, 
including the non-projecting locking 
handle with its exclusive “kick-out” 
action that instantly breaks paint or 
ice seal of sash for easy opening. The 
handle has an equally effective re- 
verse action that pulls in the sash, 
insuring a tight fit against the stops. 

Send for data on this new Win-dor 
hardware, available from builders 
hardware dealers, everywhere and as 

factory equipment on the 
best wood awning win- 
dows. Fully warranted 
by The Casement Hard- 
ware Company, Amer- 
ica’s oldest manufacturer 
of window controls. 


FAMOUS 
WIN-DOR 
OPERATOR 


This No. 31 op- 
erator replaces 
Nos. 21 and 
22 operators 
which are no 
longer manu- 
factured. 


NEW LOCKING DEVICE 


NEW 
SLIDING 
HINGE 


THE CASEMENT 
HARDWARE Co. 


G Propucts MERCHANDISER 





FOR FAST-DRYING, 
LOW-COST 
CORN STORAGE 


Here is the answer: 


KEYSTONE 
CORN CRIBBING 


° Fast-Drying provided by 
open-mesh steel wire fobric 


* LOW-COSE become no expen 


sive material needed 


* Quick and Easy 16 ee: 


—one man con do it 


“ 
* Economical Cover .o» 
be provided by canvas o: torpoulin 


* No Shelter to: 10. mice. or 


other rodents 


* Strong and Durable 
copper-bearing, Galvannecied steel 
wires prevent rust ond odd longer lite 
to the crib. 


Thig 
ad 


will 


ASK YOUR RED BRAND 
FENCE DEALER FOR IT 


Keystonc Steel Se 


everesmel eae lale 
for KEYSTONE | 
CORN CRIBBING 


Farmers will want Keystone Corn Cribbing when they 


see ads like this in the August and September issues 


of leading ‘‘corn belt’’ farm magazines 


The big carry-over of corn and a good 1954 crop 
will create a heavy demand for emergency storage 


facilities 
Keystone Corn Cribbing gives you a practical, eco 


nomical answer. It's a quick turnover 


item. One 


Copper-bearing 
Galvannealed steel wires make the crib last for extra 
years of service. It's the 


man 


can erect it. Requires no costly base 


least expensive storage a 


farmer can buy 


Get ready for fall demands. Write for full details 
, ; 

on how you cpn cash in on this profifable Keystone 

/ 

Corn Cribbing program. Full merchandising sup 


port available to qualified dealers 


Keystone Steel & Wire Company 
PEORIA 7, ILLINOIS 
Red Brand Fence + Red Top Steel Posts 
Keystone Poultry Netting Nails Gates * Bale Ties 
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RECENT FACE-LIFTING has opened the front of the store, exposing its widely diversified lines. 


Profit Sharing Plan 


Article I 
WHO PARTICIPATES—Every full- 
time employe directly working for the 
corporation and all incoming em- 
ployes; exceptions, outside construc 
tion workers unless from our own 
shop. 
Article I 
PERIOD OF EFFECT—We hope to 
make it permanent. This particular 
plan will be valid for one year. 


Article III 
DATE OF PAYMENT—Yearly cor- 
poration profit will be determined 
right after the January 1 inventory 
and payment for share received then. 
Estimated profits will be shared each 
month, payment on the 20th of the 





Why Profit Sharing? 


These are some of the bene- 
fits of profit sharing, says 
M. Dale Andrews. He believes 
profit sharing is "as necessary 
to American free enterprise as 
was the removal of slave labor.” 

1. Encourages loyalt 

2. Raises employe Ee 

3. Makes every employe a 
part of management; ties his in- 
terests with management's 

4. Reduces overhead and 
waste 

5. Necessary step in evolu- 
tion of American free enterprise 
system 











following month. Note that a month 
showing a loss will pay no profit; 
shares and losses must be covered be- 
fore profit can again be distributed. 
Departments showing losses will not 
participate in profits until their losses 
have been substantially recovered to 
the satisfaction of the board. 


Article IV 


HOW WILL PROFITS BE DIVID- 
ED—Just as employes are entitled to 
a definite wage, capital is also entitled 
to a return on its investment. All 
profits in excess of this investment 
return except for necessary reserves 
set aside by the directors of the cor- 
poration will be divided equally be- 
tween the stockholders and the em- 
ployes. Owners shall receive 50% and 
employes 50%. 


Article V 
HOW EMPLOYES WILL SHARE 


—Length of service and responsibility 
of position will govern employes’ 
share. 
Article VI 

EMPLOYE CLASSIFICATION — 
Five classes of responsibility will exist 
with the heavier responsibility receiv- 
ing a greater share of the profit. 

A. Executive employes, such as sen- 
ior department managers, will 
have a rating of five points. 

B. Junior department managers, as- 
sistant managers and other rela- 
tive positions will have a rating 
of four points. 


C. A rating of three points will be 


granted salesmen, service men 
and regular office employes. 


D. Journeymen, mechanics, appren- 


tice shop men and mechanics 
working for less than regular 
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rates, shop helpers and truck 
drivers are rated with two 
points. 

). All irregular or part-time em- 
ployees will be rated one point, 
but will not necessarily partici- 
pate in the full yearly share. 


Article VII 
BOARD DETERMINES POLICY— 
Classification of individual employes 
will be determined by a board of execu- 
tives consisting of owners and man- 
agement. All other matters in regard 
to personnel relations will be settled 
by this board. Company expenditures 
affecting employes’ shares will be de- 
termined by this board. Company offi- 
cers will fix officers’ salaries, establish 
wage scales and determine profit re- 
serves for the protection of capital 
invested and for expansion purposes. 
The board will include president or 
officer of the corporation, all group A 
employes, all group B employes and a 
representative from each of groups C 
and D, who will be selected by their 
respective groups. 
Article VIII 
CLASSIFICATION CHANGES — 
One of the purposes of the plan is to 
provide incentive for employes to 
attain Setter positions which will re- 
sult in a higher classification. 
Article IX 
LENGTH OF SERVICE —July 1 
will be the governing date for which 
all employes of that date will have pne 
year of service. An additional year 
will be added for each full year of 
service prior to July 1. 
Article X 
VACATIONS — Employes starting 
(continued on page 80) 
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ALUMINUM 
AWNING WINDOWS 
& GLASS JALOUSIES 


Leonard 





will increase your sales...earn you higher profits ! 


@ Heavy gauge frames. 
@ Aluminum extrusions. 


@ Finest operating 
hardware—no 
maintenance problems. 


@ Interchangeable screens 
and storm sash for 
all weather. 


@ Modern design drip cap. 


@ Wide 4 inch louvers. 


Z| 


AWNING 
WINDOW 


7” 
LOUVER 


@ Head, sill & jamb sections 


completely weatherstripped. 


@ Sturdy extruded frame. 
@ Sure-lock louver clips. 
@ 120° opening. 


@ 7 inch louver width. 


WRITE: Dept. AL-8 
R. B. Leonard, Ine. 


3553 N.W. 50th Street 
Miami, Floride 


@ Exclusive power-turn 
operator. 


@ Easy to install. 
@ No lubrication needed. 


@ Heavy gauge extruded 
aluminum frame. 


@ Simple to glaze. 


*Formerly Air-Vue 


Sell the leader in modern windows for modern living. Write or wire us today for complete details on our 
factory-to-dealer plan which brings you higher profits, increased sales. 


BUILDING Propucts MERCHANDISER 
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Here's how | 
they LOCK! Zs 


— 





CHECK THESE LOK-TAB FEATURES: 


. Interlocking—tabs lock down with pat- 6. Exclusive Design — unsurpassed in per- 
ented lock at center of butt to give formance — unmatched in beauty 
wind-safe performance 7.8” Exposure — de luxe exposure with 

pleasing proportions. They provide a 
smocther covering for old shingles 
when used for re-roofing. 


, Beauty—the appearance of regular 
square-tabs, plus new decorator colors 
and striated texture. 


. Deep Shadow lines —a dark band of 
color across butt lines gives de luxe 
shadowline effect. 
3 , 9. FHA—meets FHA minimum property 
. Economy — priced competitively with requirements. 
ordinary strip shingles. : ‘ 
_ Speed of Application — faster to apply 10, Carries Underwriters’ Class C I abel. 
than ordinary square-tabs—642% few 11. A “One-Stock” Shingle — the one shin- 
er pieces per square — 30% less nails gle that offers every advantage. 


8. Premium Weight—built on heavier 
felt than ordinary thick butts. 











be ct ak ae 
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that Looks Like a Square-Tab... 


RUBEROID 


Here's how 


eC 


‘s 


SUILDING 


OOK! 


DO 
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OK-LABS 


Not since Ruberoid developed Tite-Ons 20 years ago has 
there been anything to compare with this new advance in 
roof shingle design . . . a shingle that locks, looks beautiful, 
lays fast, and lasts! 


A new exclusive design principle 

Ruberoid Lok-Tabs look like regular square- 
tabs, yet each shingle is locked down at the center 
of the butt. Laboratory and field tests prove that 
even the strongest wind can’t turn a Lok-Tab 
back. 

A new kind of beauty 

Lok-Tabs are decorator-styled with new colors 
and striated texture .. . plus the de luxe effect of 


heavy shadow lines created by a band of dark 
color across the butt lines. 


Costs less to lay 

Lok-Tabs are faster and easier to lay than regu- 
lar strip shingles. They take fewer nails per 
square. Locking tabs slip easily into place, 
aligning each shingle automatically. 


+ 
Don’t sit on the sidelines while this exclusive new 
Lok-Tab shingle invades the market. See your 
Ruberoid salesman for complete details and 


early delivery dates, or write The Ruberoid Co., 
500 Fifth Avenue, New York 36, N. Y. 


The RUBEROID co. 


Asphalt and Achestos Building Material 


(To obtain more data on advertised products see page 128) 





BUSY LUMBERMEN find time to serve their community. 


Texas firm encourages participation 
in community affairs; donates plant facilities. 


Executives at the Caleasieu Lumber Co., Austin, 
Tex., take an active interest in civic and cultural 
affairs as well as their own jobs. The pacemaker for 
these extra-curricular activities is president William 


Drake, Jr., second from the right in the picture 
jefe He was a member of the city council for four 
years and Austin’s mayor for two years. 

Other Calcasieu executives seen in this coffee-coke 
break are similarly active outside their full-time jobs. 
Sales manager Raymond H. Dear, left, spent two 
years working with the city on its new industrial 
code. General manager Lester E. Palmer, next to 
Dear, has served as a director of the Chamber of 
Commerce and Kiwanis Club. 


Credit manager Carl E. Boch, center, has been 
active as president of the Austin Symphony Society. 
Lewis H. Brownlow, right, in charge of lumber sales, 
has served on the city’s selective service board. 


Indirectly, the company feels the benefit of the time 
and effort and company facilities it makes available 
for public good. For example, when the Kiwanis Club 
held a radio auction of merchandise donated by the 
city’s businessmen to aid underprivileged children, 
the Calcasieu Lumber Co. donated its offices as head- 
quarters to receive calls and pledges of money. The 
telephone company donated a switchboard with 18 
lines, all working off the company’s regular telephone 
number. The Calcasieu phone number rang steadily 
for five hours. 


The company’s auditorium is in constant use. Many 
women have become acquainted with the firm’s prod- 
ucts as the result of cooking schools held here. 

President Drake encourages his people to partici- 
pate in civic drives. He often designates one person 


from among volunteers to devote full time to such 
campaigns. 








PROFIT SHARING 


(beg gins on page 7: 4) 





on or before last January 1, are en- 
titled to one week’s vacation after July 
1; two additional days of vacation for 
each full year’s service according to 
Article [IX with a maximum of 11 days 
for additional years of service. 


rticle XI 
WHEN CLASSIFICATION DE- 
TERMINED — Classification will be 
determined at time profits are dis- 


tributed. 
Article XII 
LENGTH OF SERVICE LIMIT— 
For the purpose of determining profit 
sharing, a maximum of five years’ 
service will be used. 
Article XIII 
INTERRUPTED STATUS BY 


will be considered as unbroken from 
the time they started with the Armea 
Services until completion of duty. 


Article XIV 
REHIRING FORMER EMPLOYE 
Service with the company must be 
continuous (except Article XIII), 
therefore time will be considered from 
date of re paper en 


icle XV 

FORFE ITURE. OF SHARE — An 
employe must be on the payroll at the 
time profits are distributed. An em- 
ploye who worked during the past 
year, but leaves the employ prior to 
profit distribution forfeits any share 
in the plan. Exceptions will be granted 
at the discretion of the board only in 
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extreme cases of necessity. 


Article XVI 


EFFECT OF SALARY ON PROFIT 
SHARE—This plan is not based on 
salary, which will have no bearing on 
the profit shares of an employe, Also. 
the plan will not affect salary in any 


way. 
Article XVII 

HOW WILL PROFIT BE SHARED 

Each employe will receive as many 
shares as his classification rating in 
points times his length of service. A 
man in group A with five years’ serv- 
ice would receive 25 shares. This is 
the maximum shares any employe can 
receive. The entire employe share of 
the profits will then be divided by the 
total number of shares to determine 
the cash value of each share. For ex- 
ample: if the net profit of the company 
for the year amounts to $18,000, then 
50% or $9,000 would go to the stock- 
holders of the corporation. The re- 
maining $9,000 would be the employes’ 
share. If the total shares of all em- 
ployes was 300, then each share would 


be $30. 
Article XVIII 

HOW MUCH CAN YOU EXPECT 
TO RECEIVE—You are not assured 
anything. If there is no net profit, you 
will not receive anything. On the 
other hand, there is no limit to the 
amount the profit might reach. It is 
up to you. If the company can pay 
you good wages now, you can only 
expect dividends for any additional 
amount that you bring the company. 


Article XIX 


WHAT WILL EMPLOYES DO 
WITH THIS MONEY—It is the de- 
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sire of the president of this corpora- 
tion that it will cease to be a one-man 
proposition. It is hoped that this plan 
will work to such an extent that soon 
all employes will be part-owners. I 
predict that the corporation will be a 
shining example of what can be done 
to make better living conditions for all 
concerned. The proposition provides 
employes with the opportunity, as time 
goes by, to buy into the company and 
become part-owners with a very defi- 
nite interest in the future of the 
company. 

This proposition will not be com- 
pulsory and there will not be any dis- 
crimination, but we would like to see 
all concerned save by good invest- 
ments. This may be as suggested or 
by buying a home, government bonds 
or some other method which tends to 
make one feel more secure. This 
money is over and above your salary. 
It should not be counted upon for your 
regular living expenses. It should be 
put to a use that will provide some- 
thing to fall back on in time of need. 
For an employe to spend this money 
and have nothing to show for it would 
be considered by the company as a 
serious breach of faith. Such an em- 
ploye is not the type we want in the 
corporation. 


Article XX 
PROFIT-SHARING INFORMA- 


TION—There is nothing secretive 
about the plan. Everybody will know 
through the board of directors what 
is being distributed and exactly how 
many shares every employe receives. 
Article XXI 
WHAT WILL BE THE RESULTS 
—We expect the profit-sharing plan 
(continued on page 114) 
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Want to hear success stories? 


Roddiscrat 


representative 


then write your own 
success story with 


FACTORY 
FINISHED 


T's a short story. Craftwall, the new plywood paneling 
that looks like solid lumber, has been on the market only 
a few months. But already Roddiscraft dealers are report- 
ing many successful sales stories. 


One look at Craftwall tells you why. Its beauty has real 
“buy” appeal. And it fills all the cpecifications of today’s 
consumer demands: 

1. Craftwall is different. 

. Itis highly decorative. 
. It is durably factory finished. 


. It’s easy to install . . . Hardwood trim is available to 
complete the job. 


. It offers a wide variety of design opportunities. 
. National advertising is promoting it. 
. Point of sale material will help you sell it. 


Yes — your Roddiscraft representative can give you first- 
hand information on how dealers are profiting with Craft- 


BUILDING Propucts MERCHANDISER 











wall. Ask him. Then get your samples, counter display and 
other promotional material. Do it today. Start the first 
chapter of your own Craftwall success story. 


Roddiscratt 


RODDIS PLYWOOD CORPORATICN 
Marshfield, Wisconsin 


Warehouses in principal cities. Consult your classified directory. 


RODDISCRAFT, RODDIS PLYWOOD CORP. 
Dept. AL-854, Marshfield, Wis. 


Please send me complete information about Craftwall, the new 
pre-finished hardwood paneling 


NAME 


(please print) 
ADDRESS 


(To obtain more data on advertised products see page 128) 





POWER TOOLS were demonstrated for the first time this 
year at Gendron shows. Above R. J. Perreault and Roger 


Lamontage explains the tools to a prospect 


OVERALL VIEW of the Gendron Better Homes Show at 
Woonsocket, R. I. 


How a Small Line Yard Stages Its Home Shows 


After holding home shows for the past five years the 
N. J. Gendron Lumber Co., Sanford, Me., with three yards, 
has lots of sound planning ideas for dealers. 


The first home show is always 
the toughest. After the crowd has 
left there are always post-mortems 
and wishful thinking of “what we 
might or should have done.” 

N. J. Gendron Lumber Co., San- 
ford, Me., has been through five 
years of home shows and they have 
developed a smooth, effective plan 
of operation for the three yards 
they operate at Sanford, Ports- 
mouth, N.H., and Woonsocket, R.I. 

Albert Gendron, who co-manages 
the business with his brother, 
Romeo, explains that planning al- 
ways begins at least three months 
before the opening date of the 
forthcoming home show. 

“The first thing we do is to lo- 
cate a suitable location for the 
show. It may be a local school, an 
armory or a similar building with 
lots of floor space. Then, we no- 
tify manufacturers of the products 
we sell of our plans and ask them 
to participate. We tell them we 
want elaborate exhibits, the best 
they have available. 

Gendron’s then follow through 
by mapping out an advertising 
campaign with yard managers. 
Local promotion is planned for ra- 
dio, newspapers, truck signs for 
company trucks and employes are 
urged to tell all their friends about 
the forthcoming show. 


Assembly Point 


The Sanford, Me., yard is used 
as a headquarters for the shows. 
Manufacturers send their exhibits 
to the main yard and they are 
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packed into three trailer trucks 
rented for the show season. Smaller 
exhibits, samples and literature 
are transported in the private 
autos of employes participating in 
the shows. 

“The schedule for the shows,” 
Albert Gendron says, “provides for 
our arrival in a show city two days 
before the event takes place. This 
just gives us time to set up the ex- 
hibits for the Friday opening. The 
last two days of the week were 
selected because they attract a 
maximum attendance.” 


Show Report Forms 


A record of consumer interest 
and sales made is kept by the use 
of “lead sheets.” Supplies of the 
forms are given to the personnel 
manning each booth and the com- 
pleted sheets are turned in at the 
end of the day. A complete report 
of each inquiry or actual sale is 
kept on file for later followups. 

One result of the shows has been 
hundreds of telephone calls on the 
Monday morning following the 
close of a show. It’s now the policy 
to anticipate this heavy telephone 
traffic by assigning an employe to 
concentrate on this phase of the 
show. Just as soon as possible 
every prospect on the lead sheets 
is telephoned and notified that a 
salesman would call in the near 
future if requested. 


Featured Specialties 


In the shows this year in addi- 
tion to regular products scores of 


specialty and do-it-yourself items 
were actively promoted. Included 
were window air conditioning 
units, prefabricated chimneys, 
glass fiber corrugated panels, awn- 
ing windows, disappearing stair- 
ways, folding doors, aluminum 
combination windows and doors, 
portable and stationary electric 
tools, awnings and canopies. 


Attendance 17,000 


Excellent attendance and many 
spot sales were made at all three 
cities where Gendron has yards. 
At Sanford 4,900 attended, at 
Portsmouth 6,100 turned out and 
at Woonsocket 6,000 visited the 
show. 


Actual sales during the shows 
varied from small orders to an ac- 
tual one of $500 for paint. There 
are hundreds of follow-up sales 
long after the show has ended. 
Frequently a customer will come 
in as long as a year after a show 
closed. Recently a man produced 
a piece of literature distributed at 
a 1953 show and asked if the mer- 
chandise was still in stock. 


At the Sanford show 2,000 gal- 
lons of paint were sold during the 
two-day event. Total cost for the 


three shows was approximately 
$10,000. 


Bigger and Better 


That describes our fifth annual Fall 
and Winter Merchandising Issue com- 
ing September 6. Every feature ar- 
ticle, ranging from timely package 
sales for this season to yard prefabri- 
cation, do-it-yourself business and 
yard prefabrication, is aimed to help 
you keep your sales curve climbing. 
Watch for your copy of this big issue 
—coming September 6. 
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DEALER POINTERS __ 


; 


Coffee Room Pleases 
Customers and Saves Timefor Employes 


This convenient refreshment room at the South 
Texas Lumber Co., Abilene, Tex., is always available 
for contractor and consumer customers. The room— 
which also serves as a live display for kitchen cabi- 
nets—saves employes trips out of the building during 
refreshment breaks. Contractors may use the room 
for conferences with prospects. Mrs. Ruth Dumis, 
manager of the wallpaper department, and two cus- 
tomers take a coffee break. 


Ramp Makes 
Handling Easier 


Customers can wheel or carry purchases directly 
to their cars a lot easier as the result of the ramp 
which has been laid from the front of the Millhurst 
(N. J.) Mills store. It used to be necessary oftentimes 
to send a clerk out to the cars with packages, but now 
most of the carrying is done by the customers them- 
selves as, for example, this man with the power 
mower. 


This Ta -7ll, Sol-all display 


waits on customers for you! 


This Sargent night latch display does a 
two-way job: 


...0ffers a Sar-T-Lock for every pur- 
pose, every purse. 


...tells a complete and convincing 
sales story to your customers. 
In Model 4285, you can offer the oniy 
latch on the market with both one hand 
operation and dead-bolt protection! 
Sargent Sar-T-Locks are quality prod- 
ucts throughout. Feature them with 


Sargent Chain Door Guards...for those 
extra profits. 


See your supplier today for your SaF- 
T-Lock display. Or write us, Dept. 3H. 


Sargent & Company 
New York - NEW HAVEN, CONN, + Chicago 


Hardware of Character 
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BUILDING PAPER 
jon : 


PER ROLL 
INSTEAD OF DOLLARS 


« 
HIT THAT 


“DO IT YOURSELF” 
MARKET 
with REDI-ROLLS 


Now you can put small amounts of 
building paper in the hands of your 
customers at the cost of pennies to 
them and at a profit to you. 
Redi-Rolls —a selection of 4 papers in 
small 36” 100 sq. ft. roll—come in an 
attractive aor carton. The cartons 
can be placed out where your custom- 
ers can see them. 
Redi-Rolls are carry-out-size-rolls that 
will appeal to the farmer, the gardener 
rolls that fit the 1001 uses around the 
home in the “Do It Yourself” market. 
Building Supply Dealers and hardware 
stores are finding Redi-Rolls a profit- 
able item everywhere. Take advantage 
of the publicity behind “do it yourself.” 
See your Richcraft Distributor. Send 
back the coupon for complete details 
on the Redi-Roll plan. 





A few of the uses Richhreft 
Redi-Rolls can be sold for 
@ Temporary floor runners to pro- 
tect rugs and carpets 

e Wrapping trees and shrubs 

e Throw-away drop cloths 


@ Do it yourself building jobs 





@ Lining planter boxes 

@ Mulching 

@ Insulation 

e Wropping and storage 











THE RICHKRAFT CO. 
510 N. Dearborn Street 
Chicago 10, Illinois 


Gentlemen: 

Please send me complete details on Redi-Roll plan 
NAME___ 
ADDRESS. 


TOWN _ 


__.£ONE___STATE__ 

















ONE JIG TABLE will fabricate the panels of an entire house. 


Cleveland plant 


This is Lefton’s 


Dealer Offers... 


THIS HOUSE was one of several hundred post-war homes built by Lefton, one of 


northeastern Ohio's largest home builders 


... Prefab Home Package 


Jig, house plans and promotional material available 


from Cleveland operator 


A new sales tool against the 
national prefab firms has been de- 
veloped by a Cleveland dealer- 
builder, Benton Lefton, president 
of the House Mart in that city. 

Lefton has developed a packaged 
plan to put retail lumber dealers 
in the prefab business on a fran- 
chised basis. The new national 
organization called the Pana 
House with headquarters in Cleve- 
land, will also handle financing of 
these homes sold by the dealer 
through its affiliated company, 
The Pana Mortgage Co. 

The packaged plan offered by 
Lefton will include house plans, 
jig plans and promotional mate- 
rial, which will supplement na- 
tional advertising. Each dealer can 


fabricate the individual sections of 
the house from building materials 
in his own yard or he may buy his 
materials through the Cleveland 
headquarters and take advantage 
of centralized purchasing power. 

In addition to the working 
plans, Lefton wil! furnish at mini- 
mum cost such component parts as 
storage walls and wood kitchen 
cabinets as optional extras. Each 
dealers’ assessment will be based 
on the number of houses he plans 
to build. Lefton claims his plan 
will enable the dealer to set up a 
successful prefab business with a 
minimum investment and at the 
same time take advantage of all 
the services offered by national 
prefab firms. 
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at Yy the price 
youd expect 


Fiberglas- 
reinforced 
(actual size) 


Creped for 
flexibility 


Edges folded 
and sealed 


Waterproofed! 
Tough 2-ply kraft 
impregnated with 
a special compound 


For protecting materials at low cost 


For windbreaks and many other uses 


Other Quality Building and 

Construction Papers * Copper 

skin * Vaporseal Brownskin 

* Lumaskin * RFD Brownskin 
* Glass-mat 


Solid brass 
grommets at 
24” intervals 


NEW 
Brownskin 
Tarps 


This new profit maker is 
advertised now in AMERICAN 
BUILDER MAGAZINE and 
PRACTICAL BUILDER 


Nothing else on the market 
like these low cost, rugged 


Brownskin Tarps. 


Send for distributor's name, 
low prices, literature and .. . 


Free sample 


ANGIER CORPORATION 
Framingham 21, Mass. 








PRESENTING THE AJEW GRAND RAPIDS 


PATENT APPLIED FOR 4 


for PANEL, CASEMENT and HOPPER VENTS 


The new Grand Rapids “Ven-Trol-Hinge" is an efficient, versa- 

tile, low cost, adjustable friction type opening mechanism 

for use on outward projecting panel vents, hopper vents and 

outward or inward projecting casement vents. Ideal for 

use in homes and apartments as well as in monumental 

and commercial buildings with either wood or metal 

frame and sash. It is extremely economical because it 

utilizes standard straight cut mill work details. It holds 

vents weighing up to 40 Ibs. rigidly open in any posi- 

tion up to a full 90° angle without thrust or twist on 

sash members. Like the ‘Ven-Trol-Gear", the “Ven-Trol- 

Hinge" moves the vent to the approximate center of the 
sash opening to provide the most efficient ventilation . . 

to assure full view ... and to permit washing both inside 


and outside of vent panes from the inside. 


It’s the G. R. “WEN-TROL-GEAR’S” 


Economy COMPANION UNIT 


MILLWORK DETAILS IDENTICAL 


1 Spring loaded nylon bearing surfaces on 
all moving parts eliminate abrasive wear, 

2 Adjustable tension spring provides correct 
friction to hold vent firmly open at any de- 
sired angle. 


3 Designed for use on 1%” and 1%,” 


standard wood sash and aluminum or other 
metal sash. 


Hopper Vent 
Partially Open 


4 Can be used with any type of glazing up 
to 1” including double glazing. 

5 Can be used with any wall thickness or 
trim as ‘Ven-Trol-Hinge’’ becomes integral 
part of window. ? 

6 Any vent equipped with ‘'Ven-Trol-Hinges” 
can be fully weather-stripped. 

7 Installation is fast and economical — unit 
lends itself to simplified line production as 
well as fast on-the-job installation. 

8 Available in 5 sizes handling a minimum 
of 15 openings. 


Ven Trou: bear 


VENT 
Lchihidedal 14477 111, 


The G. R. “Ven-Trol-Gear” opens and closes ovtword 
projecting vents smoothly and quietly with fingertip 
geor-operated control. 





Casement Vent 
Open Full 90° 


Panel Vent with 


“ver-tel-Geor” Ol meLe For WLUSTRATED LITERATURE 
GRAND RAPIDS HARDWARE CO. 


GRAND RAPIDS 2, MICHIGAN 


NEW YORK . LOS ANGELES DANBURY CONN 
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SWINGING PANELS handle samples of every type of wall 
paper stocked by the South Texas Lumber Co. Mrs. Ruth 
Dumis, right, shows a customer a new pattern. Convenient 


shelves, right foreground, are handy 
like paste, paper cleaner, et« 


companion items 


CASCADE WALLPAPER DISPLAYS behind a sample bar 
are used at the Fielder-Dillingham Lumber Co. Mrs. Mattie 
Sewell helps a contractor customer select the proper paper 
for a new home. The department adds color to the entire 
showroom and makes it more inviting for women. 


Wallpaper Adds Profit, Appeal to Women 


Two Abilene, Texas, 
dealers believe colorful wall- 
paper departments are a 
necessary part of complete, 
one-stop service. 


Separate wallpaper departments 
in their showrooms has proven 
profitable for more than 15 years 
for two building materials dealers 
in Abilene, Texas. 

Why have a wallpaper depart- 
ment? Mrs. Mattie Sewell, man- 
ager of the department for the 
Fielder-Dillingham Lumber Co., 
says: “In addition to the fact that 
wallpaper sales are profitable, a 
department adds color and fem- 
inine appeal to the entire show- 
room, 

“Wallpaper is just as natural a 
product for a lumberyard as paint. 
If a dealer does not handle it, cus- 
tomers may feel they are not get- 
ting complete one-stop service 
when they find they must go to 
other stores to complete their new 
new home or remodeling job,” says 
Mrs. Sewell. 
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Different Display Approaches 


Different wallpaper display ap- 
proaches are apparent in the two 
showrooms. The wallpaper depart- 
ment of the South Texas Lumber 
Co. is located in a 16’ x 16’, three- 
wall room in a corner of the show- 
room. Walipaper samples are in 
swinging panels which are mount- 
ed on low, wall counters. Com- 
fortable chrome - and - leatherette 
chairs and a couch are placed near 
slanting sample-book tables. 

The department in the Fielder- 
Dillingham Lumber Co. is located 
just inside the main entrance. A 
25-foot bar, complete with stools, 
is located in front of a wall which 
contains cascade-displays of wall- 
paper. Customers can sit at the 
bar and study sample books or 
glance up at the cascade displays 
to make selections. 

Both firms place heavy emphasis 
on complete customer service and 
up-to-date stocks. Mrs. Ruth Du- 
mis, manager of the South Texas 
Lumber Company’s department, 
says: “I try to find out as much as 
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possible about the room a customer 
wants to redecorate. It is ‘mpor- 
tant to know what side of the 
house the room is on and the colors 
of the furniture. Customers appre- 
ciate the personalized attention 
which often leads to future sales.” 


Help for Contractors 


Mrs. Sewell points out that many 
contractors purchase wallpaper 
for their new homes to make them 
more attractive to prospects. The 
firm helps contracters make de- 
cisions on colors and patterns 
which will fit in with the indi- 
vidual homes. 

The South Texas Lumber Co. 
maintains wallpaper supplies in 
213 bins which contain a total of 
8,000 rolls. Fielder - Dillingham 
carries about 700 different pat- 
terns of wallpaper. Both firms 
order new stocks each week to in- 
sure adequate supplies of the new- 
est patterns. 

Wallpaper advertising is in- 
cluded as part of the regular 
schedules in newspapers and on 
radio. 
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FE GEE modern wood pelnidiperel 


In building or remodeling architects know the easiest way 
to increase the charm and value of any home is “window-styling” 
with Bee Gee Wiadows. Proportioned to fit with 
modern architectural trends, 
famous Bee Gee 
Windows provide an 
authentic styling touch 
for any type of construc- 

tion...any kind of interior. 179 

styles and sizes of all-wood casement, 

picture and corner picture windows, skillfully 
styled, crafted and detailed to bring new grace and 
glamor to every room in your home. And 
you can “Clean the Outside from the Inside”. 


“ribbon - styled”... long—low— beautiful! 
New type construction - 
... designed to emphas- 

ize the modern lines of 

ranch-type and con- 


light and airy for health and comfort 


Bee Gee «ge gues yo youy hate ter and practical advan- jt 
to nature’s air and sunlight! And tages that only wood | 


A : 
Bee Gee $s Pressure Vacuum Venti- windows provide. = 
eames lation” is scientifically engineered to 
onesn a ‘ pull in fresh air from any of 3 direc- 


tions of wind and exhaust stale air 
at the same time...the only window 
on the market to give this truly 
complete room ventilation. = 


all the warmth, charac- 
STALE 
ir 








Style “A”—a brilliant expanse of unob- 
structed glass. Style “B’—the glass di- 
vided to give you long horizontal lines. 
te oy Choose the style that best fits your home. 
ease of installation spells economy a. tt y y 
YLE A 


BROWN-GRAVES CO. 
{) Dept. Al-107, Akron 1, Ohic 
Please send my FREE Bee Gee Window Catalog 
GET - with complete date and specifications. 
] YOUR 
A Complete Window.. Ready to Set in the Wall. . Nailed in Place. Ready to Use! R, 173 GEE 


BROWN-GRAVES CO. **"on CATALOG 
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DEALER POINTERS_ 


Sends "Thank You" to Every Customer 


Chank You For Your Business 
Given us 
You ore always welcome here 


When you need more building supplies 
let ws know 


a 
aaa 


re nat) 
a) Pauley Lumber Co., Inc. 
aE LL FL enon don 





PROFIT- 
MAKERS 


FOR 


Lumber Dealers 


ROWE MANUFACTURING 
COMPANY 


Adams Street - Galesburg, Ill.,U.S.A 


(To obtain more data on advertised products see page 128) 


Customers realize that their 
business is appreciated at the 
Pauley Lumber Co., Inc., Pikeville, 
Ky. Whether it’s a cash or credit 
sale, the company sends out a 
“thank you” post card like this 
one. The card also advertises the 
firm’s varied lines. The company 
sends a card for every sale, doesn’t 
worry about duplicates. 





First choice of farmers everywhere. Combi- 
nation of wood and steel makes them sag- 
roof, strong, light, safe ~easy to repair. 
Jest dollar value: Year ‘round seller. 
Good profit maker, 


ROWE PICKET CRIBBING 


for CRIBS and SILOS 


The Corn Belt farmers’ 
favorite for erecting 
portable corn cribs for 
storage and for tem- 

porary low cost silos. 
Pickets are 44" x 12" 

x 4-ft. 5 Double Cables 

of ROWE “Reverse- 
l'wist” weave locks 

every picket tight. 
Treatment with Red Mineral 
Preservative and woven 
galvanized wires make ROWE 
Picket Cribbing resistant 
to rot and rust. Furnished in 
$0-ft., 75-ft., and 100-ft. length 
rolls. Used year around for 
fence. Advisable to anticipate 
your requirements and order 
early. Write for folder with 
Price List and Dealer Discount. 


LADDERS 


Single, extension and “step”. 
Extra strong and safe. Hick- 
ovy rungs, 500 pound tested. | 
Side rails smooth clear | 
straight grained Fir or | 
Upland Hemlock. 


Check your stock. Order 

early. Write for catalogs 

and deoler prices . . . 
Address Dept. AL. 


| 
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Pin-Up Board 
for Advertising 


Joseph Destefano, manager of 
retail stores for the Joseph Lum- 
ber Co., Chicago, has designed this 
special board for displaying cur- 
rent newspaper advertising. The 
board is referred to by both cus- 
tomers and salesmen on the floor. 
Joseph Lumber Co. is a regular 
user of ADservice mats developed 
by American Lumberman to assist 
lumber dealers prepare their news- 
paper advertising. 


Self-Order Board 

Customer service is faster now 
at the Delafield Lumber and Fuel 
Company, Delafield, Wis., since 
Milton Ellis, manager, erected a 
self-order board. 

The board contains a mounted 
and identified sample of most of 
the products sold by the company. 
Customers can consult the board 
and pick out what they want, then 
ask for it. Mr. Ellis says that the 
board saves time and explanations 
and also promotes more sales by 
suggesting items to builders and 
homeowners. 
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all the features you want 
IN SLIDING 
DOOR HARDWARE 


take a 
good look at 





WHITE FIR 


Precision 
roll-formed metal 
track... V¥-Bottom 
prevents dirt from 
obstructing wheel. ~| 








Lifetime Nylon J 
factory lubricated 
ball bearing 
wheels, — 








Adjustable 
hangers permit i 
quick installation... 
lock nut holds 
adjustment 








one of 10 woods from the 


WESTERN y NF region 


Soft and even-textured, straight-grained, dimensionally 
Stable, White Fir is widely used in residential and indus- 
trial construction, particularly for light framing. It’s an 
excellent wood for crating and boxes, and much in demand 
for general industrial use. Light-colored, it’s a favorite 
for modern paneling and woodwork. 


Guide Spacer 
keeps door aligned... 
prevents 
scuffed doors. 











Sliding doors 





wardrobe doors 


Precision, 


roll-formed V-Bottom 
metal track. -—— 
One track for 
all size doors... 


White Fir comes in 3 select, 5 common, 4 factory, 
4 dimension grades. You can order it in straight or mixed 
cars—together with other woods from the Western Pine 
region—from most Western Pine Association member mills. 








IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


. a 

the Western Pines urstes 
ball bearing 

nylon 
WHITE FIR wheels 
LARCH 
DOUGLAS FIR 
ENGELMANN SPRUCE 
INCENSE CEDAR 
RED CEDAR 
LODGEPOLE PINE 











the Associated Woods 


ARTHUR COX & SONS, INC. 
70 N. Sycamore, Pasadena, Colif 


Please send free literature on Glide-Master 
Sliding Door and Wardrobe Hardware 


Dept. 101 


get the facts 


Name 


WHITE FIR” is a Registered Trademark 
of the Western Pine Association 
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to help you sell 


Write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 
Yeon Bidg., Portland 4, Oregon 





WHITE FIR ee 


Address 
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YOUR PROFIT-MAKING FORUM o 


Extra Spending Power 


With cuts in excise taxes and big vacation bonuses 
rolling into the hands of thousands of stay-at-homes 
who never spend a cent on travel, purchasing power 
is at an all-time high! How many of these extra dol- 
lars you can land depends on how much you do to 
make your yard stand out. So let’s consider some 
promotional ideas that will really bring those spend- 
ing customers on the run. 

Most of all, people vacationing at home want some- 
thing new and exciting to divert them—something 
unusual and interesting to look at. Here is a summer 
promotion that can be worked up into a special event 
worth seeing—and one that will give your customers 
lots of new and fascinating ideas for improving their 
homes. 

Start now planning a special “built-in show.” 
There are two ways to do it. Either feature a differ- 
ent built-in exhibit in each of your show windows. 
Or partition-off part of your showroom into five or 
six separate display booths. 


Plenty of Excitement 


__ Attract maximum attention and profits, with these 
ideas. In one of your built-in show displays, feature 
a built-in desk, bookcases and toy chests ideal for the 
family with youngsters. For example, you might 
show the desk in front of an attractive window, 
flanked by other built-in units—or against a back- 
ground of gay wallpaper that is perfect for a child’s 
room, 

Another wonderful built-in display can be planned 
around a home workshop for Dad. For maximum 
pulling-power, make each of your displays as realistic 
as possible. 

For instance, in your display for a youngster’s 
room, include a model plane, some children’s books, a 
school pennant or two and a pin-up picture of a local 
football hero. In your hobby workshop display for 
Dad, include some wood shavings, a half-finished ship 
model and tools scattered around on the work bench. 


Another Crowd Stopper 


Another “natural” that will attract maximum at- 
tention is a gardener’s workshop. In this display, 


show a built-in table or a storage cabinet—ideal for 
storing bulbs, flower pots and dangerous plant sprays 

with an excellent working surface for potting 
plants and arranging flowers. 

On the wall behind your built-in unit, display 
some of your gardening tools and the ingenious hard- 
ware you have for keeping tools handy and neatly 
in place. 

The more you show your products in action, the 
larger your profits! So make this display as realistic 
as you can, by showing some flats and potted plants 
on your work table, or some vases filled with water 
and a basket of cut flowers ready to be arranged. 

To draw excited yelps and ooohs and aahs from the 
ladies, be sure to plan one display entirely around 
beautiful built-in units for a dressing room. For in- 
stance you might show a charming dressing table in 
front of a lovely decorative mirror panel, with built- 
in shelves, drawers and cabinets on either side. 

For a realistic touch, put some perfume bottles and 
small framed pictures of a pretty little girl on the 
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dressing table. And get your local department store 
to lend you some hats, shoes and other items to show 
some of your shelves and drawers in actual use. In 
exchange for a small credit line such as, “hats, shoes 
and lingerie, courtesy of Roger & Co.,” on a small 
display placard, they will gladly cooperate. 


More Display Ideas 


A fascinating built-in display can also be planned 
around dining room cabinets. To suggest what won- 
derful decorative possibilities they offer, line them 
with some pretty wallpaper and arrange some antique 
glass and handsome china on the shelves. 

In exchange for a small credit line, a local decora- 
tor will lend you suitable props. You can also add a 
lot more excitement to your built-in show by includ- 
ing a super linen closet—and the last word in kitchen 
and pantry built-ins. Again, be sure to use attractive 
props that show your products in action. 

To increase interest in your built-in show and in- 
sure maximum profits, include two big eye-catching 
posters in each display. On one poster, announce the 
title of your exhibit, such as “Hobby Workshop,” and 
tell how much the complete job costs per month. 
Also add, “no down payment.” 

Beneath this, run a line saying, “Includes plans, 
all materials and expert installation.” Across the top 
of your second poster for each display, run a two- 
line caption like this: “All items shown can be bought 
separately.” And underneath, list each unit and its 
price on a separate line. All items should be listed in 
alphabetical order. 

Across the bottom of your second poster, you 
might also run a few lines reading, “bring us all your 
space problems. Built-ins to fit any size space, every 
need!” These lines should also be used at the bottom 
of special newspaper ads inviting everyone to your 
show. 


Come One, Come All 


Make sure your announcement ads are packed with 
enthusiasm and excitement—the kind that get over 
the idea that your show is something new and differ- 
ent and really worth seeing. 

Underneath your invitation to come, in good big 
display type, list the highlights of your show on sep- 
arate lines such as, “Hobby Workshop, Dining Room 
Built-ins, Children’s Work-’N-Play Corner and Gar- 
dener’s Workshop.” 

At the same time, have plenty of good plan books 
on hand. If you stage your built-in show in your dis- 
play windows, also include a poster in each one, invit- 
ing everyone to, “Come in for your Free Plan Book!” 
If you put on your show in your display room, station 
on’ of your best salesmen beside each exhibit to 
answer questions, and to give out plan books with his 
business card stapled to the cover of each one. 

Another good device is to hand each visitor to your 
show a list of home improvements and get them to 
check off three or four they want the most, in order 
of preference. In this way you can get some invalu- 
able information, at practically no cost, to use in 
planning what to emphasize the most in your adver- 
tising and selling during the next few months. 

Remember, too, that your built-in show is a “natu- 
ral” for some wonderful free newspaper publicity. 
So get up a number of good press releases. 
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McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 


a 
i 
Guaitly 


WESTERN 
SOFTWOODS 


PONDEROSA PINE 
SUGAR (Genuine White PINE 
DOUGLAS -FIR, WHITE FIR 





Specify “Mt. Vernon” brand and be sure of satisfying your 
customers. Top quality timber and careful kiln drying, manu- 
facturing and grading give you a No, 1 buy for beauty 


and value. 
ALSO 
BAND SAWN HARDWOODS 


Latest equipment: dry kilns, planing mill and 
flooring plant 
Send Us Your Inquiries 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alebama 








LEAD-SEAL 


Lead is under the head 
and down the shonk. 
When the nail is driven, 
the hole around the 
nail is plugged with 
lead and the break in 
the galvanizing is 
completely covered, 
to form a perfect 
double seal. 


TRIPLE-LOCK 


As the “‘bump"’ is 
forced through the 
sheet, the sheet springs 
back over the bump— 
this effectively pre- 
vents the nail from 
working out. Thu nail, 
lead and shewt ore 
solidly locked to- 
gether. 


DRIVE SCREW 
SHANK.... 


. makes the nail turn 
and hold like a screw. 
It holds with o power- 
ful, unyielding grip. 
Threads are deep and 
sharp because they 
cre formed after 


ALSO FURNISHED galvanizing 
IN RING SHANK 
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with DENISTON 


Triple-lock...Lead-seal Roofing Nails 


Roof leaks are not just an annoyance . . . they rob farmers by 
damaging stored crops, equipment and machinery. 


The time to avoid roof leaks is when the new metal roof is being 
applied. And the Deniston Triple-Lock Lead-Seal Roofing Nails 
have proved their efficiency in helping to avoid roof leaks since 
they were first introduced in 1926. Here is the reason why—when 
the hammer strikes the nail the lead is forced into the hole around 
the shank, insuring a permanent seal through which no moisture 
can penetrate. 


Deniston Nails are manufactured under rigid specifications, from 
raw material to finished product—your customers’ assurance that 
they can be relied upon to satisfactorily do the work for which 
they are intended—AVOID ROOF LEAKS. 


FOR GALVANIZED AND ALUMINUM ROOFING 


The DENISTON COMPANY | 





In Canada 
Eastern Steel Products Co., Ltd. 
Preston, Ontario 


49th & South Western Avenue 
Chicago 9, Illinois 


Please send me without cost 


(] Directions Booklet (} Complete price information [] Pallet and other 
type nails 


Nome 
Address 
Cc ity 
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AMONG THE DEALERS 


HERB LOTZ, left, of Johns-Manville Corp., 





holds leather chaps made for his grand- 


son by the Oklahoma A&M leather department. Keith Covelle, director of the 
school, is shown making the presentation at the conclusion of the recent cost 


estimating course which Lotz conducted 


Okla. Lumbermen Hold 
Cost Estimating Classes 


Oklahoma Lumbermen’s Associa- 
tion held its five-day technical 
course on construction and cost esti- 
mates of building and repairing a 
house at Oklahoma A&M at Okmul- 
gee. Herb Lotz, Johns-Manville 
Sales Corp., conducted the course. 

Lumber dealers participating in 
the course were: James E. Atkins, 
Commercial Lumber Co., Tulsa; 
Elmer G. Wilson, Benson Lumber 
Co., Sapulpa; Donald M. Savage, 
Carey Lumber Co., Oklahoma City; 
Ed James, Jr., Steger Lumber Co., 
Durant; Gene and Miles Mills, Val- 
ley Lumber Co., Tonkawa; Billy 
Springs and Harold Turner, Mor- 
gensen Lumber Co., Oklahoma City; 
O. F. Philbler, Jr., Economy Lum- 
ber Co., Tulsa; Allen M. Williams, 
Wheeler Lumber Co., Sallisaw; 
M.S. Williams and Charles A. Shir- 
ley, Jack Bell Lumber Co., Okmul- 
gee; R. A. Parker, Parker Lumber 
Co., Ponca City; W. A. Albright, 
Farmers Home Administration, 
Oklahoma City; Bill Lott, A&M 
Demonstration Farm, Oklahoma 
City. 


Merrill Buys 98-Year-Old 
New Hampshire Yard 


Leslie “Bill” Merrill, Putnam, 
Conn., recently purchased the 98- 
year-old J. A. Janvrin Lumber Co., 
Hampton, N. H., which is now 
known as Merrill-Janvrin, Inc. 

Bill Merrill has spent 26 years in 
the lumber business, the last eight 
as general manager of the John O. 
Fox Lumber Co., Putnam, Conn. 
He started his lumber career in 
1928 as a yardman with the Baker 
Lumber Co., Worcester, Mass., and 
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later became a salesman for Dykes 
Lumber Co. in the same city. He 
joined the J. O. Fox Lumber Co. in 
1946, and is now president and 
treasurer of Merrill-Janvrin, Inc. 
His brother, Everett F. Merrill, is 
vice-president. 

This marks the third change in 
the management of this yard which 
is nearing the century mark. Jan- 
vrin was founded in 1866 when con- 


tractor Sam Dearborn enlarged his . 


business to the point of employing 
12 to 25 men and women who han- 
dled annually 125,000 feet of pine, 
3,000 feet and spruce and hemlock 
and a million shingles. 


Southeastern Dealers Plan 
Fall Bidg. Material Show 


“Building Material Sales Maker” 
is the theme of the southeastern 
dealer convention and building ma- 
terial show to be held at the Atlanta 
Biltmore Hotel, Nov. 3-5, 1954. 

The show is designed to stimulate 
dealer enthusiasm and inspire them 
to more aggressive and progressive 
merchandising, selling and training. 

Jointly sponsored by the Florida 
Lumber and Millwork Association, 
the Building Material Merchants of 
Georgia and the Tennessee Building 
Material Association, the show will 
attract dealers from Alabama, Flor- 
ida, Georgia, North and South Caro- 
lina and Tennessee. 


Tacoma Lumbermen Tee Off 


Bill Garnett, president, Tacoma 
Lumbermen’s Club, announces the 
Washington lumber jacks will hold 
their 3lst annual golf tournament 
at the Tacoma Country & Golf Club 
on Friday, August 13. Play starts 
at 8 a.m. 


August 


Cleveland Firms Merge, 
Elect Beaumont President 


Merger of three Cleveland retail 
lumber firms to form the Cleveland- 
Harvard Lumber & Door Co., with 
combined assets of $2 million was 
recently announced by Don Beau- 
mont, newly elected president and 
manager of the new corporation. 

The merger brings under one 
ownership and management the for- 
mer Euclid Avenue Lumber Co., the 
Harvard Lumber Co. and the Cleve- 
land Lumber & Door Co., which is 
also the location of the new corpora- 
tion’s main office. 

The new president, Don Beau- 
mont, has been active in the lumber 
business for 33 years. Since 1936 
he has been affiliated with the Eu- 
clid Avenue Lumber Co. For six 
terms he served as president of the 
Cleveland Lumber Institute and is a 
past president of the Ohio Retail 
Lumber Dealers Association and the 
Cleveland Lumber Club. 

All three locations will operate at 
full capacity. The three merged 
companies have an aggregate of 137 
years overall lumber service. Eu- 
clid has 54 years service; Cleveland, 
46, and Harvard, 37. 


University Receives Grant 
To Extend Lu-Re-Co Study 


Extension of the pre-assembly 
and pre-cutting research study 
which the Lumber Dealers Research 
Council has supported at the Uni- 
versity of Illinois was voted at a 
recent meeting of the Council’s ex- 
ecutive committee at Washington 
D. C. 

Under a previous grant, the Uni- 
versity of Illinois Small Homer 
Council made a study of wall pan- 
elization—Lu-Re-Co—which can be 
used for houses of almost any de- 
sign. A total of $26,500 has been 
voted for continuing the program 
which will cover a three-year period. 

Possibility of mechanical han- 
dling of building materials within 
lumber yards is also under consid- 
eration by the Research Council. 


Cummings Joins Elder-Jones 

Shailer R. Cummings, for six 
years field secretary of the North- 
eastern Lumbermens Association, 
resigned recently to become vice- 
president and general manager of 
the Elder-Jones Lumber Corp., Am- 
herst, Mass. 

Cummings is well known in the 
entire northeastern area, especially 
to dealers in eastern New York and 
New England. He has taken an 
active part in many state and local 
meetings of retailers. He helped set 
up the new Vermont Hoo-Hoo club 
last February and has also worked 
very closely with the Northeastern 
educational program at several re- 
tail lumber training institutes at 
the University of Massachusetts. 
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. a 
Weld wood DO IT YOURSELF. 
PRESTO-SET GLUE Presrosty [eds 


» .,.6LU 
HELPS sell it even faster! GLUE 4 Pt use E 


NEw! 


SALES 


S10-y 
Glug 


i7 
+ i bpd | ; 
J | New display ties your store into 
Presto-Set’s national ad push! 


Get yours now! Cash in on ads in... 


@ SAT. EVE. POST @ POP. SCIENCE MONTHLY EASY TO Ust. 


Right out a. 
@ COLLIER’S SCIENCE & MECHANICS the jor, 


. 

@ WOMAN'S DAY © MECHANIX ILLUS. ANOTHER SETS FAST! 
. less than 30 mia. 
* 


© POP. MECHANICS HOME CRAFTSMAN WIZARD WITH 
— wood 


4 toh 
*T pigcest AD CAMPAIGN HOME MAINTENANCE on toh wood 
iar cust HISTORY! ones ime 
ee a Whe . j 
FREE! Mail postcard 1 1%_0z. and 3% oz. tubes; pint and 3 


quart jars. 
today for your free counter FoR INDUSTRIAL USERS: in 1, 5 and 2@omm THiS BIG 
display. Size 13’’ x 14’’, 10 gallons, 30 and 50 gallon drums. : (¢-covor 


(Write for details.) DISPLAY! ag Sant! 
"4 ul 
UNITED STATES PLYWOOD CORP. 555 w. 44st. * N.Y. 36,N.Y. © Dept. 21 Jasco 
cK! 
May we give it when ad readers ask,“ Who sells it?” 
We've turned over to registered Weldwood name and address. We'll start sending 
retailers thousands upon thousands of re- you ad replies from your locality. 
plies from our national ads. You can be Write us now .. . get those customers 


a registered retailer . . . just send your coming to you! * TRADEMARK 











ASK YOUR 
WHOLESALER 
FOR OUR LUMBER 


PICKET 
CUTTER 





Turn those odds and ends of lumber into pickets—- KILN DRIED 
and profits! The Schubert Picket Maker points 200 YELLOW PINE 
to 250 pickets per hour . . . smooth finish . . . adjust- 


able for width. Light-weight and portable (38 Ibs.), GRADE MARKED 


yet rugged and durable for years of service. Anyone 


DOUBLE END TRIMMED 
can operate ... prompt delivery. W. M. McGOWIN Quolity’ Manufacturing 


Write Us For Complete Information! LUMBER COMPANY , ond nremiog 
¥¢ PINE APPLE, la Earth 
H. A. SCHUBERT co. Machinist ALABAMA Boards, etc 
1212 Washington Ave Wilmette | 
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MANUFACTURERS IN THE NEWS 





PLYWOOD SHEATHING, guaranteed for the life of any house is now available 
in 4x8 panels at no extra cost through retail lumber dealers. J. L. Buckley, vice- 
president and general sales manager, Georgia-Pacific Plywood Co., inspects one 
of the packages which is steel-strapped for easy handling and stenciled in color 


for quick thickness identification. 


Pack River Mill to Convert 
Lumber Waste into Board 


Pack River Lumber Co., Sand- 
point, Ida., has started construc- 
tion of a plant to manufacture a 
building board from sawmill 
waste. The first unit of the plant 
will cost an estimated $750,000 and 
will be in production during the 
summer of 1955. Capacity will be 
about 50 tons daily. 

Production of the board involves 
a new process developed by Dr. 
James d’A. Clark, Longview, 
Wash., president of Sylvan Engi- 
neering Co., Chicago, which is 
engineering the new plant. The 
process has been perfected during 
the past 2» years in a Pack River 
demonstration plant at Sylvan’s 
research laboratory. The board to 
be manufactured is primarily for 
interior use. It will be in 4’x16’ 
sizes; thickness will range up to 
6” 

Jim Brown, Jr., Pack River’s 
president says the new board is 
one of the “woodiest” of any syn- 
thetic board now in production. 

No sawdust will be used in the 
new board. Slabs and edgings 
which usually go to the sawmill 
burner, as well as trees and tops 
that cannot be taken from the for- 
est economically now, will be used. 

It is estimated the Clark process 
in converting what is now wood 
waste into a building material! will 
make it possible to use about 50% 
more of the wood in the logs. 
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Develop New Process 
To Make Hardboard Panels 


Forest Fiber Products Co., Forest 
Grove, Ore., announces the intro- 
duction of Temper-Treated Forest 
Board—a new tempered hardboard. 
According to C. H. Smith, sales 
manager, the new hardboard needs 
no prime coat and is extremely 
durable. 

Forest Board is made of Douglas 
fir fiber pressed into a four-foot 
panel up to 16 feet long. The new 
board is the result of a processing 
technique developed by the company 
after four years of research. 

“Hardness and durability have 
been achieved without creating brit- 
tleness,” Smith says. “This easily- 
worked panel is not only washable, 
but strongly resists grease and dirt 
spots.” 


Cautions SP Mills: 
Maintain High Standards 


A sharp increase in demand for 
southern pine was followed up 
with prompt action by manufactur- 
ers who have been waging a hard- 
hitting regional campaign to pub- 
licize the advantages of quality, 
grade-marked lumber. 

While business booms, southern 
pine manufacturers are taking ad- 
ditional steps for consumer protec- 
tion. G. R. Swift, president of the 
Southern Pine Association, urged 
all manufacturers to exercise the 
greatest care in the production of 
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dimension to meet the growing de- 
mand. 

“We cannot afford to lose sight 
of the fact that we must establish 
and maintain high standards on an 
industry-wide basis, if we are t 
hold our gains,” Swift said. “Now 
is the time to shoot for superior- 
plus performance everywhere. 
This is the only way we should 
seek to have our product used to 
meet the increased demand.” 

The upsurge in demand came 
close on the heels of quality south- 
ern pine programs launched first 
in Texas and more recently in Ala- 
bama and Mississippi, but the ex- 
tent and suddenness of the in- 
crease was attributed largely to 
the west coast strike which cut off 
supplies from that region. 


Weyerhaeuser Named as 
"Best Managed’ in Field 


The Weyerhaeuser Timber Co., 
St. Paul, Minn., has been named as 
the best-managed company in the 
lumber and products (except furni- 
ture) industry by the American In- 
stitute of Management in its first 
announcement of the management 
leaders in their respective indus- 
tries. 

The 34 companies heading their 
respective industries have rated the 
highest number of points achieved 
by any company in their industry, 
achieving at least 7,500 points out 
of a possible 10,000 under the In- 
stitute’s method of evaluation for 
10 categories of management func- 
tion. 


LAWRENCE OTTINGER, right, chair- 
man of the board, United States Ply- 
wood Corp., receives coveted “Cross of 
Officer of the Royal Order of the Lion” 
from Baron Dhanis representing the 
Belgian government at a luncheon cere- 
mony in New York City recently. The 
award recognized the establishment of 
the first modern veneer mill in the Bel- 
gian Congo. The mill is producing 
Korina, a blond wood used in furniture 
and interior paneling. 
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COMPANIES ANNOUNCE 





In a series of promotions at United 
States Gypsum Co., G. Morgan, 
formerly vice-president in charge of 
merchandising, has been appointed 
vice-president and assistant to the 
chairman of the board. A. J. Watt, 
formerly merchandise manager of 
dealer sales, has been promoted to gen- 
eral merchandise manager. G. V. Lane, 
dealer sales manager of the south Pa- 
cific division, has been promoted to 
merchandise manager of dealer sales, 
according to C. H. Shaver, board 
chairman. 


Lane Morgan 


In a series of promotions at The 
Philip Carey Mfg. Co., Cincinnati, W. 
S. Reid has been named production 
manager of the Carey Plymouth Meet- 
ing, Penna., plant; K. R. Kreig has 
been appointed to Reid’s former posi- 
tion of manager of industrial relations, 
and C. M. Weber, former manager of 
the Careystone corrugated dept., has 
been appointed manager of the Carey- 
duct Dept. 

To provide complete and rapid serv- 
icing of its accounts in Washington 
and Oregon, C. Hager & Sons Hinge 
Mfg. Co., St. Louis, has opened a 
Seattle office and warehouse which will 
be under the direction of Duff DeWitt, 
Hager sales representative for the Pa- 
cific Northwest. 

The Steel Strapping Div., of The 
Stanley Works, New Britain, Conn., 
announces the appointment of J. A. 
Dickson as district manager for the 
southeastern states. Dickson, formerly 
a district sales manager for the Steel 
Strapping Div. will make the com- 
pany’s Atlanta district office his head- 
quarters. 


Jay G. Somers has been named gen- 
eral manager of the new $2 million 
Consoweld plastics plant now under 
construction at Wisconsin Rapids, ac- 
cording to an announcement by 
Stanton W. Meed, president of the 
Consolidated Water Power & Paper 
Co. Somers joined the plastics division 
of Consolidated in 1943. In 1953, he 
was appointed assistant manager in 
charge of plastics. 

Harvey Creech, advertising man- 
ager, E. L. Bruce Co., Memphis, Tenn., 
since 1947, has been appointed to the 
new post of marketing manager. An- 
nouncement of the promotion was 
made by E. L. Bruce, president of the 
company, which is the world’s largest 
manufacturer of hardwood flooring. 
In his new post, Creech will continue 
to supervise the company’s over-all! 
advertising planning and will have the 
added task of coordinating sales and 
marketing operations with advertis- 
ing. Creech has been with Bruce since 
1936. 


BUILDING Propucts MERCHANDISER 


Third NRLDA Sales Theme 
Available From Flintkote 


“Build that fine new home now” 
is the theme of the third of a series 
of National Retail Lumber Dealers 
Association merchandising promo- 
tion which is offered free by Flint- 
kote, building material manufac- 
turer, to dealers handling its prod- 
ucts. 

Flintkote has selected six themes 
from the NRLDA promotion calen- 
dar to tie in with its own promotion 
plans. The first two themes 
“Spruce up for spring” and “Have 
a new home at your old address” 
were well received by dealers and 
Flintkote is currently out of stock 
for these two themes. 

Flintkote’s merchandising mate- 
rial consists of colorful window 
streamers, stickers, post cards, 
newspaper mat headings and out- 
door banners. 

For complete information contact 
your local Flintkote representative 
or write: Flintkote Co., Building 
Materials Div., 30 Rockefeller 
Plaza, N. Y. 20, N. Y. 


Compact Masonite Display 
Available for Home Shows 


A self-contained display keyed to 
the home handyman trade is now 
available to each of the eight sales 
divisions of Masonite Corp. for use 
at home shows, do-it-yourself dem- 
onstrations and grand openings. 

Occupying a space 8’x8’, 16” deep, 
the display contains a miniature 
workbench, complete with Masonite 
Peg-Board tool rack and a vise with 
tempered Preswood jaws. Under- 
neath it has a cabinet in which a 
KD coffee table and a TV snack 
table are stored. They may be set 
up in the display space in 15 min- 
utes. 

Each division manager will sched- 
ule displays and requests should be 
sent to the regional office. 


OOOPS! The paint can tipped over. 
But it won’t pour out because it con- 
tains a jelly-like vehicle which elim- 
inates many problems of careless 
painters. 


Non-Settling Gelled Paints 
Produced With New Vehicle 


Gelled paint that won’t settle, 
never has to be stirred, won’t sag, 
curtain or bead and eliminates many 
other age-old problems of painters, 
dealers and manufacturers, has 
finally been perfected according to 
officials of the T. F. Washburn Co. 

The secret of the new paint is an 
ingredient developed by the T. F. 
Washburn Co., Chicago manufac- 
turers of paint vehicles. After more 
than four years of experiments, the 
company has produced a new mate- 
rial called Burnok which many paint 
manufacturers are now using to ob- 
tain this thick, jelly-like consistency 
in oil base paints. These new gelled 
paints are expected to be ready for 
the national consumer market in 
the fall. 

Although this new type paint ac- 
tually looks like it’s too thick to use, 
this is the desired consistency. In 
spite of this thickness, the paint has 
easy brushability. The unique na- 
ture of the paint causes it to change 
under slight friction to a “flowing” 
state. As a result, the paint is 
dipped from the can in a thick jelly- 
like consistency that neither flows 
nor runs. The instant the brush 
comes in contact with another sur- 
face the paint flows perfectly. Im- 
mediately after brushing, when fric- 
tion ceases the paint returns to its 
gelled state. 

Interested dealers can obtain a 
list of manufacturers producing 
gelled paints from the T. F. Wash- 
burn Co., 2244 N. Elston Ave., Chi- 
cago, Ill. 
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THE LUMBER MARKET 


Fir Lumber Prices 
Starting to Level Off 


PORTLAND—Fir lumber prices 
showed some signs of leveling after 
a two-week decline that brought 
some key items down an average of 
$1 a day from their highs. Recent 
increases had been caused by the 
Pacific northwest woods tieup. 

The mill price of dimension lum- 
ber such as 2 by 4s is $69 to $71 a 
thousand feet, compared with a top 
of about $85 reached shortly after 
the strike began in western Oregon 
and Washington on June 21. Pres- 
ent prices are still above the $64 
prevailing in early June, and above 
the $62 level of a year ago. 

Boards, which didn’t increase in 
price as much as dimension lumber, 
haven’t receded as much, either. 
They were selling at $54 a thousand 
feet at the mills early in June, 
reached highs of $65 and more, and 
now are quoted around $60 to $65. 
A year ago, the price was about $59. 


Redwood Market 
Further Improved 


SAN FRANCISCO Northern 
California’s redwood market is 
good, with firms over-sold on prac- 
tically everything they make. Sales 
have unexpectedly picked up and 
a good market has gotten even 
better. 

Jim Farley of San Francisco’s 
Pacific Lumber Company reports 
that the redwood market as a unit 
has been “oversold for the past 90 
to 120 days” and that the current 
upsurge is neither seasonal en- 
tirely or caused by the fir strike 
because, as Farley puts it, “there’s 
no competition except in some low 
grade commons.” The reason ap- 
pears to be solely increased de- 
mand. 

Prices on whitewoods, on 2” 
boards, have fallen off $5 to $6 
from the extreme peak of the last 
three or four weeks. Approxi- 
mately 30% of the mills in Oregon 
are running, being either non- 
union or having settled their strike 
issues. 

Most of these mills are running 
two or three shifts and most of the 
lumber produced is being sold in 
transit to speculative buyers for 
the east. Around the clock opera- 
tion has made lumber more plenti- 
ful and with California mills run- 
ning no immediate shortages are 
in sight. 

One inch boards are very firm 
and No. 2 and better is bringing 
$60 to $66 with No. 3 selling at $58. 

Several industry spokesmen ex- 
pressed belief that local firms will 
soon begin to settle with local 
unions and that if the two big 
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firms (Weyerhaeuser and Long- 
Bell) settle all the others will then 
fall in line. 


Green Dimension 
80°% Above Normal 


SEATTLE — No progress is re- 
ported towards settlement in the 
overall strike picture but in north- 
ern California and southern Ore- 
gon a considerable percentage of 
production has gone back to work 
under various temporary agree- 
ments. A series of meetings failed 
to accomplish anything. 

North of the Columbia river 
there is little change in the number 
of producing mills but throughout 
the industry production of green 
fir dimension from operating mills 
has soared to 80% of and beyond 
normal according to varying esti- 
mates. Green dimension now takes 
real selling effort. 

The market for dimension has 
dropped $10 for No. 1 and 2 speci- 
fied and $7 for No. 3 random. 
Boards are strong and scarce. The 
transit market broke a week ago 
and cars are selling in the low 
seventies instead of in the 80's. 
Large numbers of cars are piled 
up at Minnesota Transfer and at 
Houston with demurrage causing 
distress. Cedar lumber and shin- 
gles are stronger with some price 
advances while other lumber prices 
are steady. 

Shingles are very hard to buy. 
No. 3 perfections bring $4.25-$4.50, 
and No. 1 have advanced to $9.75 
to $10.00. Cedar siding has gone 
up in a dozen of the more desirable 
items of beveled siding and bunga- 
low siding. Dry stocks of all kinds 
except spruce are hard to buy. 


Yellow Pine Advances 
Discourage Dealer Buying 


KANSAS CITY — Mill operators 
in the southwest who had expected 
the first blush of the heavy lumber 
movement that came following the 
west coast strike to continue have 
been most disappointed over the re- 
cent showing of business. Retail 
lumber demand slowed to a walk 
and in many quarters the movement 
was considerably slower than pre- 
ceding the strike news. 

The quiet spell encountered by 
mills was attributed to the sharp 
price advance that come in the wake 
of the first heavy rush for lumber. 
Yellow pine prices today are $10 to 
$12 a thousand board feet higher 
than six to eight weeks ago and re- 
tailers have manifest no desire to 
stock up on the lumber at the new 
levels. Price resistance has been 
general. 
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Increased activity on the part of 
the green dimension mills on the 
west coast has accounted for more 
lumber reaching the competitive 
yellow pine market than had been 
expected. Also the fir prices were 
lowered considerably recently, and 
a good supply is coming from those 
mills already signed up temporarily 
with the union and the large number 
of mills that are independents and 
not affiliated with unions. 


Canadian Prices Rise; 
Mills Increase Output 


MONTREAL—Canadian whole- 
sale lumber prices are higher as 
American buyers are scurrying 
north of the border to place orders 
“without even asking about price.” 
Activity is quickening in the mills 
of interior British Columbia. 

It is reported that these far- 
reaching effects in Canadian lum- 
ber industry spring from just one 
thing, the lumbermen’s strike in 
the U. S. Pacific northwest. 

Eastern Canada suppliers esti- 
mate wholesale increases of 
around 10% for western spruce 
and fir, mainly for structural 
rather than finished products. 
Eastern spruce rose around 5%. 


Mills Still Operating 
Supplying Old Customers 


TACOMA — End of the fifth 
week of the lumber strike finds the 
market generally, such as there is, 
in a somewhat chaotic condition. 
The few non-union mills that have 
continued to operate and such 
plants as have signed new con- 
tracts with the unions admittedly 
are doing a terrific business. How- 
ever this is principally with estab- 
lished customers. 

For the moment at least, price is 
a secondary consideration. The im- 
mediate concern is delivery. Such 
mills as are operating in the main 
are on an overtime basis and are 
out to do as much business as pos- 
sible because they realize better 
than anyone that their chances of 
holding new customers when the 
strike does terminate will be prac- 
tically nil. 


Buying Slow in 
Baltimore Area 


BALTIMORE—The late summer 
finds rising prices on lumber de- 
livered here, but with little activity 
on the buying side. Southern pine, 
in rather good supply, is said to be 
available, up around $5 per M 
since the last report. 

(continued on page 114) 
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IMMEDIATE 
DELIVERY 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 


. The ORIGINAL Geonpeer en 
stairway — made for over 4 
years. 

. A real stairway—wot a ladder 
Seven well-engineered models 
—tfor every need. 
Safety-designed in every de 
tail for your protection. 
Suitable for the finest homes— 
old and new 
Operates fram above and be 
low 


. Full width treads—SAFE for 
everyone. 
. ALL steps are of equal hetgnt 
. Treads and stringers are made 
of Sitka Spruce. 
Full door width provides am 
pie access for large objects 
. Full length SAFE hand rati 
. Accurate architectural oxvre 
assures easy and SAFE 
ascending and descending. 
All metal parts are made of 
. , strong, SAF pressed set. 
i _. Repairs aiways avai on 
New Catalog! quick notice for all models— 
ao “‘orphans.”’ 
Wustrates and describes 15. Doors made of White Pine and Fir in two- 
aaa line of “— Bess- yanel and flush types; hardwood doors in 
ler isappearing fairway flusn type only ‘ 
Models to meet all your 16. Tailor-made for all heights—no short or tong a THE NEW 
needs. This new catalog steps 


should be in your files for 17. oe et ds tn tent dally 
ready reference — write for 8. IMMEDIATE DELIVERY! ae 
your copy now! 19. Meets all buliding codes. 


The Bessler Disappearing Stairway Co. woop WOOD WINDOW UNITS UNITS 
1900-B East Market St., Akron 5, Ohio . 





Get set for a bigger window 
business . . . stock the practi- 
cal new MALT-A-VENT 
Window Units in quantity — 


ce 9 aa = make certain you won't run 
a ITE Soy short of this volume-building 


window unit! 


OVERHEAD ““*' SETS We) sz) wnat te et 


that appeal to home-buyers... 


WAYS BETTER! a ae This i pari 6 <5 


practical multipurpose 

1, Offset Track 4. All Standard St ee é | rey a ay : 
2. Graduated Hinges Single & oie —-. le unit is ideal for use in either 
3. Electro-Galvanized Sizes single or multiple applications, 
vinten 5. Amazing Low Prices and combines quickly and 


: an easily into the large groups so 

— : popular today. Make certain 

}—} . you get your share of this 
profitable market by selling 

' PI 9 ann MALT-A-VENT Windows. 


; - ‘s Carton-packed . . . fo 
There's a WEDGE-RITE overhead garage door set for } easier hendling! Each He 
every need! Single car sizes are available from 8’x6’6” to shipper carton, contains 2 
x7 , two-car sizes from 14’x7’ to 16’x7’ and commercial completely assembled 
nog 7 ~ gee 9x9’ to 20’x12' . . . for all doors 136” MALT-A VENT units; putty 
° ” thick. af ‘ 
r : ic glazed for longer life . . 
Superior “WEDGE-RITE” door sets have all prenium fea- procicion-mitied frame ond 
tures yet are competitively low priced! } sash fully weetherstripped 
DOOR SECTIONS! Truck load or carload lots & , mie Pgh yer arn 





in stock sizes. Kiln dried, Douglas Fir, dowel nO SRG PS RIO 
construction. Lowest prices! 


See your Malta jobber today — ask for 
WRITE FOR FULL INFORMATION literature on the new MALT-A-VENT. 
AND PRICES! 


The MALTA Manufacturing Co. 
tue DOR-SET ember Ponderosa Pine Woodwork Assn. and w.w.m.A. MALTA, OHIO 


'S reme Quality Since 1901 
CORPORATION “? Q od 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine 


DOUGLAS FIR 


Vertical Grain Flooring 


Bé&Btr. Cc D 
1x4 : ' ‘ 90.00 


Flat Grain Flooring 
80.00 
110.00 


Drop Siding 


1x6 (Pat. #106) : ; 95.00 
1x6 (Pat. #116) . . 90.00 


Celling 


“x4. , 118.00 70.00 
izé .. , 110.00 70.00 


Hoards and shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 
No, 1 65.00 66.00 64.00 70.00 
a £0.00 60.00 60.00 65.00 
No, 3 ee 1.00 561,00 51.00 566.00 


No. 1 Dimension 
16 
77.00 
76.00 
8 73.00 
2x10 76 74.00 
1 l ‘ 72.00 


3 +3 -3-3-2 


No. 2 Dimension 
2x 4 70.00 70 72.00 
2x 6 69.00 72 73.00 
2x 8 69.00 68 67.00 
x10 69.00 69 67.00 
2x12 69.00 67.00 69.00 


No. 3 Dimension K/L Only 


. -41.00 
(Add 10 to 12 for ary lumber) 


RED CEDAR SHINGLES 


Royals 
No, 1 24° 4/2 
No. 2 24” 4/2 
No, 3 24” 4/2 
Perfections 
No. 1 18” 6/3 % 11.25-11.50 
No, 2 18” (2% 7.00 
No. 3 F 5, 2% 4.25- 4.50 
XXXEX 
No, 1 5” h/% 9.75-10.00 
No, 2 5 6/% 7.00 
No. 3 6/2 4.75- 6.00 





13.75-14.00 
7.00- 7.60 
4.00 


WESTERN RED CEDAR 


Prices for Western Red cedar siding 
in mixed cars, new bundling, WV to 10 
aret 
Beveled Siding, \% inch 

Clear ot “Be 

% by 4 inch.... 95.00 90.00 60.00 

% by 5 inch. 80.00 77.00 50.00 

% by 6 inch 115.00 110.00 90.00 

% by 8 inch. 145.00 135.00 95.00 
Clear Bungalow Siding, % inch 

8 inch 170.00 165.00 

10 inch 195.00 190.00 

12 inch -185.06 175.00 


Finish, B and Btr, 82 or 48, 
v to ad or Rough 


Celling of Flooring, B and Btr, 
® to 10 or Longer 
B&Btr. Cc 
y 125.00 00.00 
135.00 125.00 100.00 
Discount on mouldings, 6’ to 20° odd 
lengths. 


Series 8,000 
Listing under 4.00—list plus 35%. 
Listing 4.00 and over—list plus 35%. 


Clear faction, 5/17 =x 1%"—3’ to 18” 
100 lin. ft 1 


98 


WESTERN PINES 
Ponderosa Pine 
5/4 RW 
d 


an 
4/4 RW 6/4 RW 8/4 RW 
260.00 265.00 270.00 


ree 1 WNo.?2 
142.00 116.06 
142.0@ 110.06 


Selects 
$2 or 48 
C&Btr. RL 


Shop, 828 


B ’ No. 3 
1x8 RL.... , 68.00 
3839 Tile cece e 68.00 
Idaho White Pine 
Selects 82 or 48 
; 1x4 1x6 1x8 1x10 
C&Btr. RL 270.00 270.00 270.00 275.00 
D RL .....230.00 230.00 230.06 245.00 
Commons, $2 or 48 
No. 1 No. 2 No. 3 
a 145.00 100.00 
186.00 161.00 100.00 
Sugar Pine Selects 82 or 48 
6/4 RW 
B&Btr M8800 
c RL 280.00 
245.00 


No. 1 No. 2 No. 3 
122.00 80.00 
152. 00 122.00 80.00 





OAK FLOORING 

Clear Pin x24 #x1% x 

White 182.00 155.00 170 

Red 188.00 165.00 170 
Sel. Plain 

White 2.00 145.00 

Red 00 150.00 
#1 Com. 

White 53.00 

Red 57.00 
#2 Com, 

Pin. White 

& Red 105 70.00 5 60.00 
#1 Com, & 

Btr. Shorts 

1%’ 120.00 85.00 90.00 75.00 


130.00 
130.00 


SOUTHERN PINE 


Vertical Grain Flooring 

B&Btr Cc D 

ix4 Heart 260.00 235.00 200.00 
Flat Grain Flooring 

170.00 


175.00 


160.00 
165.00 


125.00 
125.00 
Drop Siding 
1x6 #106 .. 
x6 #116 ... 
Boards & oyenp 
1x6 ) 1x12 


191.00 
191.00 


170.00 
170.00 


140.00 
140.00 


No. 1 (D 

Grade) 140.00 140.00 178.00 
No, 2 ‘ 84.00 90.00 100.00 
No. 3 -+++ 69.00 76.00 ; 73.00 


No. 1 Dimension 
12’ 14’ 16’ 
99.00 99.00 102.00 2 
99.00 4 99.00 109.00 
99.00 b 99.00 190.00 
114.00 114.00 127.00 
132.00 132.00 132.00 142.00 
No. 2 Dimension 
2x 4 94.00 95.00 97.00 107.00 
2x 6 91.00 91.00 91.00 101.00 
2x 8 3. 90.00 88.00 98.00 
2x10 . 98.00 94.00 110.00 11 
2x12 . 90.00 90.00 117.00 
No. 3 Dimension R/L Only 
SS twee : : see ree, Sf 
2x 6 68.00 
2x 8 : . 68.00 
2x10 ° . -68.00 
2x12 ” 
All of the ‘above stoc k kiln Dense Stock. 
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REDWOOD 


Bevel Siding 


. Clear All 
. Clear All 
. Clear All 
. Clear All 
;. Clear All 
3. Clear All 
. Clear All 
. Clear All 
. Clear All 
. Clear All 
Note: A grade Y.G. Redwood Siding 
$5.00 less for %, % and % in above 
sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


lx 4 Clear Heart S4S.. 
ix 6 Clear Heart S48.. 
ix 8 Clear Heart S48.. 
x10 Clear pears | s4s.. 
1x12 Clear Heart 3 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc 
140.00 
Flat Grain Flooring 


120.00 
160.00 


Drop Siding 


1x6 (Pat. #106) 
1x6 (Pat. #116) 


135.00 
135.00 


Ceiling 
10.00 


Boards and Shiplap and 
2” (Dry) 


No. 
No. 
No. 1 Dimension 
12’ 14’ 
88.00 88.00 
88.00 88.00 } 88.00 
88.00 88.00 88.00 


88.00 88.00 88.00 88.00 
88.00 88.00 88.00 88.00 


7.00 
.00 
.00 
.00 


No, 3 Dimension R/L 
2x 4 
2x 6 
=x $ 
2x10 
2x12 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 105.00 
No. 3&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (air dried) 


14 18’ 
75.00 
75.00 
75.00 
75.00 
75.00 


toronorots 
HHH KH 
woes 


oro" 


No. 2 Dimension 


2x 4 70.00 70.00 
6 70.50 70.50 
8 69.50 69.50 
0 72.50 72.50 
2 
ls 


bons ters 
MRA 


68.50 69.50 


are now grading boards . 
3 common. ills do not grade out 
. 8 dimension as in fir 
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SELL WINDOWS 
IN ROLLS 


CRYSTAL-LITE TOUGH 
— CLEAR AS GLASS 





~ 
Big home, farm, See 
industrial market. 1001 
uses. Big volume year Suggested 
"round. Easy to install Retail Price 
100-yd. roll—36” wide 26° 


Per Lin. Foot 














SELL WINDOWS 
IN ROLLS 


VUE-LITE LOW COST 





Moves fast be- 

cause it's lowest cost 
quality material. White 
or green. 16 miles of 
cord to the 100-yd. roll 
36” wide. 


Suggested 
Retail Price 


58° 


Per Sq. Yard 


CORD REINFORCED PLASTIC 














SELL WINDOWS 
IN ROLLS 


GLAZ- SCREEN - WIRE AND 








PLASTIC - 3 DIFFERENT MESHES 








Tough wire 
and plastic. Lami- 
nated. Sold in 100- 











yd. rolls, 36” wide. 


Y%" Glaz - Screen— 
35¢ lin. ft 


14 «x 14 Mesh Glaz- 
Screen—17¢ per sq. ft 
9x 10 Mesh Glaz- 
Screen—13.5¢ per sq 
ft 




















SOL-O-umTE 








an 








COLORFUL 
5-ROLL 
DISPLAY 
HELPS YOU 
SELL 


See your Jobber or 


write toda 
complete list 


for 
of 


products, specifica- 


tion sheets, 


prices 


and promotional 


plan. 











See Us At Booth 441 
National Hardware Show 








SOL-O-LITE 


MANUFACTURING 


co 


NEW * : 


Tape-Dispenser Package 


A new dispenser package for 
home masking tape eliminates the 
need for a separate dispenser and 
special cutting tools. Main fea- 
tures of the new unit include a 
center opening for gripping the 
package; two open ends to gain 
easy access to the tape and a 
built-in metal cutter-edge to sim- 
plify cutting the Scotch brand 
masking tape. Minnesota Mining 
and Manufacturing Co., Dept. AL, 
900 Fauquier St., St. Paul 6, Minn. 


For more data circle No. 1 on coupon, p. 128 


Four-Track Aluminum Window 


A new full four-track extruded 
aluminum storm and screen win- 
dow is a combination window in 
which the four sections ride in 
their own continuous separate 
tracks. The new window is said to 
allow screen protection for an en- 
tire window, top and _ bottom, 
simultaneously. Jamaica Sash & 
Door Co., a AL, New Hyde 
Park, L. L., 


PRODUCTS 


Lock Installation Kit 


A lock installation kit, which in- 
cludes all tools used by profession- 
al locksetters for installation of 
Yale tubular and cylindrical locks, 
will be loaned to customers free of 
charge by local Yale & Towne 
dealers. Instructions for using the 
various installation tools are on 
the inside lid of the tool box. Yale 
Lock and Hardware Div., Yale and 
Towne Mfg. Co., Dept. AL, Chrys- 
ler Bldg., New York 17, N. Y. 


For more data, circle No. 3 on coupon, p. 128 








Awning Sales Plan 


A new permanent awning con- 
structed from Beautilite, a rein- 
forced fiber glass material de- 
signed especially for awning use 
and a fabricator-dealer sales plan 
is being offered by the Beautilite 
Company. The new Beautilite 
Color-Glo Awning was designed 
especially for fabrication on the 
local level. Only the component 
parts of the awning will be sold 
by the Beautilite Company. Fabri- 
cators will custom-make K.D. units 
to fill the requirements of their 
dealers from the 14 exclusive de- 
signs supplied. Beautilite Co., 
Dept. AL, P. O. Box 2, Bellaire, 
Tex. 


For more data circle No. 4 on coupon, p. 128 


(continued on page 104) 





4303M West North Ave. «+ 


100 


Chicago 39, i! 


For more data circle No. 2 on coupon, p. 128 


(To obtain more data on advertised products see page 128) 
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Conttivuy Nu-GRAI 


SIDING IS 


SILICONE-TREATED 


the most weather-resistant, dirt-resistant 
asbestos-cement siding ever offered by K&M! 


Se een 


The water resistance of the Siliconed surface of ““Century” NU-GRAIN 
Shingles seems unbelievable. It causes water to “ball up’’ instantly 
and roll right off. Tests have shown its astounding resistance to sun- 
light, industrial fumes, ice and snow and below freezing temperatures. 


Silicones are an invisible agent which cannot dissolve in water. They 
penetrate deeply and leave no surface film to peel off or wear away. 
Water-borne dirt, which can cause streaks under window sills and 
around other trim does not readily gain a foothold to mar the natural 
beauty of the shingles. 


“Century” NU-GRAIN Shingles are as permanent as stone itself. 
They will not burn, rot or corrode and never need paint for protection. 
The distinctive NU-GRAIN shades—green, brown, gray and white- 
tone—and the realistic wood-grain pattern are designed for a lifetime. 


Here, at last, is a truly weather-resistant, truly top-quality shingle 
for you to offer your customers—a new shingle that can bring new 
Saies, new profits to you. Write for complete information today! 


There are six “Century” Shingles now Silicone-treated. In style 
# 58: (straight butt line) NU-GRAIN gray, brown, whitetone and 
green (illustrated); also Shell White with cypress graining. In 
style # 57: Shell White with cypress graining and wavy butt line, 


KEASBEY & MATTISON 


COMPANY *AMBLER* PENNSYLVANIA 


America’s first maker of asbestos-cement shingles 


BurtLp1nc Propucts MERCHANDISER (To obtain more data on advertised products see page 128) 





S Ways New! 


MADE WITH NEW, EXCLUSIVE, WEATHER-RESISTANT GP-77 GLUE 


G-P LIFETIME SHEATHING- 


ee 


Available at 
no extra cost 
... guaranteed 
for the life 


of the house 


PACKS POWERFUL SALES APPEAL 


This richly textured decorative plywood 
paneling is sweeping the country... 
creating exciting dramatic interiors in 
all kinds of homes. Let the matchless 
beauty of G-P Ripplewood help you sell. 


When they eye it... they buy it! 
That’s low-cost G-P Ripplewood. 


(To obtain more data on advertised products see page 128) August 9, 1954 AMERICAN LUMBERMAN & 





BUILDING Propucts MERCHANDISER 


formula phenol formaldehyde 

glue, gives far greater water and 
mold resistance, thus assuring a 
stronger, more durable plywood 
sheathing. Here is an all-weather 
sheathing requiring a minimum of 
protection. 


] NEW GLUE — GP-77, a new 


NEW HOT PLATE PRESSING 

—G-P Lifetime Plywood 

Sheathing is produced by hot 
plate pressing, resulting in a dryer, 
lighter, flatter, stronger panel of 
greater dimensional stability able 
to withstand weather changes with- 
out effect. 


POPP PPP PP PP Pe PPH 
aang 
ie 


PriPPPbPee 


, 


sealing of G-P Lifetime Sheath- 

ing gives added protection at 
critical point . . . completely en- 
closes vulnerable edges of glue line 
from outside elements. All panels 
are color-marked for easy identifi- 
cation of type and thickness. 


3 NEW EDGE SEALING — Edge 


panels of G-P Lifetime Sheath- 
ing are available in all thick- 
nesses, packaged and steel strapped 
for economy and ease of handling. 


4 NEW PACKAGING — 4’ x 8’ 


saving time and labor; there’s less waste; they 

require fewer nails. Plywood sheathing fre- 
quently eliminates the need for corner bracing and 
reduces framing requirements. And with depend- 
able G-P Lifetime Sheathing, available the year 
around, it’s guaranteed for the life of the house. 


5 NEW SAVINGS—Large panels go up faster, 


Give your customers the best! 
Stock and feature G-P Lifetime Plywood Sheathing 


iit GD) te 


For further information, see your G-P plywood supplier or write: 


GEORGIA — PACIFIC 
PLYWOOD COMPANY 
Dept. AL-8, 270 Park Avenue, New York 17, N. Y. 


(To obtain more data on advertised products see page 128) 





CABINET HARDWARE 
NEWS! + LSTANLEY] 








New Complete 
Catalog 


New Items... 
New Lines 


For the past month you may have 
heard rumblings about Stanley’s big, 
new cabinet hardware program for 
1954. Now’s your chance to get in on 
the know! Get in early and with all 
the facts! A brand new, fully illus- 
trated catalog is rolling off the presses 
right now. Use the coupon below to 
order your copy. 

We can’t do justice to the completeness 
of this line in this space. you'll just 
have to get the catalog and then see 
the actual pieces at your supplier’s. 
But, for a starter, take a look at these 
new hinges for overlapping doors — 
available for the first time in the new, 
complete Stanley Cabinet Line. 


Ne. 337. No mortising necessary. 
Completely reversible. 


No. 339 applied on horizontal stile 
— no vertical mullion necessary. 


This is only a small sample of the many 
new items shown and described in the 
new Stanley Cabinet Hardware Catalog. 
Get yours now. Use the handy coupon. 








A Division of The Stanley Works 
TOOLS * FLECTRIC TOOLS + STEEL STRAPPING + STEEL 


Stanley Cabinet Hardware 
128 Lake St., New Britain, Conn 


Cabinet Hardware Catalog F-100. Rush mine 
out today. 


Name 
Address 
City 








104 


(To obtain more data on advertised products see page 128) 





| NEW PRODUCTS 


(begins on page 100) 





} 


Sink Installer Tool 

The Springload Sink Installer, a 
new tool for driving sink lug bolts, 
eliminates groping under the sink 
and makes it almost impossible to 
drop the bolt while positioning it. 
Installation time on the average 
sink and rim can be cut to 15 min- 
utes or less through use of the Sink 
Installer, according to the manu- 
facturers. The Sink Installer is a 
one-hand tool, adapted to working 
in tight places. Spring Load Manu- 
facturing Corp., Dept. AL, 3610 
First Ave., So., Seattle 4, Wash. 


For more data circle No. 5 on coupon, p. 128 


Adjustable Deadlock and Roller 


A new adjustable deadlock 
(left) for Slide-View glass doors 
provides that any adjustment of 
the bolt up to 4%” is controlled by 
turning the screw located above. A 
fully adjustable bottom roller 
(right) features a set screw locat- 
ed in the back of the interlocking 
stile that will position the vent 
frame so that it will roll easily. 
Slide-View Door & Window Co., 
Dept. AL, 521 N. LaCienga Blvd., 
Los Angeles 48, Calif. 


For more data circle Ne. 6 on coupon, p. 128 


Masonry Water Repellent 


An improved grade of Dam-Tite, 
silicone base water repellent for 
exterior masonry surfaces, is 
known as Dam-Tite Immmediate. 
The manufacturer advises that it 
is a colorless liquid which pene- 
trates masonry surfaces up to ", 
waterproofing the pore walls with- 
out plugging them or preventing 
air passage. Speco, Inc., Dept. AL, 
7308 Associate Ave., Cleveland 9, 
Ohio. 


For more data cirele No. 





7 on coupon, p. 128 


Garbage Disposal Unit 


A new garbage disposal called 
Disposalux is made of heavy alloy 
iron casting and net weight is 38 
pounds. Cutting edges are flame 
hardened to give a hard surface 
and long life wear. The built-in 
centrifugal pump helps prevent 
clogging of drain pipes. Required 
plumbing distance is only 61%”. 
Diamond Machine Tool Co., Dept. 
AL, 5111 Coffman-Pico Rd., Pico, 
Calif. 


For more data circle No. 8 on coupon, p. 128 


Circular Saw Vise 


SawVise is a new product for 
hand filing circular saws and 
dados up to 10” in diameter. Made 
of aluminum, the SawVise model 
VS-12 will attach to any work 
bench or table. The saw blade is 
held firm and rigid between two 
discs and may be turned on a two- 
inch length center stud with 3%” 
screw clamp. Power Products 
Corp., Dept. AL, 1516 McGee St., 
Kansas City 8, Mo. 


For more data circle No. 9 on coupon, p, 128 


Rib-Joint Pliers 


A new, heavy duty Rib-Joint 
Pliers, the No. 506-10, has full- 
forged rib joints. Ribs are not 
formed by machining. Because of 
this method of manufacture, the 
pliers are said to withstand maxi- 
mum stress and strain before frac- 
ture at the joint. Utica Drop Forge 
& Tool Corp., Dept. AL, 2415 
Whitesboro, Utica 4, N. Y. 


For more data circle No. 10 on coupon, p. 128 
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TILE 


Tools of quality for quality 
workmanship. Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated, 


MODEL WFT- 2 





cuts wood and 

resilient floor tile 
| 9" x 9" sq. or diag. © 12” x 12” sq. 

MODEL MPT-1 


cuts and 
bevels 
metal 
wall tile 


up to 5” x 5” sq. 
ond diag. 


MODEL FT-1 


PAT. No. 
cuts all 2641845 
resilient floor tile 


9” x 9" sq. and diag. 
12” x 12” sq. 


MODEL PT-91 
cuts 
plastic 
wall 
tile 


including 8%” 


DEALER RENTAL 
PROGRAM AVAILABLE 


WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers «Manufactures 


224 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 


BUILDING Propucts MERCHANDISER 


CUTTERS 





| 





Push Grille 


The No. 16 Nu-Way Push Grille 
is now being offered in special 
sizes to fit the insert panels on 
wood or aluminum combination 
doors. Formerly available for 32” 
and 36” screen doors, it now also 
comes in 21”, 23” and 27” widths 
for attaching to the screen panel 
on a combination screen-storm 
door. Macklanburg-Duncan Co., 
Dept. AL, Box 1197, Oklahoma 
City, Okla. 


For more data circle Ne. 11 on coupon, p. 128 


Picnic Table Kit 


With this kit that consists of 
two leg assemblies and two braces 
made of tubular steel, it is easy to 
make a picnic table simply by add- 
ing planks for the top and benches. 
Tables up to eight feet long can be 
made with this kit, which comes 
painted and is available to dealers 
at quantity prices from the manu- 
facturer. Bil-Jax, Inc., Dept. AL, 
Archbold, Ohio. 


For more data circle No, 12 on coupon, p. 128 


Sliding Towel Racks 


New nylon glides and a wider 





steel track are features of the im- 
(continued on next page) 





Packaged For 
SINGLE UNIT SALES! 


For volume sales in the expanding "Do-it- 
yourself” market! Packaged in single-window 
units, in representative sizes. Compact, clear- 
ly-marked, single-unit “kits” are easy to store 
and handle. Nothing to cut, trim or measure. 
The ideal “over-the-counter” sales unit. Also 
available — fast-moving, single-unit kits to 
weatherstrip doors. 


Tops in Operation [ 


Smooth, positive action. Accurate balance. 
Finger-tip control, plus the perfect seal 
against draft, dust, moisture. No wood-te- 
wood contact. Prevents sticking windows and 
window rattle. Permits removal of old-fash- 
ioned sash weights, and insulation of mullions. 


Simple Tnstallation! 


Any home owner can easily install his own! 
Installers cash in, too! No high-priced, skilled 
labor needed. One man can easily install 30 
windows or more, in only eight hours! 


Efficient ¢ Low Gost 
For Old or New Building 


Since 1946! The Milwaukee Combination 
can't be beat for lifetime efficiency, com- 
bined with low cost of materials and extreme 
ease of installation! Ideal for the installer! 
Ideal for the fit windows. Ideal for over-the- 
counter sales to “do-it-yourself” home own- 
ers! It will PAY YOU to write for information! 


MAIL THIS COUPON TODAY! 





Milwaukee Strip Service, inc. Dept. L-8 
4621 West Avenue 

Milwaukee 8, Wisconsin 

Please rush me folder and price tist of 


Milwaukee Combination Sash Balance end 
Weatherstrip. 


Address..... 








(To obtain more data on advertised products see page 128) 








ALUMINUM 
SCREENS 
for wood and 
metal windows 


peronsearn—rarn 








Manufactured to the Window Industry's highest 
standard in the large, modern Warren plant. 
Requests for samples honored when made upon 
your letterhead. Write Dept. A-10 for color 
catalog. Warren field engineer available for 
consultation on special problems. 


@ SPECIAL ORDERS @ 


Our engineering department available for devel- 
oping special roll-formed sections, hardware 
and weather-strip to customer specifications. 


Warren 
supply 


3701 N. W. Sist STREET, 
MIAMI, FLORIDA 


106 (To obtain more data on advertised products see page 128) 











proved Leigh Sliding Towel Racks. 
The racks are available in side and 
top installed models, and are de- 
signed to install inside the cabinet. 
Leigh Building Products Div., Air 
Control Products, Inc., Dept. AL, 
Coopersville, Mich. 


For more data circle No. 13 on coupon, p. 128 


Paint Spray Outfit 


The new Decora Model 2S-K 1/3 
hp Paint Spray Outfit has a direct 
drive piston-type air compressor. 
The gun supplied in this spray 
outfit is a combination type capa- 
ble of both internal mix or eternal 
mix operation. Decora Mfg. Co., 
Dept. AL, 1516 Park Ave., Emery- 
ville 8, Calif. 


For more data circle No. 14 on coupon, p. 128 


New Cooling Unit 


A new residential cooling unit 
named Weather-Aire, Models C-200 
(two-ton) and C-300 (three-ton), 
employs suction cooling with re- 
frigerant vapor for the motor com- 
partment, permitting use of a 1%- 
horsepower compressor in the two- 
ton model and a 2-horsepower 
compressor in the C-300 (three- 
ton size). Richmond Radiator Co., 
Dept. AL, 142 Binns, Uniontown, 
Penna. 


For more data circle No. 15 on coupon, p. 128 


New Clear Lacquer 


A clear lacquer for use in appli- 
cation to builders wooden forms is 
known as Form-Lac. It is a special 
formulation and has been tested 
for serviceability. Used as a heavy 
coating, Form-Lac is said to aver- 
age 125 square feet per gallon 
through brush application. Nation- 
al Chemicals and Plastics Co., 
Dept. AL, 1422 Philpot St., Balti- 
more 31, Md. 


For more data circle No. 16 on coupon, p. 128 


August 


Door Chime 

The Lido sounds two notes for 
the front entrance and a single 
note for the rear. Unique with this 
chime is the interest panel of 
plastic, framed in a metal cover. 
Over-all dimensions are 814” wide 
and 12” high. The Lido is available 
in three color combinations, desert 
sand with brushed brass tubes, 
eggshell white and brass or egg- 
shell white and chrome. Ritten- 
house Co., Inc., Dept. AL, Hone- 
oye Falls, N. . a 


For more data circle No. 17 on coupon, p. 128 


~~ Th mT] 
1 if 
i } . 


New Extension Ladder 

A new extension ladder develop- 
ment combines aluminum dowels 
and Douglas fir rails. Dowels and 
rails are fully rodded with dowels 
mounted in 14” recesses in the 
rails. The manufacturer claims 
that the fully rodded aluminum 
dowels and 1,” recesses give added 
strength not found in either all- 
wood or all-metal ladders. Made 
in 16’ to 44’ lengths, the new ex- 
tension ladder is available with or 
without rope or pulley. Rich Lad- 
der & Mfg. Co., Dept. AL, Carroll- 
ton, Ky. 


For more data circle No. 18 on coupon, p. 128 


Overhead Garage Door 

A new single section overhead 
garage door is made in two de- 
signs, one of eight panels fully 
paneled and the other with eight 
small lites of glass. The doors are 
installed as single section doors 
and have jamb type hardware. 
Anchor-Bilt Suburban garage door 
sizes are 8x7’ and 9’x7’. Anchor 
Sales Corp., Dept. AL, 350 37th St., 
Brooklyn 32, N. Y. 


For more data circle No. 19 on coupon, p. 128 


(continued on page 108) 
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MAXIMUM PROFIT with 
MINIMUM FLOOR SPACE 


The moment you place these hard- 
working salesmen on your floor they'll 
begin turning prospects into customers. 
Using the profit-proven principal of 
“letting the product sell itself,’ these new, 
attractive window displays will pay off 
in more store traffic and more sales per 
square foot than anything else in your 
showroom. And they'll keep selling all 
year ‘round! 





Follow the lead of America’s most 





successful lumber dealers... 


Stock,Display, Promote and Sell 


 wOtee| ciur-weu 


Double-Hung 


Unit Window Products! 


» Meer Otepley BILT-WELL WINDOW UNITS—Awning, Double Hung, Cose- 
ment, Basement, Storm and Screen, Gable, Sash & Louvers... BILT- 
WELL CABINET UNITS — Kitchen, Wardrobe, Multi-Purpose, Cor- 
ner China, Mantels...BILT-WELL DOORS—interior, Exterior, 


Combination, Garage, Screen, Flush, Entrances. 








Order your BILT-WeELL UNIT WiInDOW MERCHAN- 
DISING Kit from your distributor today, or mail 
the coupon for complete information. 


CARR, ADAMS & COLLIER COMPANY 
Well (Established 1866) Dept. AL, Dubuque, lowa 


: Please send me full information on Window Unit Floor Samples checked 
BILT @ WELL atid ’ 

Awning Double Hung Casement 
—: = Window Units Window Units Window Units 
wooo WORK 


NAMI 

COMPANY 

ADDRESS 

CITY STATE 


BUILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 128) 





For better sales, give customers 
a better buy...with 


KEYSTONE 


INSECT WIRE SCREENING 














IT’S BEEN PROVED over and over that Keystone Insect Wire 
Screening gives screen manufacturers a really important sales 
point. Keystone Screening is absolutely uniform and com- 
pletely dependable. It is strong and 
rugged — built to ensure users a Jong 
and trouble-free life of service. It 
gives your screens an extra value 
without extra cost to you. 
Keystone Insect Wire Screening 
is made in aluminum, bronze and 
galvanized steel... and, of course, 
in all usual widths. It meets U. S. 
Dept. of Commerce Commercial 
Standard 138-49. Order Keystone 
from your usual supplier for the 
customer satisfaction that wins sales 
and buiJds business. 


KEYSTONE 


WIRE CLOTH COMPANY 
HANOVER, PA FOSTORIA, OHIO 














NEW PRODUCTS 


(begins on page 100) 





Slip-Joint Plier 


Fuller’s new No. 601 Slip-Joint 
Plier features a two-position joint 
that will take up to 144” diameter 
bite and a wire cutter has been 
incorporated into the design. Teeth 
are accurately serrated to provide 
maximum grip, and a thin nose 
permits access to hard-to-reach 
spots. Pliers are packed one dozen 
to a box. Fuller Tool Co., Inc., 
Dept. AL, 3522 Webster Ave., New 
York 67, N. Y. 


For more data circle No. 20 on coupon, p. 128 


Enlarged Window Opening 

Enlargement of the opening in- 
sert to maximum opening on all 
Bee Gee 20 series casement, pic- 
ture and corner picture windows 
makes them do an even better ven- 
tilating job. With this change the 
20 series is now known as the M20 
series. In the new series overall 
heights are decreased slightly, 
while all widths remain the same 
as before. Brown-Graves Co., Dept. 
AL, 191 E. Miller Ave., Akron 1, 
Ohio. 


For more data circle No. 21 on coupon, p. 128 


Folding Stairway 


The new Simplex balanced ac- 
tion folding stairway is said to be 
simple and easy to operate. No. 1 
kiln dried lumber is used through- 
out. Hardware is fabricated of 
heavy steel. All parts are secured 
by bolts and screws. Shipped in 
one package, completely assem- 
bled. Precision Parts Corp., Dept. 
AL, 400 N. First St., Nashville 7, 
Tenn. 


For more data circle No. 22 on coupon, p. 128 
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Plastic Laminate Surfacing 

Lamin-Art plastic decorative 
material is for kitchen drain decks, 
cabinet tops and bathroom vanity 
surfaces. Its physical character- 
istics are said to assure long life in 
every-day use. Regular panels are 
available in various dimensions 
from 30x96” to 48x120". These 
come in standard 1/16” thickness. 
Other sizes are available to meet 
custom needs. Write Wilson & 
Hoppe Plastics, Inc., Dept. AL, 
Whittier, Calif. 


For more data circle No. 23 on coupon, p. 128 


Glass Fiber Plastic Panels 

Rippolite’s new 502 Small Ship- 
lap and 400 Bat and Board designs 
are available in standard stock 
widths of 33” and lengths of 8’, 10’ 
and 12’. The patterns have a 4” 
flat surface with a 34” offset. Cor- 
ners are rounded with a 4,” radius. 
Nine colors are available: Green, 
blue, yellow, clear, light brown, 
light green, light blue, rose and 
white. Rippolite Plastic Products, 
Inc., Dept. AL, 3910 Cohasset St., 
Burbank, Calif. 


For more data circle No. 24 on coupon, p. 128 


New Power Plane 
This heavy-duty electric plane 
has a cutter that shears off wood 
at the speed of 25,000 rpm. The 
Porta-Plane model 216 is said to 
remove 3/32” of wood at each 
stroke, producing a square, level, 
glass-smooth surface that needs no 
(continued on next page) 
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SPALEMASTER 














Make extra sales with 


the ‘‘do-it-yourself’’ 
folding door! 


Check all the sales-making 
reasons your customers go for this 
quality folding door. 

You'll see why more and more 
dealers are sweetening their profit 
margins with SPACEMASTER— 
the fastest selling folding door on 
the market. 











Here’s why: 


It’s low in cost... lowest in history of quality folding door, even with 
your full markup. 


it’s easy to install...takes about fifteen minutes...needs no special tools, 


It’s easy to decorate...can be slip-covered—or painted with any good 
rubber-base paint. 


It saves space...no area lost to door swing. 
Fits almost any standard opening. ..three heights; 6’ 6”, 6’ 842" and 8’ 0”, 
Three maximum widths; 2’ 6’, 3’ 0” and 4’ 0”. Doors can be used as 


pairs. 


It’s a Nationally Advertised Quality Product—made and backed by the 
makers of famous Modernfold doors. 


Get full details from your Modernfold distributor—or mail coupon, 


NEW CASTLE PRODUCTS, INC., New Castle, Indiana - Montreal 6, Canada 


SPALEMASTER 


New Castle Products, Inc. foldi g doors 
P.O. Box 983, New Castle, Indiana y 


Gentlemen: Give me full information on Spacemaster doors. 
® 
modernfold 


COP. 1954 NEW CASTLE 


PRODUCTS, INC 
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sanding. It weighs only 914 pounds 


For steady, more profitable and a bevel adjustment enables the 


plane to cut any angle from 45° to 


minus 15°. Porter-Cable Machine 
Window Sales Co., Dept. AL, 36 Exchange St., 
Syracuse 8, N. Y. 


G For more data circle No. 25 on coupon, p. 128 


Shour- 


New Door Vise 


A non-slip door vise is designed 
to mount at the bottom of the door, 
holding it rigidly in open position 
while boring holes for locks, 
weatherstripping or painting. Ad- 
justable to doors up to two inches 
thick. E-Z Mark Tools, Dept. AL, 

3705 Robertson Blvd., Los An- 
VENTO BONDERIZED : geles 16, Calif. 
“Champion” For more data circle No. 26 on coupon, p. 128 


BASEMENT WINDOWS 


+4 ; 
t ‘ perat Jive 














VENTO CASEMENT WINDOWS 
All casements drilled and tapped to receive 


storm sash and screens, operator arm Handyman Builders’ Saw 
guide channels attached with screws for easy The H70 seven-inch Builders’ 


removal and replacement, if necessary ; Saw is designed for the small 
ventilator frames constructed from the same builder, handyman and workshop 
heavy sections as the outside frame. This h¢ebbyist. The H70 cuts a dressed 
provides greater rigidity and stronger ventilators. 2 x4 hy Fag on from 7, - 
; 234” ¢ °. Saw will accommodate 

Also ask « xtra value in: 1 ie SA. gol 
Also ask about the extra value in Vz” abrasive wheels and comes 
. , furnished with a combination rip 
VENTO a pte Lintels (for Block and Brick and crosscut blade, wrenches, 

onstruction —— 4 
VENTO “Champion” Barred Basement Windows Font aimee “ 0" le 8 re 
VENTO “Champion” Utility and Barn Windows Tol ay nad OL ON y B it rhe 
VENTO “Thrifty” Utility and Special Tyoe Windows Con 8, ept. 4 ew ritain, 
onn. 


For more data circle No. 27 on coupon, p. 128 


VENTO “Thrifty” Basement Windows 


Write us for full information. 


Some desirable territories are open for representatives Adjustable Furniture Glides 
and distributors. Write for full particulars. » 
A new type of self-locking ad- 
STEEL PRODUCTS co Inc justable glide has a _ rolled-on 
Fe . 


spline thread that allows the glide 
249 COLORADO STREET BUFFALO 15, N. Y. stem to be locked against turning, 
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while a nut, captive to the socket, 
rotates in the threads to extend or 
retract the glide. The product is 
named Lokswiv Adjustable Glides. 
It is believed that this Controlled 
Support feature will receive wide 
acceptance in furniture circles. 
Adjustable Caster Co., Dept. AL, 
1411 Walnut St., Philadelphia 2, 
Penna. 


For more data circle No. 28 on coupon, p. 128 


Heavy-Duty Saw 

A panel cutting saw called the 
Panel Master is said to be the an- 
swer for heavy-duty cutting and 
trimming of sheets and panels and 
any thin sections of metal or soft, 
rigid materials. The Panel Master 
comes with four assorted blades 
and wrenches necessary to make 
adjustments. Kett Tool Co., Dept. 
AL, 5 E. Third St., Cincinnati 2, 
Ohio. 


For more data circle No. 29 on coupon, p. 128 


Bench Line Expands 

The Modern-Flow Steel Bench 
line has expanded. Sixteen new 
models have been added to the line, 
offering a choice of three different 
type tops, 12 gauge steel, mason- 
ite covered steel and laminated 
wood. Modern Flow Benches in 
the 210 series shown are available 
in five-foot and six-foot lengths. 
Similar units without drawers and 
no riser at rear of top are also 
available. Equipto Div., Aurora 
Equipment Co., Dept. AL, 422 
Cleveland Ave., Aurora, Ill. 


‘ 
For more data circle No. 30 on coupon, p. 128 


Perforated Paper Tape 

A new paper tape for use on 
drywall construction, Synko-Tape 
Slit Perforated, embodies several 
basic changes in design and proc- 
essing which are said to offer im- 
proved working qualities. Minute 
punched slits in the tape permit 
the free passage of air when the 
tape is being bedded, without al- 
lowing the joint cement to pass 
through the slits. Synkoloid Co., 
Dept. AL, 618 S. Clarence St., Los 
Angeles 23, Calif. 


For more data circle No. 31 on coupon, p. 128 
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| Saves 30% to 40%, 
} 


Easy operation! 


Silent operation! 


GET THE 


FACTS 


ON THE MOST 


on fuel! 


ADVANCED WEATHERSTRIPPING! 


COMBINATION METAL WEATHERSTRIP 
AND SASH BALANCE 





e’s the complete 
story about the most advanced 
window equipment on the mar- 
ket! It’s a new folder that gives 
all the facts on Zegers 
seal Combination Metal. 
Weatherstrip and Sash Bat- 
ance .. . how it provides 41, 
times better weather protec- 
tion plus easy window opera- 
tion. Read about ra-seal’s 
One-Piece Jamb Member that 
maintains a constant air seal 
and smooth opening and clos- 
ing no matter how the sash 
may expand of contract... 
about “S‘-vel” coated springs 
that assure silent operation. 
See actual scientific proof that 
Dura-seal provides the best 
weatherstripping. Write for 
this important folder today! 
Zegers Incorporated 
8088 South Chicago Ave. 
Chicago 17, Illinois 


(To obtain more data on advertised products see page 128) 





reasons wh | 
10 YOU'LL SELL MORE HARDWARE 


Majestic | me 
CIRCULATOR | ae 5 4 INTE; 


FIREPLACES | : CHAIN DOOR GUARD 

- aN Ives Chain Door Guards 

, are basic equipment in 

thousands of homes, fac- 

tories and commercial 

buildings. Carefully fash- 

Ruggedly built to last for a ‘ AG ioned in polished Brass 

**housetime.”’ ; or Bronze, they’re recog- 

Patented “Radiant Bludes''~— a , ' , nized everywhere as 

. Built-in d r with patented (s finish hardware with... 

45% more heating surface, poker-contrel. the EXTRA QUALITY 
al Touch! 





Scientifically designed for best 


. 6 Will heat one or more rooms. | 
operation. | 


Circulates heat that other fire- 
places waste. 





P 


Saves material and labor in 
installation. Ample downdraft shelf to as- 


sure smoke-free operation. 
Exclusive “Angle Seal'’ covers 


gap between unit and ma- 10 Properly proportioned smoke 
sonry. dome for full efficiency. 








For Masonry Fireplaces, Sell Majestic’s Easy-Operating Dampers | 


Sturdy formed steel dampers that make any Window 

fireplace perform better. Proportioned for :: Ventilating 

proves smoke dome design. Patented Lock 
ajestic poker control! Extra tight closure 

for air conditioned homes. Easy to install 


—— "ehber or write for full detoils for the EXTRA QUALITY touch! 

















Mortise Door Bolts 





The Majestic Co., Inc. ath -—_ ss © 


300-B Erie Street Huntington, Indiana 











THE H. B. IVES COMPANY - NEW HAVEN, CONN, U.S.A. 








From the 
CONVEY IT... snow covered eo 


FOR FASTER LOWER COST HANDLING peaks of the 


Rockies... 


2 


“comes the finest 
ENGELMANN SPRUCE 
and LODGEPOLE PINE grown 


If you have a job that requires the Best Boards 


Move flooring, laths, shingles, any building ma- in Construction, contact us for Prices and 
terial with a smooth riding surface, to and from Availability. 

saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
No. AL-84. 


Member of Western Pine Association 


STANDARD CONVEYOR CO. 


one Bes, See MONARCH LUMBER CO., Inc. 
& wi ao degpabees LITTLETON, COLORADO 
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WHAT'S YOUR ANSWER? 


Service to subscribers is the prin- 
cipal reason for the existence of every 
well-managed trade journal. For 81 
years, American Lumberman has 
faithfully performed its duty of reader 
service—and this tradition continues, 
now utilizing modern means. 

The regular biweekly publication 
schedule of American Lumberman en- 
ables 30,000 building materials dealers 
to get an interpretative look at the 
industry news while it’s news, and 
not four to six weeks behind the times. 

Besides the latest news, American 
Lumberman covers the merchandising, 
distribution and management phases 
of retail building materials business 
with timely articles. 

In addition, a number of regular 
departments help you keep abreast of 
the times. These include, Report from 
Washington; Your Financial Counsel- 
lor; Your Profit-Making Forum; AD- 
service; Market Reports; New Prod- 
ucts; Sales Aids; and New Equipment. 

Your questions on any editorial fea- 
tures or advertised products will be 
answered promptly. Write the Ameri- 
can Lumberman, 139 N. Clark St., 
Chicago 2, Ill. 


1. What is the newest quick 
profit maker just introduced for 
the do-it-yourself market? 

2. How can a paint mixer help 
sell paint accessories? 


3. What portable tool company 
has announced a revised dealer 
discount schedule? 


4. What added feature is offered 
shoppers at Whiting-Mead’s self- 
service store? 


5. What’s significant about a 
fork lift truck receiving an Under- 
writers’ Laboratories rating? 


6. What are the 3 P’s of the 
Briggs Lumber Co.? 


7. What are the advantages of 
dealing through wholesalers? 


8. What organization is offer- 
ing to help dealers get set up in a 
prefab home business and handle 
the financing if necessary? 


9. What wrought iron specialty 
manufacturer has introduced a 
new point-of-sale display for his 
product? 


10. Why is Burnok becoming 
important to the paint industry? 


Answers on page 114 
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PROFITABLE! 


RANGEBU RG 


ROOT-PROOF PIPE 


Profitable for you and for your customers too! 


You, the merchant, profit by its constant demand — its quick turn- 
over. The plumber, builder, the one who installs Orangeburg, profits 
by the speed and ease of laying it. The home owner profits by its 
reasonable price, also by the economy of installing it — and by getting 


a dependable high quality pipe line. 


With Orangeburg, the original bituminous pipe, you build soundly, 
profitably for immediate and future business. 
‘There’s no substitute for Orangeburg.” 


Its many advantages—Long light 8-foot lengths —save 
time and money in handling. Taperweld water-tight joints 
are made “‘in a jiffy” with a few hammer taps. Orange- 
burg’s exclusive fittings further simplify installings. 


Its non-metallic material resists acids and alkalies — 
holds up under temperature changes, normal traffic and 
earth tensions — makes a durable pipe line. 


Orangeburg Root-Proof Pipe is for sewer lines from house to street main or 
septic tank, drain lines from downspouts, storm drains, all non-pressure uses. 


Orangeburg Perforated Pipe is for septic tank disposal fields, 
foundation drains—draining wet spots in lawns, fields, 


barnyards, service stations. 


BE SURE TO GET GENUINE ORANGEBURG. 
LOOK FOR THE TRADE MARK ON THE PIPE. 





1 
Order Orangeburg the Vs BEND 


Pioneer and Leader from 
your Wholesaler today. 
Send to Dept. AL84 for 
Orangeburg’s Free Signs 
and Sales Aids. 








WYE 


Ye BEN 








ORANGEBURG MANUFACTURING CO., | 


West Coast Plant — 


NC. ¢ 


Newark, California 


Orangeburg, New York 


(To obtain more data on advertised products see page 128) 








OUR LEGS 
\\ QUALITY 


CONSTRUCTION 
PRICE 
DELIVERY 


BELSON GENUINE 
WROUGHT IRON LEGS 


NO VISIBLE 4 SCREWS PER LEG 
WELDING 
Ya" x 1” 

CORNER PLATE 
ALL SURFACES 
SHOT BLASTED 
FREE OF SCALE, 
FLUX, RUST, ETC, 


/,"" DIAMETER 


15° SLANT 
a Or 


SMOOTH, MATTE 


+ te erg 


PRICES PER SET OF 4 
Including all necessary screws 


PERFECT RADIUS 


Bureaus, Coffee Cocktail TV, Lamp Dining 
USES Chests Tables Tables Tables Tables 


SIZE 6" 12" 16" 22" 28" 


STYLE 
Hairpin $4.95 $5.95 $4.75 $7.95 $9.% 


Diagonal 3.95 4.75 5.75 

















7 
ee 


























60 60A 
le 
ROOM DIVIDERS 


Stock No. Height Depth Suggested Retai 





RD 60 60" 12" $18.95 Pr 
RD 33 33" 4% es 
RD 27 27" 








4.50 ea 
RD 60A 60"’ i 7.95 @a 

BOOKCASES 
BC 27 27" 10" 
Bc 38 3" io" 











9.95 pr. 
12.95 Pr. 











ma 6 
BC 27 A 
BC 38 








Send for complete catalog. 


BELSON «<< 


NORTH AURORA 4, ILLINOIS 
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WHAT'S YOUR ANSWER? 


Solution to the 
questions on 113 


1. Keencraft Do-it-yourself Fur- 
niture. Ad’s on page 6. 


2. Customers can browse while 
the paint is mixed. See “Paint 
Sales Low?” Page 46. 


3. Black & Decker. Announce- 
ment appears in ad on page 89. 


4. An advisory staff to provide 
product information. See “You 
Can Shop Supermarket Style 
Here.” Page 50. 


5. These are the first LPG ma- 
terials handling trucks approved 
for confined spaces. See Clark 
Equipment Company’s announce- 
ment, page 11. 


6. See “Secrets of a Small-Town 
Dealer,” page 40. 


7. See Armstrong Cork’s explan- 
ation in its ad on page 48. 


8. Pana House, Inc. See story 
on page 48. 


9. E. F. Brewster. Ad appears 
on page 48. 


10. It’s an ingredient added to 
the new gelled paints which will 
appear this fall. See story on 
page 95, 

What's YOUR Score? 
9 or 10 correct: Excellent! 


7 or 8: Good. 5 or 6: Fair 





PROFIT SHARING 


(begins on page 74) 





to aid in bringing to the corporation 
the right type of leyal employes. We 
want men who feel that their career 
lies with the company, who ave willing 
to stick by in good times or bad. They 
will know that they will share in the 
good fortunes of the company and will 
be patient when the going might be 
tough. They will be more efficient be- 
cause doing so will help themselves as 
well as the company. It will not be 
necessary to keep dead wood on the 
payroll and we will be able to con- 
duct operations with the right number 
of employes. Employes will be able to 
keep expenses down because it will 
directly result in money in their 
pockets. 





MARKETS 


(begins on page 96 





No. 2 common dimensions show 
deliveries here for around $80 for 
2x 4, 2 x 6s and 2 x 8s, with $85 
the price quoted on 2 x 10s, for 
example. Some lumber is moving, 
but yard operators report there is 
no heavy demand. 

Around the middle of July, there 
were some offerings of fir at the 
mills at $85, which with freight of 
$33.25 te Baltimore, would have 
been $118.25 per M delivered here. 
Around the end of July, the same 
lumber was being offered at cer- 
tain mills for $72, which would 
have made the delivered price here 
around $105, still too high, accord- 
ing to dealers. Before the strike, 
they were getting the lumber for 
around $93. 

Although the price has come 
down, yard operators here said 
they do not feel there will be much 
more concession for a while, and 
that very likely the market will be 
firm for the remainder of the year. 


Southern Pine 


The 122 mills reporting to the 
Southern Pine Association had or- 
ders for 20,583,000, shipments of 
22,460,000 and production of 19,- 
161,000 feet for the week ended 
July 17. 

Shipments were 17.2% and orders 
were 7.4% above production for the 
week. Orders were 8.3% below ship- 
ments. The orders on hand de- 
creased 3.1% during the week. 


Western Pine 


The Western Pine barometer for 
the week ended July 17, 111 mills 
reporting, gave orders as 69,354,- 
000, shipments as 52,262,000 and 
production as 53,824,000 feet. In 
the corresponding week a year ago 
the figures were 83,566,000, 74,- 
414,000 and 82,995,000 feet. 

Shipments were 2.9% below and 
orders were 28.9% above produc- 
tion. Orders were 32.7% above 
shipments. 





PAINT ACCESSORIES 


(begins on page 62) 





thing in newspaper display adver- 
tising is to remember to mention 
accessories in every paint ad. II- 
lustrations of accessories in use 
are best, but a simple listing, with 
prices, will help. 

Classified sections of newspa- 
pers are an excellent spot for ad- 
vertising paint and accessories. 
These pages are often the best 
read in the paper. 
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ith MEDCO lumber 
in 5 great species 


You can save buying time and make more 
sales by calling on Medco for a variety of 
species and products. Medco’s five great 
species provide a one-stop source of textures 
and grains for nearly every building job! 
And Medco is quality lumber—lumber that’s 
produced from vast timberlands at the rate 
of 350,000 feet daily—lumber that’s precision 
milled, carefully kiln dried, inspected and 
graded. You can be confident you are getting 
the cream of the crop in lumber products 
and maximum value. 


Put Medco’s high quality and diversity of species and 
products to work for you. Ask for the name of your 
Medco representative today. 


DOUGLAS FIR 


Flooring, Siding, Finish, 
Casing, Base, Mouldings, 
etc. Industriol KD Clears, 
4/4 through 16/4; Com- 
mons in Boards and Dimen+ 
sion, and timbers up to 
16x16 32°. 


PONDEROSA PINE 


Beautiful Finish lumber for 
interior Millwork. All thick- 
nesses 4/4 through 8/4. 
Standard Mouldings and 
Knotty Pine Panelling. 


SUGAR PINE 


Superb Industrial Pattern 
stock in 8/4, 10/4, a 
16/4; 4/4, 5/4, & 6/4 Se- 
lects and Shop lumber in 
finest of texture. 


WHITE FIR 


Produces fine small knot di- 
mension stock and excellent 
lightweight sheathing. 


INCENSE CEDAR 


Fine grained, easy to work 
Finish. 4/4 Commons to 
panelling, shelving and 
sheathing. 
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Grant-Stand Display Unit 

This display stands five feet 
high, two and a half feet wide and 
requires but a foot and a half in 
depth. It is constructed of black 
lacquered pegboard, clear pine and 
wrought iron legs. Dealer chooses 
any hardware from the Grant line 
and receives display completely 
free of charge. Grant Pulley & 
Hardware Corp., Dept. AL, 31-85 
Whitestone Pkwy., Flushing 54, 
N. Y 


For more data circle No, 32 on coupon, p. 128 


Iron Leg Merchandiser 

Black wrought steel legs are dis- 
played on a unit which features a 
table made from a slab door. A 
pegboard panel, painted blue and 
framed, is mounted along one edge 
of the table. The pegboard serves 
to display 10 sample legs in vari- 
ous models and sizes. Mounted on 
the top of the table are two sam- 
ples of tubular folding legs. E. F. 
Brewer Co., Dept. AL, 4835 N. 
124th St., Butler, Wis. 


For more data circle No. 33 on coupon, p. 128 


Tileboard Sample Display 

A set of three dual-purpose fold- 
ers containing full size samples of 
Insulite tileboards is available to 
lumber dealers. The book-like fold- 
ers serve as (1) a compact sample 
case that keeps the tileboards 
fresh and clean and (2) an attrac- 
tive counter display with the addi- 
tion of a colorful top sign. Insulite 
samples are mounted cellophane- 
wrapped one to each side of the 
silver-gray covers. Minnesota & 
Ontario Paper Co., Dept. AL, 500 
Baker Arcade Bldg., Minneapolis 
2, Minn. 


For more data circle No. 34 on coupon, p. 128 
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ol) CONTINENTAL 


STEEL PRODUCTS 


For taster turnover .. 
NAI LS Many a successful dealer has 


found that he can “build sales with nails.” 
Stock up now. Keep a complete line of 
dependable quality Continental nails. Your 
Continental salesman can supply you with 
a selection made from more than 10,000 sizes 
and types with a variety of finishes, heads 
and points to attract all classes of trade. 


More profit 


ORNAMENTAL 
LAWN FENCE 


Continental Ornamental Lawn 
Fence is made of special analysis 
COPPER STEEL for extra resistance to 
rust and corrosion CLEAR THROUGH. 
Display this bright galvanized 
fence, in both double and single 
picket styles, and it sells itself. 
Don't forget to order a supply of vor 
Continental Flower Bed Border for ® Noils, Staples, Lown Fence, 
extra-quick sales. Ww 


PRODUCERS OF: 


@15 types 





sf Farm Fence 
Posts, Gates, Barb Wire 


CONTINENTAL 


STEEL CORPORATION «¢ KOKOMO, INDIANA 


@ Standard Styles of Gal 


zed Roofing and Siding 





re Products 
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QUESTIONS 


your customers are sure to ask about 
SLIDING DOOR HARDWARE INSTALLATIONS 


Q What are the advantages of center 
mounting and 8 wheels per door? 


A Hangers that are center mounted 
support door weight in a true vertical 
position, relieving stress or pressure 
against door guides or frame. Hangers 
providing eight nylon wheels per door 
distribute weight more evenly over 
track, providing extremely quiet, ef- 
fortless operatiecn. Only custom 
Kennatrack offers these two highly 
desirable features. 


Q When should adjustable hangers 


be used? 


A Whenever headroom is sufficient. 
Vertical adjustment permits easy 
alignment of door to jamb. Read- 
justments are easy to make if settling 
and other changes occur. Kennatrack 
also offers non-adjustable hangers of 
exclusive design for use where extra 
strength and neatness are desired, or 
where headroom is limited to one 
inch. This type is highly desirable 
where plywood doors are used. 


Q Why should a steel frame be used 
for all pocket door installations? 


A Toavoid costly as wellas frequent 
troubles caused by warping of wood 
frames. An exclusive development of 
Kennatrack Corporation, “‘Kenna- 
frame’’ is the steel frame that 
completely eliminates this danger. 
Easy to install, and with center 
mounted 8-wheel hangers for smooth- 
est performance, “‘Kennaframe’’ is 
widely used for 2 x 4 wall installa- 
tions. Any type of wall material or 
trim may be applied. Doors can’t 
possibly bind if this prefabricated 
steel frame is used. 
. 


Q Can millwork be eliminated? 


A Using Kennatrack hardware, the 
need for millwork has been eliminated 
for practically ali installations. Com- 
plete packaged sets include versatile 
molded nylon guides that eliminate 
need of saw kerfs for doors of 
all thicknesses. 



































Q How can I be sure the right track 


is used? 


A Selection of the right track for a 
specific installation is highly impor- 
tant. Reference to the Kennatrack 
Buyer’s Guide takes all the guess- 
work out of selecting the right hard- 
ware. An easy-to-follow index leads 
to complete descriptive information, 
scaled detail drawings and architects 
specifications for each series. Write 
today for your free copy. 


KENNATRACK CORPORATION, ELKHART, IND. 
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micarta — 


Unitop 








..-THE NEW ONE-PIECE 
COUNTER TOP THAT MEETS THE 
NEEDS OF ALL YOUR CUSTOMERS 


© 


distributed by 


Builders and Contractors like Unitop because 
its simple installation cuts costs, Top and back- 
splash are combined in one unbroken piece, 
requiring no joints or molding. All edges are 
accurately machined. And it comes in 3 stand- 
ard lengths, plus an interchangeable left and 
right-hand corner unit, to meet layout 
requirements of any kind. 
Homeowners like Unitop because it’s a practical 
*‘do-it-yourself”’, counter-top package available 
with all necessary accessories, And factory join- 
ing of MICARTA® to plywood assures proper 
alignment . . . a permanent bond ; ; . a lastingly 
carefree counter surface. 

Ask your United States Plywood Corporation 
representative for details, or simply use the 
coupon below, J-06587 


Westinghouse 


micarta 


UNITED STATES PLYWOOD CORPORATION 
largest plywood organization in the world 
and U S.~MENGEL PLYWOODS - INC 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


Please send full information on your MICARTA 
Unitop plan, 


Nome 
Address 


- a lone State 
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Patio Garden Bell Package 

A new colorful display package 
for the Bevin Patio Garden Bell 
is a tray type counter display in 
red and black. The display pack- 
age contains a polished six-inch 
solid brass bell. Bevin Bros. Mfg. 
Co., East Hampton, Conn. 


For more data cirele No. 35 on coupon, p. 128 


WHY musth worn nt RR CARS 
BY YESTERDAY'S METHODS ! 


Takes only one man— 
any man — with a 
SILENT HOIST Electric- 
Driven Capstan Car F 
Puller, to move 1 to 20 
cars bulging with build- | 
ing supplies! No groan- 
ing, no sweating, no 
back-breaking...no in- 
juries, no truck break- 
downs, no downtime 
losses! Engineered to 
work in the worst 
weather, heat, or cold, 
it serves for years and 


production and profits. 
ever got along without it. 
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years without oiling or other attention... 
costs so little! You'll be amazed how it boosts 
You'll wonder how you 
Join the hundreds of 
users who swear by the SILENT HOIST Car Puller. 
Write today for Bulletin No. 64A, 


SILENT Hoist & CRANE CO., 860 63rd ST., BROOKLYN 20,N.¥ 


(To obtain more data on advertised products see page 128) 


Animated Insulation Display 

A new display featuring Spin-du 
and the Magic Blanket is available 
for use by lumber dealers. The car- 
ton figure at the top of the display 
rides the blanket back and forth, 
powered by an ordinary flashlight 
battery. Below the selling message 
is a full width Baldwin-Hill Spun 
Blanket stapled to two actual 
studs. Display measures 22”x16”. 
saldwin-Hill Co., Dept. AL, 500 
sreunig Ave., Trenton 2, N. J. 


For more data circle No. 36 on coupon, p. 128 


Paint Roller Cover Dispenser 

A new multi-colored dispenser 
for paint roller covers is designed 
to hold 12 covers. It is available 
to dealers immediately through 
legitimate jobbers. The new dis- 
penser can be placed on the count- 
er or tac ked on the » wall or shelf 


divider. Thomas Products Co., 
Dept. AL, 8490 Lyndon Ave., De- 
troit 21, Mich. 


For more data circle Ne. 37 on coupon, p. 128 


Calk & Paint Promotion 

Calk First—Then Paint is the 
theme of a special promotion that 
is offered through wholesalers. 
The three elements in the cam- 





Now available with 
bronze oilite bear- 
ings. Plated or 
stainless steel or 
solid brass. 


STORM DOOR CLOSER 
and PROTECTOR 





and it 














Idealox and 
Idealatches 


With or without key 
locking. Just drill 
three “4” holes one 1” hole 


August 9, 


& af} <= 


#80 the only self-lubricated, 10 year 
guaranteed closer. 


#90 available 
without chain. 


* 


ONE-BORE LATCH 


i) 
us 


| 8,000,000 in use 
today. Just drill 


Write today for prices and catalog sheets. 


IDEAL BRASS WORKS, INC. 


250 E: 5th St St. Paul 1, Minn 
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paign include a new dispensing 
carton, a paint can display card 
and a window streamer. They all 
convey the message of Calk First, 
Then Paint—for a better paint job. 
Gibson-Homans Co., Dept. AL, 
2366 Woodhill Rd., Cleveland 6, 
Ohio. 


For more data circle No. 38 on coupon, p. 128 





Silent Salesman 


Dealer Sales Aids 


Here’s a new counter card for 
Cuprinol wood preservative. A 
sample can fits in one part of the 
card, the sales message in another 
and a pad of free Tips for Handy- 
men in a third. Also included in 
the second kit of dealer aids for 
1954 is a folder illustrating news- 
paper mats. Cuprinol Div., Dar- 
worth, Inc., Dept. 


made in the four most-called-for 
sizes .. »”, 52", 34” and %”. 
Arrowhead super- -hard_ nickel- 
plated glides are also offered in 
similar packaging for the retail 
trade to meet a lower price de- 
mand. Mattatuck Mfg. Co., Dept 
AL, 2000 E. Main St., Waterbury 
86, Conn. 


For more data circle No, 41 on coupon, p. 128 





& Viz . 


AL, Simsbury, 
Conn. 


For more data circle No. 40 on coupon, p. 128 


The Silent Salesman does double 
duty as a floor display and selling 
unit. It displays various types of 
package-unit sliding door hard- 
ware and permits buyers to make 
selections. The display is con- 
structed of heavy corrugated 
board. Only 49” tall, it occupies 
just under two square feet of floor Packaging is designed for counter 
space. Acme Appliance Manufac- tray display, but a self-service 
turing Co., Dept. AL, 35 S. Ray- counter merchandiser and display our fifth annual Fall and Winter Mer- 
mond Ave., Pasadena 1, Calif. unit will also be available to the chandising Issue—look for it—Sep- 
For more data circle No. 39 on coupon, p. 128 trade. Stainless Steel Glides are tember 6 


QUIK-SET 2. pons 


Packaged Furniture Glides 
Arrowhead Stainless Steel Glides 
are packaged in sets of eight on 
attractive two-color boards and 
cello-wrapped to prevent loss. 


Sys 


Want More Business? 
“Of course,” you say, “if it’s profit- 
able business!” You'll find a lot of new 


profit-proven merchandising ideas in 








Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


Straight or Mixed Cars 





The ideal saw buck for construction, masonry 
work, painting, household and farm use, Set-up 
or knocked down in a jiffy, yet really rigid! Easy 
to carry, easy to store. High tensile rail steel for 


@ Common Boards 
% Barn and Drop Siding extra heavy loads, extra safety. 
et Meme cas Sse apd fs et 
@ Factory & Flask Lumber = ee ee ee ene 
@ Knotty Pine Paneling - LREYGEE 





ANDERSON PRODUCTS MEG. co. 
$24 North Highland Ave. 
Aurora 2, Illinois 


Picase send me complete prices and information on the Quik- 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bidg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Lid. Rainy loke. Ont 


Set saw bucks . . . and especially your plan on using Quik- 
Sets as a business-building promotion item. 


Name of business 


Address 








(To obtain more data on advertised products see page 128) 
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Finest 
ZS CREEN 
Rollers 


Convex Face 


St “ 
1/16” face 
Primarily oy in outne § the J mag 
ing into frame Can 
supplied wah 3/32” rounded Sean 


Concave Face 


Standard 2” dia. 


For an won b spline into frame after 
screening been positioned. 
Standard yy sizes are .093 
.125 and .170 width of face. 


Flanged 


** ’ 


Standard stock size is 2° and 
1.5/8" diameters by 9/16" width 
of face. 


Special sizes on ali above tools can be 
made to crder. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN, U.S. A. 











| Products of M Merit 
CONSUMERS, 


WATERPROOF) 
'TILE BOARD? 








@ The quick, clean. easy way to put 
up tile board, ony thickness — 
permanently! 


@ Never sets brittle .. 
out and pull away. 


won't dry 
© Waterproof. Contains special 
rubber base. 


@ Exonomical. Covers 150 sq. ft. per 
gallon 


®@ Available in quarts, gallons, 5 
gallons 


es 
ORDER FROM YOUR WHOLESALER - 


OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST ST. LOUIS 6, MO 


(To obtain more data on advertised products see page 128) 





Power Mowers Spray Lawns 

A power spray unit that attaches 
to power mowers, rotary or reel 
type, is called the Strunk Economy 
Spray Jr. The new unit uses the 
power of the mower engine to 
throw a fine, dense spray of in- 
secticide, disinfectant, weed killer, 
or water-soluble fertilizer. The 
spraying pressure can be regulated 
by the speed of the mower engine 
from one to a hundred pounds. 
Sprayer Div., Strunk Equipment 
Co., Dept. AL, Coatesville, Penna. 


For more data circle No. 42 on coupon, p. 128 
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Industrial Casters 

Six series of Rapistan industrial 
casters are now available with 
sealed raceways and sealed wheel 
bearings that keep lubricants in 
and foreign materials out, accord- 
ing to an announcement. Seals are 
available on caster models with 
individual load capacities ranging 
from 175 pounds up to 1,500 
pounds. Rapids-Standard Co., Inc., 
Dept. AL, 342 Rapistan Bldg., 
Grand Rapids 2, Mich. 


For more data circle No. 43 on coupon, p. 128 


Cable Electric Hoist 

Cable Quik-Lift Electric Hoists 
range in capacity from 500 to 
4,000 pounds with a choice of lift- 


August 9, 





ing speeds and types of suspension. 
In addition to stressing strength 
and long life, the new hoists pro- 
vide push-button control; large, 
separate load and motor brakes; 
foolproof limit switch and many 
other features. Coffing Hoist Co., 
Dept. AL, Danville, II. 


For more data circle No. 44 on coupon, p. 128 


Surfacer, Jointer and Moulder 


A new combination surfacer, 
jointer and moulder is known as 
the Model No. 915. The new ma- 
chine has a capacity of 24” in 
width. The four-knife safety cylin- 
der is dynamically balanced and 
runs at 5,000 rpm, driven by a 
714 hp motor mounted on a hinged 
base. J. A. Fay & Egan Co., Dept. 
AL, Eastern Ave. & Hazen S&t., 
Cincinnati 2, Ohio. 


For more data circle No. 45 on coupon, p. 128 


Gasoline Fork Lift Trucks 


A new series of compact gasoline 
fork lift trucks with a high power- 
weight ratio is called the G-52 se- 
ries. The trucks are available with 
pneumatic or solid tires in 2,000, 
3,000 and 4,000 pound capacity 
models. Typical of the series is 
the 2,000 pound capacity model. 
The 2,000 pounder can negotiate a 
right angle corner in a 57” aisle 
or right angle stack in a 112” 
aisle. Yale & Towne Mfg. Co., Dept. 
AL, 11000 Roosevelt Blvd., Phila- 
delphia 15, Penna. 

For more data circle No. 46 on coupon, p. 128 


(continued on page 123) 


1954 AMERICAN LUMBERMAN & 








HHO 


rvery MAN ¥ 
guys GR LIVES IN © 
cAN BE SOLD 


MIDGET LOUVERS 


Because every home every- 
where is expesed to the menace of 
moisture, the ingenious Midget Louver 
is an easy (and profitable) product to 
sell. Installed at roof overhangs, gables, 
eaves, sidewalls, unexcavated areas or 
wherever there are danger spots, 
Midget Louvers provide proper venti- 
lation—permanently protecting against 
the damage of condensation. Meisture 
blistering of paint is virtually elimi- 
nated; the efficiency of insulation is 
maintained; rot is prevented, beeause 
dry wood does not decay. These rust- 
proof all-aluminum ventilating units 
are quickly installed by anyone; just 
drill a hole and push in place. They 
protect for life, without attention. 
Write for full detaids. 

Midget Louvers are made in 7 sizes (1” to 


6”")— with and without rain deflectors. 
All are screened to keep out insects. 
The aluminum louver is the original lou- 
ver, Don’t accept ‘‘second best’ substitutes! 
We're telling and selling your custemers 
on Midget Louvers in all these national 
magazines: Popular Mechanics, Popular Sci- 
ence, Better Homes and Gordens, American 
Home, House and Garden, House Beautiful. 


“A House That Breathes is a Better House” 


MIDGET LOUVER CO. 


& WALL STREET < NORWALK, CONN 


Quick ond easy to install. 
Just drill a hole and push 
in place. No nails or screws 
needed. 


of 











HEAVY DEMAND RESULTS 
from TOP QUALITY—LOWEST PRICES 


3 ia 


——— FLUSH DOORS 


EACH LOWEST IN COST IN ITS PRICE CLASS 


ADMIRAL 


made from A-Select Birch 


COMMANDER 


made from Stain Grade Birch 


CHIEF 


made from Paint Grade Birch 


WIRE-PHONE-WRITE for PRICES - SCHEDULE 
IMMEDIATE DELIVERY 


GRAND TRAVERSE SALES. 
wwmcn COMPANY 


MICHIGAN 
TWX BIRMINGHAM 0 
TEL. SUTTONS BAY 61-71-92 


SUTTONS BAY 
MICHIGAN 


TEL. MIDWEST 4-3450-1-2-3 * 
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NOW! NEW! 


An easy 510° ‘Come-On’ that may mean 
over $100°° to you in ‘Tie-in’ Sales 


Miracle® 

Anchor Nail Qf! 
Miracle : 
Anchor 
Adhesive 

Kit 


5 It's a cinch to sell the “do-it-your- 
self” Miracle Method of attaching 
furring strips and partition sills to 
concrete and masonry surfaces. 

Here's an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “back-breaking” and risky job 
of drilling holes in the foundations 
of their houses. All they do is glue 

™ Miracle Anchors to the walls with 

we Miracle Anchor Adhesive — simple 

as “pie”, and at an amazingly low 

> installation cost of approximately 
" 6c per square ft. 

What's more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 
purchase. These include finishing 
board, paint, nails, and other com- 
panionate items. 


Order Now! 
The sooner you begin selling the 
easy $10 “come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
sooner you cash-in on the big doilar 
m tie-in sales. Ard you do your cus- 

is tomers a real favor, too! 


NET PRICE T 


0 PRICE TO 
CAT. NO DESCRIPTION DEALER PER | PACKING CONSUMER PER 
DISPLAY UNIT) | _GISP. UNIT 
1000 AN Display unit holding 96 $6.00 6 Display! $10.00 
Miracle Anchor Nails and 1 Units Per 
qt. Miracle Anchor Carton 


Adhesive. 


MIRACLE ADHESIVES CORPORATION 


Dept, AL-8, 214 E, 53rd St., N. Y. 22 ® By Miracle Adhesives Corporation 
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WHITE FIR 








SUSANVILLE 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 











INCENSE CEDAR 


CALIFORNIA 























~~ — 








~ Specialists in Osk Fleer- - 
ing. General wholesal- * 
=, ors of all lumber items, = 





Contact us on your 

















“CONIFER 
LUMBER SALES 


Distributors of West Coast 
Coniferous Tree Products 


_ P.O,BOX 385, TOWN & COUNTRY STATION 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


cenine WHITE PINE Stross 


Also some Norway and Spruce 
AIR-SEASONED _ WATER-CURED 
Rough or Dressed 
Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontarie 
1842 Member N.A.W.L. 














iTS A PLEASURE TO OPERATE A TANNEWITZ HIGH SPEED BAND SA 
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y J MILLION THY 
IN USE 
Eliminates ROPES, 


winoow 


PULLEYS, WEIGHTS, Sunes 
and SPRING BOLTS on mel 


NAILS 
XN SCREWS 
RATTLES 


Replaces Worn-out SASH CORD || || 30c per pair 
SPECIAL HARD 
SPRING BRONZE 
See your JOBBER 

LEIDGEN SPECIALTY CO. 


























1917-1954 


LAVELLE CEDAR LIMITED 


ANUFACTURERS O 


B. C. RED CEDAR SIDING, SHINGLES, LATH 
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NEW EQUIPMENT 


(begins on page 120) 





Hydraulic Hand Truck 
The Shop Caddy, a two-wheel 
hand truck which embodies a hy- 
draulic lift, is a good tool for the 
lumber yard. Its lifting platform, 
in the down position, is at floor 
level. When loaded, a few strokes 
of the lever will raise the load to 
the proper height. Precision Equip- 
ment Co., Dept. AL, 3714 N. Mil- 
waukee Ave., Chicago 41, Ill. 


For more data circle No. 47 on conpen, p. 128 





NEW STORE 


(begins on page 50) 





the store, received souvenir alumi- 


num rulers and other souvenirs 
and were served refreshments in 
the 60-foot long employes’ recrea- 


tion room on the second floor. This 
same floor also has an interesting 
exhibit of new and old-time plumb- 


e 
ing fixtures. 
Whiting-Mead’s trademark, 
“Builders’ Market”, and symbol of oe” 
a big hammer poised for action, 
has long identified this firm as a ee 


leader among progressive mer- HOME INSULATION 
chandisers. American Lumberman 

cited the Whiting-Mead Co. as a 
Master Merchant in 1949. The firm 
is well-known throughout San ' . . * » 
Disko the Tonecdael na 0 Send for Gull infec. to your customers . . . B-H Magic Blankets 
special assistance > tha iene mation on the com- can be inserted between studs all around- 
owner and do-it-yourself customer. on Ra! a aa and then stapling can be done all at once. 
Whiting-Mead operates six line 


; ) PLAN that will help Their firm body and resilience makes this 
yard stores in neighboring towns, make you Insulation ible. TI 1 otk ‘orf. 

in addition to the new super-mar- Headquarters in poaers. 1ese and other superior features 
ket in San Diego. your area, of B-H Magic Blankets—lightweight, clean- 


a liness, adherence of wool to paper—are 


Pass this time and money-saving tip along 


os i ; sure to step up your insulation sales for 
Coming—Next. Issue I PY 


} ae quick, sure turnover. 
Not many dealers are in a position or x. > 


to operate a big store like the one you mest eaioiee. 
will read about in this article. But 90708 soveanaee Wit 
that is no reason why a small-town 
store can’t be just as progressive. 
Next issue you can read about just 
such a dealer. Look for the article, 
“Little Store Has Big Store Features.” 
It’s another in American Lumberman’s 


series of new and remodeled stores. Reprinted from American Lumberman & Building Products Merchandiser 
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NEW \.. LITERATURE 


Per-Fit Service Bulletin No. 1 de- 
scribes and illustrates simple step-by- 
step procedures for attaching new No. 
31 Fin Trim and Nailing Fins to Best- 
Vent windows. Per-Fit Service Bulle- 
tin No. 2 presents simple, easy to fol- 
low instructions for assembling and 
attaching the new No. 30 Interior 
Trim to Best-Vent windows, Per-Fit 
Products Corp., Dept. AL, 1200 E. 
52nd St., Indianapolis 5, Ind. 

For more data circle No. 48 on coupon, p. 128 


A Bileo Basement Door folder and 
a selection of newspaper mats are now 
available from the manufacturer, This 
all-steel unit is said to be weather- 
tight and easy to install. The news- 
paper mats are available to recognized 
dealers at no charge. Bilco Co., Dept. 
AL, New Haven 5, Conn. 


For more data cirele No. 49 on coupon, p. 128 


Coffman railings for porches and 
steps are described in Coffman form 
205 and factory bulletins B-270 and 
271. Information on where to use these 
units, advantages, painting and main- 
tenance plus suggested installation 
and application, is furnished. R. G. 
Coffman Co., Inc., Dept. AL, P. O. Box 
1113, Orlando, Fla. 


For more data circle No. 50 on coupon, p. 128 


Suggestions on how to apply Con- 
soweld 10 plastic surfacing make up 
a new booklet published by Conso- 
weld. Consoweld 10 is a decorative 
plastic surfacing material for counter 
top and wall areas, Actual project pic- 
tures are used to explain the proper 
procedure for various applications. 
Consoweld, Dept. AL, Wisconsin Rap- 
ids, Wis. 


For more data circle No. 51 on coupon, p. 128 


Steel Roof Deck and installation 
data are covered in a new catalog. Its 
features include: a safe loading table, 
suggested architects’ specifications, 
welding and insulation procedures, 
roof deck accessories, application de- 
tails and the use of Milcor Steel Roof 
Deck for floor forms. Inland Steel 
Products Co., Dept. AL, 4027 W. 
Burnham St., Milwaukee 1, Wis. 


For more data circle No. 52 on coupon, p. 128 


Problems in handling materials are 
said to be solved through the use of 
Rapistan Conveying Equipment. Spe- 
cification bulletins and case-history 
reports of how other companies use 
this equipment are available. Rapids- 
Standard Co., Inc., Dept. AL, Rapistan 
Bldg., Grand Rapids 2, Mich. 


For more data circle No. 53 on coupon, p. 128 


> THE FINEST GLUE THAT 


2 % 

o 
See, 
oe 


~ 2 
— 


% ‘a 
ye 
Ey 
he 


. 





FULL 40% DEALERADASCOUNT 
DEALERS 
WRITE FOR YOUR 
FREE SAMPLE 


“MONEY CAN BUY! 
IN THE CLEVEREST TUBE 
VOU EVER SQUEEZED 


a? a 


POLYVINYL RESIN 


WHITE GLUE 


Unbreakable 1 oz. vynite tube 30¢ retail 


Devote just two minutes of your time and 
send for your Free Sample of Duratrre White 
Glue in the amazing new vynite dispenser. 
See it... feel it...use it... we know you'll 
realize it will sell itself! Here’s a “red-hot” 
deal for hardware, paint and lumber dealers 
... a 30¢ item that sells on sight ...every home 
and business will buy and buy! 

Small inventory ...quick turnover ...and 
today no one else has it! 

Manufacturers of Duratire Wood Dough 


and Surfacing Putty since 1923 


WEBB PRODUCTS CO. - San Bernardino, Calif. - Norcross, Georgia 


(To obtain more data on advertised products see page 128) 


Over 2,000 wholesale distributors 
throughout U. S. and Canada 








Bonding new concrete to old and 
bonding new concrete to such mate- 
rials as brick, stone, stucco and ceram- 
ic tile is the job for Weld-Crete. A 
folder lists technical data on various 
installations. Another folder describes 
Plaster-Weld, which bonds plaster to 
cement, gypsum and other painted 
surfaces. Larsen Products Corp., Dept. 
AL, Bethesda, Md. 


For more data circle No. 54 on coupon, p. 128 


Duro Master Workshop is featured 
in a 16-page catalog showing the en- 
tire line. Optional units and accessories 
are reviewed. All Duro Master units 
can be pre-set, which helps eliminate 
the need for knocking down and set- 
ting up tools. Duro Metal Products 
Co., Dept. AL, 2651 N. Kildare St., 
Chicago 39, Ill. 


For more data circle No. 55 on coupon, p. 128 


The Waco Speedlock is featured in 
a new folder. Also included in the 
bulletin is literature on Waco’s sec- 
tional scaffolding, rolling towers, 
hoisting tower, all-steel shore, Mason’s 
jacks, scaffold jacks and swing stages. 
Request form KPA-354. Waco Manu- 
facturing Co., Dept. AL, 3555 Wood- 
dale Ave., Minneapolis, Minn. 

For more data circle No. 56 on coupon, p, 128 


A basic bathroom fixture line is de- 
scribed in a folder just released. It 
illustrates both Universal-Rundle vit- 
reous chinaware and the company’s 
cast iron fixtures. The U/R Ciro, a vit- 
reous enameled steel bathtub, is also 
shown. A space for the dealer imprint 
is provided on the folder, which is now 
available for U/R dealers’ use. Uni- 
versal-Rundle Corp., Dept. AL, New 
Castle, Penna. 


For more data cirele No. 57 on coupon, p. 128 


A new mat booklet features a series 
of newspaper mats that are designed 
to increase sales and profits of author- 
ized glass dealers of Pittsburgh Plate 
Glass Co. Mat illustrations show how 
Carrara structural glass, furniture 
tops, wall and door mirrors, Twindow, 
Pennvernon and polished plate glass 
are used in home decorating, remodel- 
ing or repairing. Pittsburgh Plate 
Glass Co., Dept. AL, 632 Ft. Duquesne 
Blvd., Pittsburgh 22, Penna. 


For more data circle No. 58 on coupon, p. 128 


A rope retailer is the subject of 
catalog page issued by the Waterbury 
Rope Co. The display is pictured and 
the component parts are discussed. 
Waterbury Rope Co., Inc., Dept. AL, 
88-90 Wallabout St., Brooklyn 11, 
ae 


For more data circle No. 59 on coupon, p. 128 


Movable window shutters and Lou- 
ver doors are the subject of a brochure 
published by Louvercraft. Construc- 
tion, finishing and hardware for the 
units is fully described. Louvercraft of 
New York, Dept. AL, 425 Austin PIL., 
New York 55, N. Y. 


For more data circle No. 60 on coupon, p. 128 


Better fastenings through the use of 
Independent Nail and Packing Co. 
roducts is the subject of a new book. 
The entire line of nails and fasteners, 
along with detail drawings, are includ- 
ed in the book. Independent Nail and 
Packing Co., Dept. AL, Stone St., 
Bridgewater, Mass. 

For more data circle No. 61 on coupon, p. 128 
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SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


Py 
ij ALL-WELDED CONSTRUC 
JIE Y TION. Use any 2 x 4s for legs 
‘ and crossbar ...set up or knock- 

ed down instanfly. 
Each package is a 
colorful counter dis- 
play. 12 Sets to a 
conten. Dealer helps 


Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICh. 


2 LRN Ss) 


= 


BRASS 


For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC 


P. O. Box 2161 
Westbury, Long Island, N. Y, 


3UILDING Propucts MERCHANDISER 





Aluminum sliding doors by Alwin- 
tite are featured in a folder. Door 
sizes, glass sizes and architectural 
features are discussed. Another folder 
reviews the Alwintite aluminum awn- 
ing windews and contains sizes and 
construction features. General Bronze 
Corp., Dept. AL, Stewart Ave., Gar- 
den City, L. L, N. Y¥. 


For more data circle No. 62 on coupon, p. 128 





CUSTOM PALLETS 


(begins on page 72) 





oak, is used almost exclusively. The 
pallets are assembled on an adjust- 
able jig. Because of the wide va- 
riety of uses, designs for the pallets 
differ. Some are designed so forks 
can be inserted from two sides, 
some are made for four-side inser- 
tion and some have one or 
side walls. 

2. The-pallets are advertised in 
the local newspaper every other 
week and several times a month in 
several cities in downstate Florida. 

8. Foley’s has one salesman who 
specializes in pallet sales to indus- 
trial customers. Prices vary from 
$3.50 to $15 per pallet depending 
on the size and complexity. 

“Although the market is large 
and expanding,” says Grant, “pallet 
making is a highly competitive busi- 
ness in our area. If a dealer is lo- 
cated near a sawmill or a similar 
area where he can pick up inexpen- 
sive shorts, and if he is in a good 
market area for pallets, he can work 
up a profitable business,” he says. 

It’s an easy way to dispose of 
waste lumber shorts and it provides 
profitable work for employes during 
slack seasons,” said Grant. 


more 





Profit-Maxing Ideas 


That’s what you'll find in American 
Lumberman’s big Fall and Winter 
Merchandising Issue coming Septem- 
ber 6. Special articles on pricing, 
package selling, contractor and do-it- 
yourself business (and dozens of other 
timely subjects) will help you keep 
your profit curve climbing during this 
normally slack season. Watch for this 
idea issue—September 6. 


(To obtain more data on advertised products see page 128) 


OWENS-ILLINOIS, 
GLASS BLOCK 


PRACTICAL 


Here are two uses of glass block that 
will appeal to every homeowner. You 
can recommend glass block with con- 
fidence. They are easy to handle and 
easy to install. They can be made to 
fit any size opening...no frame neces- 
sary. They never need to be painted 
or puttied, 


BEAUTIFUL 
This attractive panel of Owens-Illinois 
Glass Block No. 365 allows in plenty of 
light, keeps out sight. An easy wipe 
keeps the panel bright and sparkling. 
A panel keeps the room warmer, too, 
Glass Block provide better insulation 
than a window and storm sash. 
me asa ee 


PROFITABLE 


Home applications are practically lim- 
itless. Bathroom, basement, kitchen, 
garage, offer excellent opportunities for 
the use of Owens-Illinois Glass Block. 
Block are easy to handle, easy to store. 
Plan now to push and profit from this 
practical, beautiful, profitable building 
material. For complete details how easy 
it is, write Kimble Glass Company, sub- 
sidiary of Owens-Illinois, Dept. AL-8, 
Toledo 1, Ohio. 
*Formerly known as INSULUX 





OwENs-ILLINOIS 


GENERAL orricrs(]) TOLEDO 1, OHIO 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





Rates: 


1 Time — 10c per word for each insertion. 
Minimum c of 50c per line. 


3 Times — 9c per word for each insertion. 
Minimum charge of 45¢ per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7¢ per word for each insertion. 
Minimum charge of 35¢ per line. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in qudionn 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
- Smaey commission or cash discount 
sowed, 


For advertisements bearing box number count 
five extra words. There are approximately 
five words to a line and when less are speci 
fied or used, requiar line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
199 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





LUMBER SALESMAN 

If you are a hard-working, aggressive man. 
25 to 50 years of age, with some knowledge 
of lumber and a desire to sell at a good 
income, we have an excellent opportunity for 
you. We are well-known, long established 
wholesalers covering the Midwest and have 
several choice openings available for men 
to call on retail lumber dealers and industrial 
accounts in exclusive territories with no week- 
end travel. We pay split of profits with guar- 
antee of outery and full expenses including 
car; also employee profit-sharing trust. 

In your confidential reply to Box V-56, 
American Lumberman, please outline full per- 
sonal background and work experience. 





UNUSUAL OPPORTUNITIES offered experi- 
enced and successful lumbermen. Wanted four 
men of highest quality and competence for key 
jobs at good poy ae with o rtunities for 
advancement in dwest retail yard com- 
pany. Jobs include Merchandising Manager 
and Managers of large retail yards. Write fully 


re experiences to Box V-37 American Lumber- 
man, Inc. 


DRAFTSMAN 

Immediate opening for experienced millwork 
detailer and biller for special lumber millwork 
plant. This job offers good possibilities for a 
sober, healthy man who is cooperative and 
willing to work. Employee benefits and good 
working conditions with this 70-year-old com- 
pany. locally owned and managed. Write com- 
plete outline of experience and salary expect- 
ed to Mr. Cliff Drake, Campbell Coal Com- 
pany. Box 1498, Atlanta 1, Georgia. 


HELP WANTED 


Progressive Florida Lumber and Building 
Material Company interested in employin 
one or two young men experienced in Retail 
Lumber and Building Materials—none except 
sober, competent and hard workers need 
apply. Address Box V-57, American Lumber- 
man, inc. 


A large, well established lumber manufacturer 
with sizable wholesale Copertnens and sales 
staff selling industry, retail yards and facto 

trade, is looking for a man between 30 and 

years of on who has had substantial sales 
training and p tional experi to handle 
merchandising and statistical work as well as 
sales development. Splendid opportunity for 
right man. Address Box V-52, American Lum- 
berman, Inc. 








Experienced Lumberman. Prefer man now liv- 
ing and working Chicago North Side and sub- 
urbs. Salary open. Arthur T. Laird Lumber 
_mpene. 12 5. Vincennes Ave., Chicago 20. 
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HELP WANTED 





BUSINESS OPPORTUNITIES 





Experienced Lumberman. Prefer man now liv- 
ing and working in Gory. Hammond and 
Northern Indiana territory. Salary open. Arthur 
T. Laird Lumber Company, 8512 S. Vincennes 
Ave., Chicago 20, Ill. 


SITUATIONS WANTED 








MILLWORK—DETAILING 
A firm of millmen with years of experience 
offer a detailing and service. Guar- 
anteed results. Reason Cost. Excellent 


service. Address Box R-59. American Lumber- 
man, Inc. 


HARDWOOD LUMBER INSPECTOR fully ex- 
perienced desires position as yard foreman or 
inspectcr. NHLA rules. Relocate anywhere. 
References. Address Box V-43 American Lum- 
berman, Inc. 








Millwork Estimator and Detailer. 
20 years experience all lines millwork. A-1 
references. ill relocate. Address Box V-59, 
erican Lumberman, Inc. 

Situation Wanted: 35 years experience sell- 
ing yellow pine to industrials and yards. 
Wishes position as office salesman for whole- 
saler or manufacturer on salary or ey 
account and commission. Address Box V-60, 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 


REPRESENTATIVES WANTED — Nationally 
known manufacturer di into 








w Reliable party who is familiar with 
red . to take charge of large acreage and 
man e into the finished poetees. Ad- 
dress “Pratts’’ Homosassa, Florida. 





A RARE BUSINESS OPPORTUNITY! 


Kenova, West Virginia, junction point of NEW, 
C&O, and B&O Railroads, offers the best op- 
portunity for an up-to-date Dog mill or 
woodworking plant the entire O) Valley. 
We have ilable here 2!/, acres of hard sur- 
faced, level lumber yard, and a building with 
8300 sq. ft. space, having 8°’ concrete 
wes and a side track on each side of building. 


very attractive proposition. Write 
Box V-55 American Lumberman, Inc. 





FOR SALE 


Exclusive right-of-way over a very large area 
which is the only logical and practical way 
to remove a vast amount of timber consisting 
of fine Pine and Fir timber in Northern Califor- 
nia. Approximately one and one-half billion 
feet. Off the highway trucks can be used all 
the way to R. R. and/or Mill site. Address Box 
T-28, American Lumberman, Inc. 





field with new product to pl it the td 

living trend and growing do-it-yourself mar- 
ket. Territories open throughout South and 
Southwest to aggressive representatives de- 
sirous of adding a profitable line to retail 








BUSINESSES FOR SALE 





For Sale: A lumber yard and building material 





through building supply. hardware, building 
specialties dealers. [i you can t ely 
cover these types of accounts in your terri- 
tory you can immeasurably increase your 
earnings with this timely, well-merchandised 
and supported product. Write fully stating 
experience, territory covered and lines han- 
died. All replies will be acknowledged and 
kept confidential. Box V-58, American Lumber- 


man, Inc. 





Wanted active wholesalers and commission 
men with following, te sell Ponderosa Pine. 
Idaho White Pine, Spruce, Fir 6 
Larch, also Western ite Spruce frem Caen- 
ada. Large production. We are manufacturers 
and dis 


utors. Want exclusive « t 
some territories. mo r 


Responsible fast " 
Write fully. Address Box T-51 American ue - 
berman, Inc. 

METAL MOULDING SALESMAN 

Full time or side line. To call on linoleum — 
hardware — furniture stores — cabinet shops 
— manufacturers and wholesale distribut 
Representing Manufacturer of complete quality 
line of aluminum and stainless steel mould- 
ings. Exclusive territories open. National 
Aluminum Semper. 1132 Alum Creek Drive. 
Columbus 9, Ohio. 








WANTED — RAILS 





RAILS WANTED 


Any weight—any tonnage. 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis 1, Mo. 


STEEL RAILS 
16%, 20%, 25H. WH, ISH, 40H and Heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 
RAILS, New and Relaying 


M. K, FRANK 
480 Lexington Ave., New York, N. Y. 


BUSINESSES WANTED 











Two men, early forties, seek to purchase small, 
active retail lumber yard. Prefer location 

Pennsylvania or New Jersey. Would consider 
managing yard with purchase privilege upon 
retirement of present owner. We have a solid 
background in all phases of retail ration: 
estimating. construction, sales, credits, ac- 





January 2, 1955. If interested. ple > 
anuary . If you are interested. ase 
contact us through box ber V-49, Ameri 
Lumberman, Inc. 





located in southern Indiana. Good 

opportunity to make money—a growing com- 

munity. - r a ~ ddress Box V-33 
ok, = nc. 








COAL & BUILDING MATERIAL YARD 
MUST BE SOLD 


1952-53 Volume Approximately 400,000 per year. 
FIRST OFFERING 
Good Northern Ill. City — will sell building. 
land, equipment and inventory or will sell in- 
ventory and equipment and lease land and 
buildings. 
LIQUIDATION PRICE NO INFLATION 


Owners dissolving association. Can be fi- 
nanced. 


Address Box V-48, American Lumberman, Inc. 





YARD FOR SALE 

RETAIL LUMBER, hardware & coal yard. Coal 
unloading to dump truck equipment on the 
L&L R.R. Co. Fifty miles south of Cincinnati, 
Ohio. Good profitable yard. Been in business 
for 40 years. Will sell with inventory or with- 
out. dress Box V-63, American Lumberman. 
Inc. 


FOR SALE ; 
Lumber yard and special millwork plant in 
Ohio, specializing in schools, churches, large 
residential and cial build ‘om- 
lete woodworking machinery in three-story 
uilding. Lumber storage. masonry construc- 
tien, pletely 1 d, and open yard on 
railroad siding. Good order file. Competition 
limited in this area. Address Box V-64, Ameri- 
can Lamberman, Iac. 








LUMBER YARD FOR SALE 

BEST RETAIL SPOT IN CHICAGO 
Now operating. Fronts on one of the busiest 
streets on Southwest Side yet has plenty of 
parking space. 
Nearly 80,000 square feet of land. Big build- 
ings (all masonry construction). Will sell with 
or without the inventory. Owner must quit 
account health and will sacrifice at $30,000.00 
less than replacement value. A real bargain 
for some one who can act quickly. Nothing is 
asked for “Good hogy alt — oo —paee was 
$900,000.00 per year e star eight years 
ago. $30,000 « ons to handle. Address Box V-66 
American Lumberman, Inc. 
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BUSINESSES FOR SALE 





For Sale or Lease long established retail 
lumber yard in prosperous Rocky Mountain 
area. Ample sheds. yard space, _ trackage and 
pouo. Fully equipped, 

nventory approximately $130. 800. Fixtures and 
equipment approximately $20,000. Will sell or 
retain $40,000 accounts receivable. $200,000 will 
5 * Address Box V-61, American Lumber- 
man, Inc. 





Opportunity for wholesale or retail dealer, 
— rc storm door, windows and allied 
trades. 


Large store front available in choice shop- 
Bing and transit location—Kings Highway and 
tica Avenue, Brooklyn. 


Live wire dealer, large or small, can develop 
terrific retail and wholesale trade in the heart 
of the round top door neighborhood. 


This location has been instrumental in the 
growth of one of America’s largest storm win- 
dow retailers. 


Reply to P. O. Box 96, Hewlett, New York. 


FOR SALE 


Yard in eastern Nebraska town, located in 
rich farming communit Compuvatives small 
investment will hand dle. Owner wishes to 
retire. Address Box V-62, American Lumber- 
man, Inc. 





PROMPT SHIPMENT 





BUILDING PAPER 
Reflective Insulation 
Asphalt Felt—Red Rosin 
Nail Bags (Larger Opening) 
Twine (For Tying Lumber) 
Miracle Adhesives & Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in Cartons) 
Dolly Varden Corners 
7° Wall Ties — Areawalls 


NICHOLS ALUMINUM NAILS 
Wooster Brushes 
Attic & Roof Louvers 
Miniature Louvers (15c resale) 
(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 





LUMBER & DIMENSION 
FOR SALE 





4 to § cars Hardwood Stickers 


1x2” to 3” 6° Dry 
Connor Lumber and Land Company 
P. O. Box 810 
Wausau, Wisconsin 


Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 
Extension Ladder Rails 


Cut Door Stock 
Step-Ladder Steck 


Inquiries answered promptly: 


Mouldings 
Millwork Blanks 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EGo49 
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LUMBER & DIMENSION 
FOR SALE 





QUICK yf. TO DEALERS 
CL or LCL shipments 


aly ss and Softwood 
Architectural Trim and Woodwork 
Stair Treads and Risers 
Plank Flooring—Wal! Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 
2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





MISCELLANEOUS 
FOR SALE 
CARPENTERS APRONS 


Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 








ADVERTISING YARDSTICKS 
Basswood, 2-color. Same Price as 1-color. 
Also Paint 27 I ship t 

R. J. DUMONT 
156 So. Melrose Ave., Fein, Ill. 


USED MACHINERY FOR SALE 


ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. fox 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
ert Repair service. Send us your inquiries. 
v M. BAUM & CO., Fort Wayne, Ind. 


INTERNATIONAL LOG LOADING TRACTOR 
international Crawler Tractor. Model T-9, with 
tern full revolving swing crane, 
hydraulically controlled. Gov't. purchased, 
excellent condition. Price $2750.00. 
o. Cc. Evans — Mt. Sterling, Ky. 











~ FOR SALE: "One eight inch sticker and 
motor. Excellent condition—$400.00. Also one 
Burroughs Bookkeeping machine. Address Box 
V-65. American Lumberman, Inc. 


Conatiie Electric Planing Mill for Sale 
291 Yates Matchers 
Moulder 
Ball-Bearing Yates Resaw 
Band Rip Saw 


Cut-Off 
Smooth End Trimming Outtit 

International Cat 

International Truck with Trailer 

50 Roller Wagons with Cat Hitch 

All in first-class condition, operated from city 
current. Can be leased on land as now is or 
dismantled and moved. Reasonable terms. 


W. T. Bailey Lumber Co., Virginia, Minnesota 


DIESEL FORK LIFT ON PNEUMATIC TIRES 
Powered by 6-cylinder Hercules Diesel engine. 
ual wheels under forks, good tires and all 
wheels drive. Tilting hydraulically controlled 
loading and hydraulic steering. 
Excellent roam =f condition. Gov't pur- 
chased. Price $2250.00. O. C. Evans Tractor & 
Equipment Co., Mt. Sterling, Kentucky. 








1 only—used No. 202 Hall & Brown 12'’x6"’ 
moulder, Babbit bearings, 40 H.P. motor 220V 
3PH 60 cy. belt driven $1200.00 {.o.b. Chicago. 
1 only—used No. 215 Hall & Brown 8''x4" 
moulder, ball bearing, belt driven 1SHP 220V 
3PH 60 cy. $1500.00 f.0.b. Chicago. 
1 only—used Yates-American No. 106 knife 
grinder $175.00 {.0.b. Chicago. 
1 only—used Columbia No. ~ 37" = a 
sander 37!/, HP motor 220V 3PH 60 cy. $700.00 
f.0.b. Chicago. 
1 only—used Godfrey car unloader powered 
5 HP 220/440V P cy. good condition 
$450.00 f.0.b. Chicago. 
1 only—used 1949 Dodge Hydraulic dump truck 
as is $75.00. 
i x —used 10 HP motor 220V 3 PH 60 cy. 

hem with G.E. starter $150.00 f.o.b. 
, a. 
1 only—used 75-lb. Schwab Stoker, good con- 
dition $75.00 f.0.b. Chicago. 

HILL-BEHAN LUMBER COMPANY 
5601 Elston Avenue 
Chicago 30, Ill. 





Display Materials 
for your 
DO-IT-YOURSELF 
SHOW 


| 


LET US HELP - EASY TERMS 


If you are planning a show or 
school for do-it-yourself cus- 
tomers you'll need display ma- 
terials to dramatize the event. 
American Lumberman's ban- 
ners, posters and streamers have 
been used to advantage by hun- 
dreds of dealers. We have avail- 
able at low-cost: 


Banners—The window banners 
are in three-colors and are 
19x37". They are ideal for 
windows, walls, etc. The price is 
5Q¢ each, postpaid. 


Posters—The three-color post- 
ers are 21''x34" and are printed 
on tough, weather-resistant 
cloth for use on trucks and out- 
side the store. There's a space 
provided for lettering in your 
name and address. Posters are 
$1 each, postpaid. 


Streamers—You can use lots 
of these handy 10"x20", three- 
color streamers. They can be 
placed on doors, hung over- 
head on wires or spotted close 
to products suitable for the do. 
it-yourself customers. Streamers 
are 10¢ each, postpaid. 


Send Check or Money Order to 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, Ill. 














Easy opening sections @ Gymnasium 
for sheet changes. 
Ever Ready Catalog Holders grade for gymnasium floors. It matches Ist 
a ane oes grade in beauty and performance, but 
1 
hands free. They can be used costs much less! 
1 sales counters, buyer's 
sks and in warehouses for 
quick reference. Dozens of 


other uses. 


MSA :* 
ee go a 


Help your builders win more bids, and boost your overall profits with 

new Diamond Hard ‘gymnasium grade” flooring. It's 50% or better 

first grade blended with second grade areas. It offers rich color tones, 

No. 12 completely filled with is MFMA-approved and guaranteed to withstand roughest abuse— 
ten additional sections all at less cost! 

For full details, 

contact— 











J. W. WELLS LUMBER CO. 
Save Time « Temper ¢ Money! 


Phone 3633 - 6400 @ MENOMINEE, MICH 
Ever have the éxperience of searching for a ‘ 
catalog for a waiting customer and find it 
was like looking for “a needle in a hay 
" ’” Most likely you were able to find s 
t easily at a later date — whee yeu A (| (-? [rl (y | | (] 
were hunting for another catalog ver i = i ) - = iy 
Ready Catalog Holders keep every catalog \ — "5 4 =) 
heet instantly available and in place. Each 


ection holds one inch of punched sheets . ‘(4 y 

keeps them in place makes them in- ‘G) ‘Oo fl 
stantly removable without disturbing the \ > =) <2 
balance. ONLY $5.65 Starts You Off — | 


Order Additional Sections As You Need 
Them! 


ha-mm B have Lasy 0 Sell teaturest 











Geneva Mig. Co., 405 Stevens St, Geneva, Ii. 
Gentiemen: Please ship me: 
Ne. 12 A Holder, 18 wide 

“7 + Sturdy steel, dork. Company 


Nicholls TROWELS, FLOATS, CEMENT TOOLS, 
for Auer DARBIES and HAWKS have been designed to 


47, 4 perfectly “fit the job, Many years of research 


give “much wanted features” that make Nicholls 
these tools sell faster. 


Contact your jobber or write - 
NICHOLLS MANUFACTURING CO. 


OTTUMWA. IOWA j 


i 

I 

' 

y, 12 sections | 

W $5.65 Ea Att. of | 

Ne. 274 |) wide and i 
4 se Priced wth Address 

two 4 $8.50 « ! 

Add’t Sections, $! 00 Ea City : 

' 

d 


Srete 
NOTE: | ype 100 4-p 


' Ring Binder 3-post 1) 


k Guarantee! _ 








“WHAT’S NEW!” 
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What's New” Items 
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Advertised Products 


Nome Position 
(Please Print) 





Company 
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ADVERTISERS’ INDEX 


Acme Steel Company 
Ahonen Lbr. Co 
Aluminum Co. of Americ: 
American Kitchens Div., 
Avco Mfg. Corp 
Andersen Corporation 
Anderson Products Mfg. Cx 
Angier Corporation 
Armstrong Cork Co 
Armstrong Co., The 
Arvey Corporation 


jaldwin-Hill Co..... 
Bate Co., Inc., J. Herbert 
Belson Mfg. C 


Sessler Disappearing Stair- 
way Co., The 


Black & Decker Mfg. Co., The 
Boehm-Madisen Lbr. Co... 
Bonifas Lbr. Co., Wm 

Brewer Co Bb. F. 

Bristol Cabinet Corp 
Brown-Graves Co.. 

Bruce Co., E, L 

Bunyan Lbr. Co., Paul 


Cadillac-Soo Lbr. Co 
Carr, Adams & Collier C 
Casement Hardware Co 
Christiansen Co., C. M 
Clark Equipment Co 
Cloud Oak Flooring Co 
Congoleum-Nairn, Ine 
Conifer Lbr. Sales 
Consumers Glue Co 
Continental Can Co ‘ 
Continental Steel Corp.. 
Copeland Lbr. Co 
Corbin Div., P. & F., The 
American Hardware Corp 
Cox & Sons, Inc., Arthur 


Delta Power Tool Div 
Rockwell Mfg. Co 

Deniston Co., The 

Dexter Lock Co., Sub. of 
National Brass Co 

Donley Brothers Co., The 

Dor-Set Corp., The 

Douglas Fir Plywood Assn 


Fenestra Building Products 
(Detroit Steel Products Co 

Flavelle Cedar Limited 

Flynn Mfg. Co., Michael 

Ford Div Ford Motor Co 

Fordyce Lbr. Co 

Fox Lbr. C Abbott 


Geneva Mfg. Co 

Georgia-Pacific Plywood Co 

Getty & Co... H. 8 

Gillies Bros. & Co 

Goodman Lbr. Co 

Goodyear Tire & Rubber Co 
Flooring Dept 

Grand Haven Stamped 
Products Co 

Grand Rapids Hardware Co 


Grand Traverse Sales Co 


Hager & Sons Hinge Mfg 

Hassall, Ine., John 

Hines Lbr. Co., Edward 

Hoggson & Pettis Mfg. C 

Holt Hardwood Co 

Home Maintenance & Im 
ment Magazine 


Ideal Brass Works, In: 
Ives Company, H. B 


Jaeger Machine Co., The 
J. M. J. Industrie 
Keasbey & Matti 
Kennatrack Corp 
Keystone Steel & Wire (Co 


Keystone Wire Cloth (« 


BUILDING Propucts MERCHANDISER 


(Es) 
(EK) 
(EL) 
(EN) 
(EO) 
(CO) 


(EP) 
(EQ) 
(ER) 
(FA) 


(FB) 
(FC) 
(FD) 
(FE) 
(FF) 
(FG) 
(FH) 
(FK) 
(FL) 
(FN) 
(FO) 
(FP) 


(CG) 


(FQ) 
(FR) 

(GA) 
(GB) 
(GC) 
(GD) 


(GE) 
(GF) 


(6G) 
(GH) 


(GJ) 
(GK) 


(GL) 
(GN) 
(GO) 
(GP) 
(69) 
(GR) 
(HA) 
(HB) 
(HCy 


(HD) 
(HE) 
(HF) 


(HG) 
(HH) 
(HJ) 
(HK) 
(HL) 


(HN) 
(HO) 


(HP) 
(HO) 
(HR) 


(JA) 


(JB) 
(JC) 
(JD) 
(JE) 
(JF) 
(JG) 
(JH) 
(JJ) 
(JK) 


(JL) 


Leidgen Specialty Cc: 
Leonard, Inc., R. B 
Libbey-Owens-Ford Glass 
Lockwood Hardware Mfg 
Louisville Cement C: In 
Lupton Windows 


Macklanburg-Duncan Co 
Majestic Co., Inc., The 
Malta Mfg. Co., The 


Marsh Wall Products, I) 
Sub. of Masonite Corp 


Masonite Corporation 

Mauk Lumber Co., The C 
Mauk Seattle Lbr. Co 
McCloud Lbr. Co 

McGowin Lbr. Co., W. M 
Medford Corporation 
Michigan Pole & Tie Co 
Midget Louver Co., The..... 
Milwaukee Strip Service, Inc 
Miracle Adhesives Corp... 
Mobile River Saw Mill Co., In« 
Monarch Lbr. Co., Inc 


National Brass Co. (Dexter 
Lock Co.) 

National Cash Register Co 
National Lead Co 
National Mfg. Co 

New Castle Product 
Nicholls Mfg. Co 

Norris Fence Co 


Orangeburg Mfg. Co., In« 
Owens-Illinois, 
Glass Block Div 


Padgett-Smith Flooring 

Pittsburgh Plate Glass Co 
(Brush Div.).. 

Pittsburgh Plate Gla 
(Glass Div.) 

Pullman Mfg. Corp 


Rainy Lake Lbr. Co. Ltd 
Reynolds Metals Co 
Richkraft Co., The 
toddis Plywood Corp 
Roddis Plywood Corp 
Roseburg Lbr. Co 

towe Mfg. Co...... 
toyal Sales & Mfg. Co 
Ruberoid Co., The 


Sargent and Co.. 
Schneider Bros 
Schubert Co., H 

arl E, 
Silent Hoist & Cranse 
Sol-O-Lite Mfg. Co 
Southern Lbr. Co 
Standard Conveyor (« 
Stanley Works, The 


Tannewitz Works 
Trinity White Div., Genera! 
Portiand Cement Co 


Upson Company, The 
U.S. Plywood Corp 
U.S. Steel Corp 


Vento Steel Products Co Ine 


Warren Supply 

Webb Products Co 
Webster Lbr. Co., H. E 
Wells Lbr. Co., J. W 
Wells Lbr. Co., J. W 
Western Pine Assn 
Westinghouse Micarta 
White Motor Co The 
Wisconsin-Michigan Page 


Zegers, Ine 


information Offered 
In Advertisements 


BUILDING PAPER: Information; Rich- 
kraft Co. See adv't p. 84 

CAR PULLERS: Bulletin; Silent Hoist 
& Crane Co. See adv't p. 118 

CONCRETE MIXERS, truck: Catalog; 
Jaeger Machine Co. See adv't p. 24 

CONVEYORS: Bulletin; Standard Con- 
veyor Co, See adv't p. 112 

CRIBBING: Sales aids; Keystone Stee) 
& Wire Co. See adv't p. 75 

DOORS, folding: Information; New Cas- 
tle Products, Inc. See adv't p. 109. 

DOORS, garage, aluminum: Informa- 
— Reynolds Metals Co. See ady't 
pps 56-57 

FIREPLACES, indoor: Book; 
Bros. Co. See adv't p. 73 

FURNITURE, do-it-yourself: Sales aids; 
Bristol Cabinet Corp. See adv't p. 6 

GATES, wood-steel: Catalog; Rowe 
Mfe. Co. See adv't p. 

GLASS, window: Booklet Libbey 
Owens-Ford Glass Co. See adv't p. 28 

GLASS SUBSTITUTES: Sales aids; Ar- 
vey Corporation. See adv't p. 23 

GLASS SUBSTITUTES: Display unit 
Sol-O-Lite Mfe. Co. See adv't p, 100 

GLUE: Counter display; U. 8. Plywood 
Corp See adv't p. 93 

GLUE mf ta Webb Products Co. See 
adv’t p 

HARDW ARE awning window: Infor 
mation; Casement Hardware Co. See 


Donley 


adv’t p. 75 
ARDWARE cabinet Catalog; The 
Stanley Works. See adv't p. 104 
ARDWARE cabinet, locks: Dieplay 
units; P. & F. Corbin Div Amer 
Hdwe. Corp. See adv’t pps. 30-31 
ARDWARE — casement Descriptive 
literature; Grand Rapids Hardware 
Co. See adv't p, 85 
ARDWARE—hinges: Catalog sheets 
Ideal Brass Works, Inc. See adv't p 
118 
ARDWARE—latches Display unit 
Sargent & Co, See adv't p. 83 
ARDWARKF—sliding door Booklet 
Kennatrack Corp, See adv’t p. 117 
ARDWARE—sliding door, wardrobe 
Descriptive literature; Arthur Cox & 
Sons, Ine. See adv't p. &9 
INSULATION, spun blanket: Sale 
Baldwin-Hill Co, See adv't p 
LUMBER, white fir: Booklet; 
Pine Asen. See adv't p. 89 
METAL LEGS: Catalog; 
Co. See adv't p, 114 
METAL LEGS: Display unit, informa 
tion: FE. F. Brewer Co, See adv't p. 48 
NAILS, roofing: Samples, booklet; Den 
iston Co. See adv't p. 91 
PAINT: Information: National Lead Co 
See adv't pps. 60-61 
PANELING, prefinished: Information: 
Marsh Wall Products, Ine, See adv't 


We ster n 


Belson Mfg 


p. 7 

PANELING, prefinished: Information; 
toddis Plywood Corp, See adv't p. 81 

PIPE, root-proof: Sales aids: Orange 
burg Mfe. Co., Inc. See adv't p. 113 

PLASTIC LAMINATE: Sales aids; Con- 
tinental Can Co. See adv't p. 38 

PLYWOOD, fir: Sales aids; Douglas Fir 
Plywood Assn, See adv’t p. 29 

SAWHORSE BRACKETS: Information; 
Anderson Products Mfg. Co. See adv't 
p. 119 

SAWHORSE BRACKETS: Sales aids; 
Grand Haven Stamped Products Co 
See adv’t p. 125. 

SCREENS, aluminum: Samples, catalog 
Warren Supply. See adv't p. 106 

SHFATHING: Folder; Upson Co. See 
adv't 9. 

Information: 


p. 4 
SHINGLBS: 
Mattison Co. See adv't p. 191 
SHINGLES: Information: The 
Co. See adv't pps. 78-79 


Keasbey & 
tuberold 


STAIRWAYS, attic: Catalog: Bessler 
a Asam Stairway Co. See adv't 


TRRPAULINS Descriptive literature 
Angier Corp. See adv't p. 85 

TILE floor: Catalog, d:splay unit 
Goodyear Flooring Dept See adv't 
pr. 9 

TILE, floor, wall: Display unit: Congo 
leum-Nairn, Inc. See adv't p. 47 

TILE CUTTERS: TAterature; J.M.J. In- 
dustries. See adv’t p. 105 

WFEATHERSTRIP-SASH PALANCE 
Folder; Milwaukee Strip Service, In« 
See adv’t n. 105 

WRATHE RSTRIP - SASH BALANCE 
Folder; Zegers, Inc. See adv’t p. 111 

WINDOWS wood Catalog: Brown 
Graves Co. See adv't p. 87 

WINDOWS, wood: Merchandising kit 
Carr. Adams & Collier Co. See advy't 
p. 07 

WINDOWS wood Literature; 
Mfe. Co. Bee adv't p. 97 


Malta 





Even moderation should not be practiced to excess, which 
reminds us of the man who developed alarming ulcers becaus« 
worried about getting heart trouble from smoking too much 


* a * 


When they asked the new bride about her honeymoon she 
said she never knew two people could have so much fun without 
mghing! 


* . . 


The ‘let’s rough it’ boys were camping in the north woods. By 
yw they were tired of the salt pork and hardtack they wer« 
roughing it on. They took a collection and sent one of their 
group to town for something fresh 
He returned with ten quart bottles of whiskey and a loaf of 
bread. He was shouted down. “What in ‘ell are we gonna do 
vith all that bread?” 
* + * 


The man who gives in when he is wrong is the wise man. The 
man who gives in when he is right is married 


» * * 


changing his theme song to “Those Danish 


You know who is 
loctors are breaking up that old gang of mine.” 


* a * 


MAUK products are at home anywhere. They got boosters 
in every state of the forty-eight and MAUK even wows ’em in 
\laska 

There's no business like the lumber business and there’s no 
lumber products like MAUK. Over fifty years and three gen- 
erations MAUK Lumber’ Co. has been delivering the best in 
lumber products. Get in on the values. Order from the MAUK 
Lumber Co, 

+ + * 

Simple Celia says if a gal’s prone to make mistakes 

how she'll make them 


that’s 
* * * 


“But, Miss Lily,” protested the artist to his model 
isn’t the place for the fig leaf 
to the right.” 

“Oh,” she apologized 
appendicitis scar.” 


“That 
You have it too high and a little 


“IT thought you wanted it to cover my 
** * 


The trouble with falsies is a girl doesn’t know when to blush, 
scream, slap or say ouch 
* * + 
“Where's the menu?” 
Waitress : “Down the aisle and the first door to the right.” 


Customer 


* * + 


Do You Know Who Dep't 

Do you know who deesn’t admire a zood loser? His wife 

Do you know who is a triumphant example of unskilled labor ? 
The self made man 


Do you know who MAUK pleases most? Everybody. 


* 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


° 2° o 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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(To obtain more data on advertised products see page 128) 


Showcase Prevents Pilferage 

A stepped counter with glass sliding doors is used 
to display a maximum of cutlery, scissors and other 
small items in a minimum of space at the Rosenthal 
Lumber & Fuel Co., Crystal Lake, IIl. 

Located in a main-traffic area near the entrance, the 
counter attracts customers entering or leaving the 
store. The sliding glass doors make it easy to keep the 
displays neat and also prevent pilferage. 


How to Display Windows 


A large assortment of the type of windows—double- 
heavy, casement and sliding units—are installed in the 
showroom of the Main Line Lumber Co., Wayne, Penna. 
A large number of the different types of windows 
stocked by this firm have been built into a display wall 
in the store, so that customers can get a good idea of 
how they would look in their homes. 


Truck Body Promotes Siding Sales 

For a $45 investment for material and labor, the 
Sunset Lumber Co., Utica, N. Y., created a mobile 
advertisement by covering its pickup truck with a 
house-like top of hardboard. Wherever it goes, people 
stop and examine the siding. Customers also appreci- 
ate having their small deliveries protected from the 
weather. 

Yard manager Miles Hoerle believes the structure 
has been a factor in a considerable number of siding 
sales by the Sunset yard. 
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For Smooth Performance Continuously! 





This quality hardware has been designed and 
Thurtete operate with friction-free precision. 
Stoftly built of fine basic materials to withstand 


strenupots daily service wherever installed. 


Experienced builders recommend the use of three 
butte for every door instead of two. The 
placing of an extra butt in the center of the 
door telieves the strain from the top and 
bottom butts. Perfect alignment and less 
danget of doors warping are other note- 


worths advantages. 


Your trade will admire these 


smart, new, round cornered styles 


MANUFACTURING COMPANY | “evling 


Ilinois 





WHY IS GOOD MORTAR IMPC 
Because of their size and weight, concrete blocks require 


al ow 
mortar with “body”, plasticity and water-retaining capacity. ANIW XIN 


Brixment meets all these requirements. It has the body 





necessary to support the weight of the unit and hold it up 
to the line. It has the plasticity necessary to prevent the 
mortar from falling off the long head joint, while the 
block is being placed in the wall. It has high water-retain- 
ing capacity, which gives the bricklayer more time to 
shift and adjust the block to its final position before the 
mortar stiffens. 


It is the combination of these characteristics that makes 
Brixment the leading masonry cement for concrete block 
as well as for brick. 





